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“fostered by big-city dealers who 
want to destroy the small dealer 
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Smaller Dealers 
nite to Fight 


ea Security 


Okla., S. C. Groups 
Say Bills in Congress 
Would Destroy Them 


MALL-DEALER groups have 
i) been organized in South Caro- 
and Oklahoma to fight terri- 
security legislation now before 
n PSS. 
A nationwide crusade by small 
retailers is called for by J. M. 
Pendarvis, Edgefield, S. C., 
for the Small Auto- 
mobile Dealers Assn. The group 
has about 200 members. 
The consensus of members of the 
Enterprise Auto Dealers of 
homa is that security bills are 


‘A 


and his opposition.” 

In an Automotive News ad, Pen- 
darvis (Chevrolet) said territory 
security would “break the majority 
of small dealers.” He added: 

“The only way we small dealers 
can beat this punitive legislation is 
to organize state by state and raise 
the money to advertise mainly in 
our state newspapers with large 
cireulations.” | de 


H® SAID the ads would “arouse 
the public to the fact that if 
this legislation is passed, the public 
will have to pay from $200 to $500 
e for every new car purchased, 
plus riding more miles to buy their 
ears and have them serviced be- 
Cause the majority of small dealers 
Will be out of business.” 
Calling the legislation un- 
Pendarvis said “we be- 
lieve in free enterprise—let the 
American public spend his money 
(Continued on Page 4, Col. 1) 


ar Output Rises; 
pmpacts’ Share 


3 Climbs to 23 Pct. 


N ESTIMATED 159,448 cars were 
built in the U. S. last week— 
a4 percent boost from the 153,378 
Units assembled a week earlier, and 
319 percent above the year-ago 
Week, when 120,926 cars were built. 
Record-breaking production at 
American Motors — plus upsurges 
in output at Chevrolet, Oldsmo- 
bile and Pontiac—offset a sizable 
decline in assembly operations at 
Ford division last week. 
Commercial-car output also was 
on the upswing last week with 
90,554 trucks built during the week 
—& 2.5 percent boost from the pre- 
week’s 29,813 assemblies, and 
203 percent above the week ended 
Feb. 21 last year, when 25,408 units 
Were built. 
* * * 
Tz! compacts, paced by Rambler 
with a record 11,000 assemblies, 
turned out an-estimated 37,248 cars 
week for 23.4 percent of total 
ry output, compared with 21.9 
(Continued on Page 45, Col, 3) 
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Officers Retained in Louisiana— 


DETROIT, FEBRUARY 22, 1960 


_ solid Conipact’ Sales 


é 


i 


Renamed officers of the Louisiana Automobile Dedlers Assn. at the 23rd annual 
convention held in New Orleans were, from left, Everett Richaud, vice-president; Bert 
Feiber, secretary-treasurer, and Garland Mahaffey, president. (Story on Page 3.) 
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Cole Rules Out a Chevy 





Smaller Than Corvair 
\ | 


By Allan R. Heim 
Staff Corre ndent 

INCINNATI.—The Corvair is the 
smallest car Chevrolet intends 
to make, Edward N.\Cole, general 
manager of Chevrolet, \said here last 

week. \ 
“We don’t think there is a suffi- 
cient market for anything smaller 


Top Cars 
New-car registrations for 11 


months, plus 29 states for Décem- 
ber: \ 


1959 
Pos. Make 
1—1,401,568 Ford 
2—1,378,600 Chev. 1,163,163— 
38— 374,614 Plym. 375,381— 3 
371,635 Pontiac 213,319— 6 
350,120 Olds. 286,846— 4 
347,044 Rambler 174,503— 7 
238,126 Buick 246,855— 5 
157,552 Dodge 130,026— 8 
150,746 Mercury 128,746— 9 
131,723 Cadillac 114,890—10 
126,699 Stade. 42,882—13 
61,532 Chrysler 56,367—11 
41,284 DeSoto 46,149—12 
39,810 Edsel 36,252—14 
27,168 Lincoln 25,124—15 
17,688 Imperial 14,049—16 
584,648 Misc. 363,205 
Total All Makes 
5,800,557 4,380,642 
Further details on Page 40. 
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ven considering 
a smaller size,” 
said Cole. He was 
here to address 
260 Cincinnati 
and Charleston 
(W. Va.) zone 
dealers at the 
first of a dealer 
rally series. 

Ford division 
and Chrysler 
Corp. had con- 
firmed earlier 
that they were 
researching} a small economy car 
for possible| U. S. introduction. Im- 
port circles\|look for U. S. makers 
to eventually get around to com- 
peting with ¢ars in the Volkswagen, 
Dauphine size. 

The General Motors executive 

redicted a sales record for Chevro- 


to justify our e 


E. N. Cole 


000\cars and ee in 1960,” he said. 
* cd 


f standard models. 
‘It would play hob with the 
economy and create real employ- 
ment problems at standard car 
plants,” Cole explained. 
Chevrolet sales so far in 1960 are 
(Continued on Page 4, Col. 4) 
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Trim Big-Car Market; 
Imports’ Share Holds 


By Robert M. Lienert 
Associate Editor 


eee sales reports 
through mid-February indicate 
that the U. S.-built compact car is 
nailing down a secure place in the 
new-car market. 

Surprisingly, the share of the 
market held by imports has been 
virtually untouched by the com- 
pacts’ sales assault. 

Unofficial sales figures show that 
despite the compacts’ success thus 

far, they are not playing as large 
a role as had been laid out by the 


makers. 
+ * * 


yy compacts accounted for 
approximately 22.2 percent of 
all U. S. car production from Jan. 1 
through the middle of the month 
(and this percentage has been high- 
er in recent weeks), sales in the 
same period were good for only 20.4 
percent of total retail deals. 

With this one-out-of-five share 
of the new-car market, however, 
compacts have a deeper sales 
penetration than do medium or 
high-priced U, S. cars, or imports. 
The low-priced standard-sized car 
is still kingpin of the marketplace, 

although it has lost more sales to 


the compacts than has any other 
class of car. 
cd oe * 

N THE first six weeks of 1960, 

while compacts were knocking 
down 20.4 percent of sales, low- 
priced, standard-sized cars took ap- 
proximately 44.7 percent of the 
market. 

Other estimates showed medi- 
um-priced cars accounted for 22.8 
percent; imports, 8.8 percent, and 
high-priced cars, 3.3 percent. 

If imports are considered as part 
of the compact-car classification, 
all compacts took 29.2 percent of 
sales through mid-February. 

A year ago, in the corresponding 
period, market penetrations shaped 
up this way: Low-priced, 54.6 per- 
cent; medium, 25.4 percent; imports, 
8.9 percent; U. S. compacts (only 
Rambler and Lark), 7.3 percent, 
and high-priced, 3.8 percent. 

Again, combining U. S. and im- 
ported compact (and small) cars, 
the total compact-car share was 
16.2 percent a year ago. 

x * ed 


H°”v do these figures indicate the 
shift in consumer preference 
that has taken place? 
In comparing penetration figures 
(Continued on Page 4, Col. 4) 


Michigan Top State Producer... 


22 Pet. Detroit-Made 


By Martin L, Whitmyer 
Staff Writer 


eee again led the nation 

in car output in 1959, but eight 
other states were caught in a 
shuffle of positions among the 19 
car-producing states. 

And despite all the talk of de- 
centralization, opening of new 
plants and expansion of existing 
assembly facilities, Detroit still is 
the car-producing capital, turn- 
ing out 1,232,040 cars or 22 per- 
cent of the 5,599,469 units assem- 
bled by the entire industry in 
1959. The Detroit metropolitan 
area includes Pontiac, Dearborn 
and Willow Run. 

Second to Detroit as a car-pro- 

ducing center is the New York 
metropolitan area, which includes 





Dealer Service Push Cited 


By Ed Brown 

Staff Correspondent 
NEW YORK.—One major devel- 
opment of the Automotive 
Service Industry Assn. Convention 
and Exhibit here was revelation by 
numerous jobbers that automobile 


Inside Automotive News... . 


Sales Testing Hillman’s new automatic transmis- 


sion, Page 8. 


What are used imports worth? Page 36. 

Detroit Ford dealers plead in trust case, Page 2. 
Some new ad ideas, Page 26. 

Four more sales contests, Page 2. 


dealers across the country have em- 
barked upon a program of service 
development, through the purchase 
of new equipment. 

Speaking to jobbers, an impres- 
sion is gathered that new-car 
dealers have discovered that a 
more aggressive approach to serv- 
ice means money in the till. 

Lawrence P. Smith, Smith Auto- 
motive Supply Company, Inc., South 
Boston, Va., said that he finds the 
younger men in automobile dealer- 
ships are aware of the value of 
newer equipment and are ordering 
new installations, 

“They realize,” Smith said, “that 
in order to compete with the in- 
dependents, new equipment can 
help them efficiently and speed up 
their operation, Too, they need 
better and newer equipment to do 


the proper job on new cars, includ- 
ing the newer compacts.” 
* a x 
ACK YOUNG, Jack Young Co., 
Allston, Mass. said that both 
good dealers and good service sta- 
tions are interested in quicker, 
| more efficient ways of doing things. 
“Certainly, a show like this one 
is evidence of the fact that 
competition is strong, and that 
better ways of doing things must 
be found in order to maintain 
your place in the market,” he 
said. 

According to Young, ordering of 
new equipment is good, but he ex- 
pects it will improve as the year 
gets older. ; 

In almost every instance, jobbers 
reported that business was as: good 

(Continued on Page 4, Col. 1) 





Tarrytown, N. Y., and Linden, 
Bloomfield, Metuchen and Mahwah, 
N. J. This area turned out 536,339 
cars during 1959, 

Other metropolitan areas in the 
order they finished and the number 
of cars assembled were: Kenosha, 
401,446; Los Angeles, 359,175; Kan- 
sag City (both Kansas and Mis- 
souri), 300,964; Atlanta, 300,550; 
Flint, 270,010; St. Louis, 261,861; 
Janesville, Wis., 178,302, and South 
Bend, 153,830. 

Other metropolitan areas that 
produced more than 100,000 cars 
in 1959 were: Lansing, 150,288; Dal- 
las, 149,428; San Francisco, 148,885; 
Lorain, O., 141,463; Baltimore, 140,- 
578; Norwood, O., 132,212; Evans- 
ville, Ind., 129,239, and Chicago, 
103,782. 

: * * * 
N A statewide basis, Ohio made 
the biggest gain, climbing from 
llth place a year earlier to 7th 
place last year and picking up 1.61 
(Continued on Page 43, Col, 1) 
* * * 


1959 Car Production— 
Metropolitan Areas 


1—Detroit 
2—New York 
38—Kenosha 


17—Evansville, . 
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Renault Has Feb. Incentives .. . 


Quota Cash Contest 
Spurs Plymouth V-8 





By John K. Teahen Jr. 
Staff Writer 

LYMOUTH V-8s, Imperial con- 

quests and pre-facelift Taunus 

models figure in the auto industry’s 
latest sales contests. 

Even the Winter Olympics have 
edged into the act with a Renault 
event keyed to the French vehicle 
being named the official car for 
the sports competition at Squaw 
Valley, Calif. 

The Plymouth, Imperial and 
Taunus contests offer cash for deal- 
ers. The Renault setup has cash 
awards for salesmen and sales man- 
agers as well as dealers. 

* * + 

ACH dealer has been assigned a 
quota in the Plymouth affair 
which ends Apr. 30. If he meets or 
exceeds his target, a dealer receives 
$92 per car for one-third of the V-8s 
included in his total sales during 

the contest period. 

For example, suppose a dealer 


Cleveland Dealers 
Wave Flag in 


Corvair Promotion 


CLEVELAN D.—A three-week 
“Corvair-a-Thon,” plugging the 
rear-engined compact as a “Yankee 
Doodle Dandy,” is being staged by 
the Greater Cleveland Chevrolet 
Dealers Assn. 

Salesmen at the 16 participat- 
ing dealerships are carrying red, 
white and blue canes and are 
wearing matching bow ties. Per- 
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has a quota of 40 cars and he sells 
42, of which 30 are V-8s. He would 
receive $92 per car for 10 of those 
V-8s, or a total of $920. 

If a dealer fails to meet his quota, 
he gets $31 per car for one-third of 
the V-8s he sells during the period. 

The $92 represents the wholesale 
cost of a V-8 over a six-cylinder 
model. Ford division had a similar 
incentive plan during the 59 model 
year. 

* 

HE Imperial contest is consider- 

ably simpler. Dealers receive 
$100 for each ’60 Imperial on which 
a ’56-or-later Cadillac, Lincoln, 
Oldsmobile or Buick is taken in 
trade. The program ends Apr. 20. 


The Taunus event pays dealers 
$200 for each “old” Taunus 17-M 
they deliver before March 20. It’s 
designed to help dealers move 
models built before the facelift 
which gave the 17-M a lower roof- 
line, a new instrument cluster and 
a more eye-catching interior. 

The Renault program, called 
“Winter Sales Olympics,” consists 
of four 10-day contests which end 
Feb. 29. It’s a cooperative venture 
between Renault, Inc., U. S. sub- 
sidiary of the French firm, and dis- 
tributors throughout the country. 

Salesmen, sales managers and 
dealers share in the cash awards. 

A salesman gets $5 for the sec- 
ond car he sells in each 10-day 
period; $10 for the third; $15 for 
the fourth, and so on—up to a 
limit set by the distributor. 


The payments are cumulative; 


* * 


two-door and four-door station wagon. 


ompacts Coming 


+ 0 mE pam 
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Ford Starts Comet Production— 


The first Comet is driven off the line at Ford Motor Co.'s Lorain (O.) assembly plant 
as production of the newest of the smaller-sized cars started last Monday (Feb. 15). 
Output will reach 500 daily by March 1. The Comet will be introduced to the public 
on March 17. The full Comet line includes a two-door and four-door sedan and a 






sons taking a test drive in a Cor- 
vair will receive a 50-star Ameri- 
can flag. 


One goal of the campaign is to re- 


thus a man who delivered five cars 
would receive $5 plus $10 plus $15 
plus $20 for a total of $50. 


* x * 





First Falcon Wagon Rolls Off Line— 


The first Ford Falcon station wagon to be built rolled off the assembly line last 
Monday (Feb. 15) at Ford division's Kansas City plant. The plant, which builds the 
Falcon as well as Ford trucks, will devote 40 percent of its Falcon production to wagons, 


capture some of the sales which 
have been lost to imported cars in 
recent years. 

“We're going to fight the foreign- 
car competition with price and with 
service,” said Hugh Gibson, presi- 
dent of the Chevrolet group. “Buy- 
ing American cars means jobs for 
people right here in Cleveland.” 

At a kickoff luncheon, Chevrolet 
dealers and salesmen heard an ap- 
praisal of the import trend from 
Birkett L. Williams, NADA presi- 
dent and Cleveland Ford dealer. 

He said the imports grew because 
U. S. makers misjudged the poten- 
tial of the small-car market, there- 
by letting the imports “get the jump 
on us.” 


S-P Earning 


s 
Top $28 Million, 
Sales Up 114 Pet. 


SOUTH BEN D.—Studebaker- 
Packard Corp. reported earnings of 
$28,544,338 in 1959, the first profit- 
able year since the company was 
set up in 1954. The profit was in 
sharp contrast to a loss of $13,390,- 
937 in 1958. 

Sales last year totalled $387,372,- 
375, an increase of 114 percent from 
the $180,657,592 in sales in 1958. 

The fourth quarter showed an op- 
erating profit of $5,784,278 plus 
favorable yearend adjustments and 
sales totalled $102,462,435. The third 
quarter showed a profit of $3,399,779 
on sales of $75,093,169 while the 
fourth quarter profit in 1958 was 
$3,680,574 on sales of $88,651,896. 

Due to previous losses, S-P profits 
are not subject to income taxes. 

Harold E. Churchill, S-P presi- 
dent, attributed much of the com- 
pany’s turnaround to the success of 
the Lark, which he said had the 
most successful first sales year of 
any car in history. 

He also noted that the company 
had obtained enough steel for un- 


interrupted production during the, 
116-day steel strike. He said fleet | 


ales amounted to 8 percent of total 
se while Hawk sales amounted 
percent of the total. 

Shill said the company had| 
pital totalling $73.7 mil- 
end of 1959, including 

» cash and market- 
year earlier, the 

was $44.8 mil- 

million in cash 
| 



























HE top salesman in each Renault 
dealership receives a “Gold 
Medal Award” of $50 at the end of 
each 10-day period, and the top man 
for the 40-day span also gets $50. 

A salesman must sell three cars 
to qualify for his dealership’s Gold 
Medal Award during any 10-day 
segment. 

Each sales manager has a 10-day 
quota, and he receives $5 per car 
for each sale over quota. In addi- 
tion, a sales manager gets $100 for 
each 10-day period in which he ex- 
ceeds his quota. 

Renault dealers receive $20 per 
car for over-quota sales in each 
10-day period. 

The above outline is the “mini- 
mum” plan. Distributors can sweet- 
en the pot in their areas if they 
wish. 

Commenting on the effect of the 
contest, a Renault spokesman said 
that during the first 10 days of the 
program (Jan. 21-30), sales were 45 
percent above those of the cor- 
responding December period. 


both two and four-door wagon models. 


No Contest in 


ETROIT.—Following the pattern 

of earlier cases in New York 
and Washington, 22 Detroit-area 
Ford dealers and their trade associ- 
ation last week pleaded nolo con- 
tendere to charges of conspiring to 
fix prices in violation of the Sher- 
man Antitrust Act. 

Federal Judge Ralph M. Free- 
man accepted the plea after ad- 
vising the defendants that they 
were, in effect, pleading guilty. 
The attorney for the Justice De- 
partment’s antitrust division op- 
posed acceptance of the plea. 

The dealers were accused of re- 
stricting competition by adopting 





Business Barometer 


| Automotive News Economic Index — 
99.4 Percent of Last Week 
110.4 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 

























Aute Preduction ...........20.. 153,378 92.3 132.6 
Truck Production .............. 29,813 103.9 119.7 
Auto Registrations—yYear to date.. 5,800,557 Rents 132.4 
Truck Registrations—1959 complete 940,181 ie 129.4 
Steel Production—tTons ......... 2,687,000 100.1 113.3 
Lumber Production—Board feet... 237,535,000 95.8 104.4 
Paperboard Production—Tons.... 325,402 101.4 104.9 || 
Soft Coal Output—tons ........ 8,525,000 96.1 101.3 
Oil Refinery Output—Borrels ..... 52,748,000 104.6 102.3 
Electric Output—Kilowatt hours.... 14,071,000,000 99.8 107.0 
Barometer Freight Car Loadings 354,502 98.7 105.4 
Department Store Sales Index .. 111 100.0 102.8 
Stock Market Price Index....... 401.5 99.0 100.3 
U.S. Government Spending . 

—Fiscal year to date ............ $57,989,980,000 eo 99.8 
Commercial and Industrial Loans $29,970,000,000 100.4 ain 
Savings Deposits ................ $30,146,000,000 100.0 100.2 
Used-Car Prices-—Average........ $1,118 100.5 100.1 
Business Failures ................ 317 99.7 108.6 
Common Common 
Stocks Feb. 17 Feb. 10 1959-60 Range Stocks Feb. 17 Feb. 10 1959-60 Range 
eee gs 72Y%_, 80% 96%-25 MOS ccaent. 455% 465% 57% -39% 
Chrysler... 58% 60% 725%-50% Mack...... 46% 464%, 52%-32Y, 
Ford....... 78% 78%, 93%2-50% ic atau * 16% 17% 29%,- 9% 
GM....... 45% 464% 58% -45 White..... 56% 60 67%, -40 





(Feb, 22, 1960) 









according to Tjark F. Riddle, plant manager. 


Schedule calls for the plant to build 


Detroit Ford Dealers Plead 


Trust Case 


uniform price lists for new cars and 
of conspiring to fix and establish a 
minimum gross profit of $225 per 
new Car. 
No sentencing date has been set. 
* * 


HE indictment was returned last 
May 15. The offenses charged 
allegedly began early in 1956. 

Twenty-two Detroit-area Chevro- 
let dealers and their trade group 
face similar charges. Their trial is 
slated to begin March 1. 

The nolo contendere plea en- 
tered by the Detroit Ford retailers 
means that the defendants do not 
choose to contest the charges. 

For purposes of sentencing, its 
effect is similar to that of a guilty 
plea, but it cannot be used in civil 
damage suits as evidence of an il- 
legal conspiracy, as could a guilty 
plea. 

Washington Ford and Oldsmobile 
dealers entered this plea in price- 
fixing cases last year. So did eight 
trade associations representing auto 
dealers in the New York City area. 


o* * * 
N° DATE was set for sentencing 
the Detroit Ford dealers, but 
sentence probably will not be im- 
posed until after Apr. 1. Judge 
Freeman will be hearing cases in 


| another city during March, 


The dealers were indicted on 
two counts, and the maximum fine 
is $50,000 per defendant on each 
count. However, the assessments 
likely will be only a fraction of 
that figure. 

John Neville, Justice Department 


attorney, argued against acceptance | 


of the nolo plea, but he admitted it 
would take the Government three 


weeks to present its case. Philip | 


Van Zile, attorney for the dealers, 


said the entire trial would take two| 


or three months. 

Judge Freeman declared, “In the 
light of these statements, I believe 
the best interests of the Govern- 
ment and defendants will be served 
if I accept this plea.” 

* 


ok of 
MEMORANDUM submitted 


with the request to plead nolo 
(Continued on Page 41, Col, 1) 





Makers Claiming | 
Steady Sales Gain 


First Reports Issued 
On February Sales 


DETROIT.—Several auto makers 
issued reports last week Claiming 
sales increases for the first 10 days 
of February. They follow: 


Lark 


A 37.4 percent increase in re- 
tail deliveries of new Larks dur- 
ing the first 10 days of February 
over the same period a month ear- 
lier was announced by Studebaker- 
Packard. 

Lark deliveries during this 10-day 
period also showed a 2.4 percent 
gain over the previous 10-day pe- 
riod, compared to a total industry 
decrease of 2.9 percent, said S. A, 
Skillman, sales vice-president 

” * aa 


Dodge | 


Retail sales of Dodge cars in the 
first 10 days of February were the 
highest for any 10-day period since 
July, 1957, M. C. Patterson, Dodge 
general manager, announced. 

Patterson said that in the first 10 | 
days of this month, Dodge car sales | 
totalled 9,771, compared with 2,654 
in the same period of February, 
1959, an increase of 268 percent. 

He said sales in the first 10-day 
period of February were 15 percent 
higher than in the last sales period 
of January (11 days). 

” a 


P-D-V 

Retail sales of Plymouths and Val- 
iants in the first 10 days of Feb- 
ruary totalled 12,119 units, accord- 
ing to Harry E. Chesebrough, 
Plymouth-DeS ot o-Valiant general 

manager. 
This 10-day sales total repre- 
sents a 9 percent increase in daily 


* 


rate over the previous 10-day fi 
sales period, and a 14 percent in- s 
crease over the first 10-day pe- t 
riod of January, he said. y 
DeSoto sales for the first 10 days A 
of February show an 18 percent in- 
crease in daily rate over the first 
10 days of January, he said. t 
* * + ci 
Rambler n 
Rambler sales totalled 8,220 units § ° 
in the first 10-day period of Febru- 
ary, a gain of 18.4 percent over de- b 
liveries in the comparable period u 
of last year, but below the 15,17% ) # 
sold in the last January period, ac- | * 
cording to Roy Abernethy, vice- 
president of automotive distribution a 
and marketing of American Motors. a 
k * * a 
Chrysler ol 
Retail deliveries of Chrysler cars tr 
during the first 10 days of Febru- 
ary were 47 percent above the like w 
period last year and 44 percent hi 
above the first 10 days of January, wi 
according to C. E. Briggs, general ov 
manager of Chrysler and Imperial TI 
division. a 
He said dealers delivered 2,324 els 
units, compared with 1,577 a year Ke 
ago. He reported a two-month 
backlog of orders for the -recently Qt 
introduced Chrysler 300F. = 
ciedieta teeta deiee 
60 Improvement os 
In Economy Eyed 
In Bank Forecasts 
By Kenneth C. Kelley Jr. 
Staff Writer ‘ 
AST year was rather remarkable, 





L considering all the difficulties, 
and this year should be even better. 
That is the consensus of reports 
in the latest batch of business re 
views from the Federal Reserve 
banks at this time of year when the 
| banks are issuing their annual re 
view publications. 
The year ended with total busi- 
ness, as measured by bank debits, 
| running ahead of the 1958 pace 
despite the after-effects of the 
steel strike. Bank debits show the 
amount of money changing hands 
by check and is considered 4 
measure of overall business ac- 
tivity. 

The Federal Reserve Boards 
| debit report for the last quarter 
of 1959 showed the debit total above 
the comparable figure for 1958 in 
Federal Reserve districts. 

Here is a roundup of comments 

(Continued on Page 42, Col, 3? 
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HERE'S a note pinned to the 
bulletin board to the effect that 
auto dealers and salesmen meet 
each day enough discouraging in- 
fluences. The object is to remind 
me that neither dealers nor sales- 
men need me to tell them sad 
stories. 
Yet from time to time dealers 
or salesmen write letters which, 
while emphasizing the discourag- 
ing side of the auto business, 
nonetheless offer promise of help- 
ing to improve auto retailing, 
The letter below, from Will Wat- 
lington, 1809 Canterbury Road, 
S. W., Roanoke, Va., bears the title: 
“How Factories Can Win Sales- 
men.” This title may presume on a 
relationship. Retail salesmen are 
the employes of auto dealers, and 
auto dealers are independent mer- 
chants. Yet the title recognizes that 
factory programs do at times ap- 
peal directly to salesmen. 

The letter (most of it, at any 
rate) follows: . 

* 


* 
1959—The Year of the Salesman 
HIS headline appeared almost 
an inch tall on a factory ad 
across two pages of AUTOMOTIVE 
News on Jan. 26, 1959. The factory 
was right, 59 was the Year of the 


Kentucky Bill 
Would Tighten 


Registration Laws 


FRANKFORT, Ky.—A bill calling 
for four changes to tighten up the 
State’s vehicle-registration and 
transfer laws has been drawn up 
by the Kentucky County Clerks 
Assn. and introduced in the Senate. 

The legislation provides: 

1, A copy of all registrations and 
transfers would be sent by. the 
county clerk to the Safety Depart- 
ment within two weeks of the date 
of issuance, 

2. Loans made on a Vehicle would 
be recorded in the county where 
the car was first licensed, centraliz- 
ing all liens in the county of regis- 
tration. 

3. If a car is transferred in any 
county, the transfer would be re- 
corded in the county where the car 
was licensed originally, County 
clerks would be responsible for ex- 
changing information on liens and 
transfers. 

4. The Jefferson County sheriff 
would check motor numbers of ve- 
hicles brought into the state, and 
would receive a $1 fee from the 
owner for making the inspection. 
This proposal would apply only to 
a county containing a city of first 
class (Louisville is the only one in 
Kentucky). 

Jefferson County Clerk James F. 
Queenan, chairman of the associa- 
tion’s legislative committee, said 
the bill was “as good as a title 
law.” 

Safety Commissioner Don Strugill 
has called for a title law centraliz- 
ing vehicle-title records in the 
Safety Department. 
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in 58. 


made were to people who called 
while I was out. 


more automobiles and the reason 
I sold more automobiles was _ be- 


sold automobiles! 

So that you'll not think the 
writer is now rich and retired let 
me hasten to add I am paying 
two banks a total of $87.50 each 
month on a remaining $1,228 I 
borrowed in 1958 in order to feed 
my wife and four girls while 
waiting for the Year of the Sales- 
man. 

The experts predict 1960 will be 
another banner year. Some say as 
high as 8,000,000 new cars wil] be 
sold. On one of the first days of 
February I went to another bank 
and borrowed six hundred more 
dollars to pay for Christmas and 
bills made during the sorriest Jan- 
uary I’ve had in 13 years. 

* ot Ba 
His View 

ET’S look at some facts leading 

up to 1960 through the eyes of 
a salesman. In 1953 I had a good, 
or, let’s say “breakeven” year be- 
cause 1952 was bad. 1955 was good 
because ’54 was bad. 1957 was good 
because ’56 was not so good. 1959 
was good because 1958 was one of 
the worst. In 1960 I am looking 
forward to 11 more Januaries be- 
cause 1959 was next to the best. 

Understand, my field of vision is 
short and selfish. I am not inter- 
ested in factory profits, in dealer 
profits. I am interested in my prof- 
its. I’m not interested in who sells 
how many. I’m interested in how 
many I sell and how much I make. 
Eight million cars may be sold but 
if sold by the factory and what’s 
known as Mr. Dealership House for 
a few dollars above dealer cost, 
why should I care if any are sold. 

Let me quote the last four para- 
graphs of the “1959—Year of the 
Salesman” advertisement: 

“Much has been spoken and 
written about the role of the 
salesman in America’s economy. 
The need for more salesmen— 
well qualified salesmen — has 
never been greater. particularly 
in the retail automobile business. 

“We think of 1959 as the Year of 
the Salesman—because he is the 
key to our combined success, 

“Even though it is past the usual 
time for making New Year’s res- 
olutions, we would like to suggest 
one: That this year we all make 
every effort to encourage young 
men to consider automobile and 
truck selling as a career. 

“Never have the opportunities 
been as great in our business and 
yours as they are today. The time 
and effort we all put into the de- 
velopment of better salesmen and 
selling techniques will pay rich 
dividends throughout this coming 
year and all the years to come.” 

Would I recommend automobile 
selling to some bright young fellow 
looking for a career? I have been 
begging a friend of mine, he’s 25 
with a college degree, to get out of 
this mess while he’s still young. So 
far I haven’t succeeded. His three 
|years in the business have dulled 
|his ambitions and turned him into 
|}a@ hound dog just like the rest of 
his friends. 





oe * * 


Little Effort 


I DIDN’T put forth much effort in 
1959. The reason I sold was be- 
cause people wanted to buy. Now, 
why don’t you fellows up there in 
Detroit admit you didn’t give an 
|abundance of the right kind of 
|help. Sure, you can talk about the 
|advertising, the enthusiastic con- 
| tests. I saw one of those one-hour, 
star-studded TV shows last night 
(Continued on Page 18, Col, 1) 









Salesman. I sold 250 new and used 
cars, made 1,651 more dollars than 


This was done without writing 
20 post cards a day, no cold ap- 
proaches, without the assist of 
would-U-takes, no daily prospect 
sheets were filled out, very little 
night work and the only phone calls 


In 1959 people decided to buy 


cause I worked for an outfit that 
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Auto Show in St. Petersburg, Fla.— 
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The St. Petersburg (Fla.) Auto Show was housed in this 500-foot tent at the Crossroads Shopping Center. Sponsored by the St. 
Petersburg Automobile Dealers Assn., the five-day show featured 105 new cars and attracted over 20,000 persons. According to 
W. J. Grant jr. (Ford), association first vice-president, the show was “by a far margin the most successful show we ever staged.” 


Moore Tells Louisiana Dealers .. . 





‘Need No Regulation’ 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS. — Addressing 
some 300-odd members and guests 
at the 23rd annual convention of the 
Louisiana Automobile Dealers Assn. 
here, JamesC. 
Moore, executive 
vice-president of 
NADA, disclaimed 
any interestin 
“government i n- 
terference” and 
said “we do not 
intend to seek 
laws that in any 
way can be con- 
sidered either sub- 
stitutes for busi- 
ness judgment or 
crutches to support us.” 

The slate of top officers of LADA 
was reelected for another term. 
Garland Mahaffey, Lake Charles is 
president; Everett Richaud, Houma, 
vice-president, and Bert Feiber, Bo- 
galusa, secretary-treasurer. 

“NADA is determined that we 
are going to operate our business 
in such a way that our business 
problems wil be kept in the fam- 
ily,” said Moore. 

He stressed the feasibility of each 
state organization’s establishing an 
industry relations board and operat- 
ing to resist government regula- 
tions. 

Moore said the “details of our op- 
eration do not need to be regulated 


James C. Moore 


as some people in Washington ap- 
pear to want it. We will resist 
them.” 

“We do not hope to curb com- 
petition, but certainly would like to 
regain a large measure of the pub- 
lic confidence and respect for which 
it is entitled,” he said. 

“We believe that the public is 
desperately seeking the truth con- 
cerning the value of our products 
and that the average automobile 
owner is anxious for the credit- 
able and reliable service we are 
anxious to provide.” 

E. F. Wonderlic, president of Gen- 
eral Finance, said in his talk that 


NADA Chief Praised 


In Congressional Record 


CLEVELAN D.—Election of 
Birkett L. Williams as NADA 
president has been duly noted in 
the Congressional Record. Dem- 
ocratic Rep. Charles A. Vanik a 
fellow Clevelander, paid tribute to 
Williams’ long record of public 
service and concluded: 

“In the automotive trade in 
Cleveland, in Ohio and across the 
nation, Birkett L. Williams is rec- 
ognized as a symbol of business 
integrity in a business activity of 
tense and vigorous competition 
. .. The industry will be enriched 
by his inspiring leadership and 
his lasting contribution.” 








60 Mobilgas Economy Run 


To Wind Up in Minneapolis 


LOS ANGELES.—T he Mobilgas 
Economy Run will come closer this 
year to the ultimate goal of span- 
ning the nation, as the course will 
stretch more than 2,000 miles from 
Los Angeles to Minneapolis, 

This year’s field will be the big- 
gest ever, with 54 cars already 
selected, and including a com- 
pact class in which will be en- 
tered Larks, Ramblers (Ameri- 
cans, too), Corvairs, Valiants and 
Falcons. The Lincoln-Mercury 
Comet will be out too late to 
make it. 

Dates of the five-day run are 
Apr. 2-6, with the start at daybreak 
Saturday, Apr. 2, a change from 
the usual] starting time of midnight 
Sunday. 

While the public accent on econ- 
omy has brought with it a modest 
revival of the straight stick, the 
run is open only to cars with auto- 
matic transmission. This rule was 
made at a time when the automatic 
transmission wag bidding to bhe- 
come universal. 

Entries may include two cars of 
each make, provided one is driven 
by a woman and one by a man. 

Art Pillsbury, who supervises 
the run for the U. S,. Auto Club, 
and Mobilgas executives were in 
Detroit last week to meet with 


auto makers on exploitation 
Plans. 

Citing public attention focused 
on advertising at present, Pillsbury 
emphasized that this was an event 
of classes, that there would be six 
winners, one for each class, that 
the winner in each class would be 


(Continued on Page 42, Col, 5) 


the auto dealer is the “No. 1 finance 
man” and not the finance companies 
themselves. He contended that deal- 
ers talk directly to purchasers while 
finance companies only lend the 
money. 

“The allocation of money is plen- 
tiful,” said Wonderlic, “but one has 
to have the credit and reputation to 
get it and also be ready to pay the 
high interest rates.” He said that 
1960 would be a good year. 

He predicted that interest rates 
will take another jump in the very 
near future. People who buy on cre- 
dit should be educated along these 
lines, he said. 

Wonderlic said that 75 percent 
of the automobiles purchased 
today are on the time payment 
basis. 

Amos E. Neyhart, of Penn State 
University, appealed to the member- 
ship to take an active part in safety . 
committees and to donate more cars 
to schools for training pupils. 

Williams J. Cleveland, of Crow- 
ley, NADA state director, outlined 
the association’s activities during 
the past year. He said that 85 per- 
cent of the Louisiana members 
voted for permissive legislation to 
restore territory protection. He also 
stressed the fact that the state as- 
sociation is not looking for further 
government regulations. 

Mayor deLesseps Morrison wel- 
comed the group and showed a film 
on the improvements made in the 
Crescent City. 

Richaud was master of cere- 
monies and introduced the speak- 

ers. A fashion show was featured. 
The following were named to the 
board of directors: 

Joseph L, Paretti, Wiley L. Mossy 
jr. and McDonald Stephens, New 
Orleans; James J. Bryan, Metairie; 
J. Alfred Begnaud, Lafayette; Owen 
McMahon, New Iberia; Francis R. 
Edwards, and Charles H. Tooraen, 
Shreveport; E. W. Sehon, Delhi; 
F. N. Steele, Monroe; J. W. Bryant, 
Plaquemine; Jerry Ashley, Crowley; 
A. F. Lanier, Alexandria; Lewis P. 
Roy jr., Marksville, and the three 
officers. 





Greenville (S. C.) Dealers Elect— 


Boggs Attaway (Pontiac), from left,.retiring president of the Greenville (S. C.) Auto- 
mobile Dealers Assn., welcomes the association's newly elected officers Ri J. Dilloway 


secretary-treasurer. 


(Oldsmobile), president; Lew Leskosky (International), vice-president, and Robert Downs, 
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Jobbers at ASIA Show Note Trend... 





Dealer Service Push Is Cited 


(Continued from Page 1) 
as last year, or even a little better. 
A few cases of stagnant business 
conditions were reported, but fur- 
ther investigation in these cases 
indicated that it wag due to local 
business conditions. 

For example, Justus A. Derx, 
Henry A. Hill, Inc., Olean, N. Y., 
reported that dealers were not do- 
ing any ordering in his area, but 
he indicated that this could be 
traced to the fact that the local 
oil industry problem was depres- 
sing business. 

+ 





* * 


oC ordering hag not be- 
gun as yet, Charles Hayes, Red 
Bank Auto Parts Co., Red Bank, 
N. J., said he believed that dealers 
are extremely interested in buying 
equipment this year. 

R. E, Kirkland and K, M. 
Banks, both of Barnes Motor and 
Parts, Wilson and Raleigh, N. C., 
indicated that dealers are order- 
ing new equipment. So far, they 
said, it is to replace equipment 
that hag worn out. But they also 
felt that there would be a new 
interest this year in equipment 
that will do the job more effici- 
ently. 

According to Banks, it is too 
early in the year to tell exactly 
what is going to happen, but he 
said he felt that for equipment 
purchases, this year should be at 
least as good as last, and even 
may be better. 

No economy-car equipment has 
been purchased in their area yet, 
according to these two men, al- 
though they were confident that 
the situation was about to change 
because of the number of such cars 
hitting the road. 

“There is a great opportunity for 
the automobile dealer who will 
equip his service and sell his serv- 








Smaller Dealers Unite .. . 





Area-Bonus War Waged 


(Continued from Page 1) 


where he wants to without pen- 

alty.” 

He urged the small dealers to 
“wake up and fight for their rights 
while there is still time.” 

The SADA views were echoed by 
the Oklahoma group, Said Ray 
Bradley (Chevrolet), Broken Ar- 
row: 

“When competition is destroyed, 
the public will pay more for cars 
and the profits of larger dealers 
will go up.” 

Frank Buzzard (Chevrolet-Olds- 





Dealers Elect Officers— 


Newly installed officers of the Valley 
Motor Car Dealers Assn. (San Fernando, 
Calif.) are, from left, Frank Millard (sports 
cars), Encino, vice-president, Harry Maher 
(Pontiac), secretary-treasurer, and Ray Lish 
(Chevrolet), Van Nuys, president. Directors 
who will serve during the year include the 
officers, plus Mei Lewis (Chrysler-Plymouth), 
North Hollywood, ovtgoing president; J. H. 
Wray (Ford), Van Nuys; Jim Cross (Olds- 
mobile), Van Nuys; Wayne Bowen (Lincoln- 
Mercury), North Hollywood; Ole Legvold 
(Oldsmobile), San Fernando; Pau! Carrell 
(Chevrolet), San Fernando, and B. H. Jacob- 
son (Chevrolet), Reseda. 


ice properly,” according to R. G. 
Peterson, Sharp Auto Supply, Okla- 
homa City. 
* a2 + 

ETERSON said of the average 

dealer: “If he’d only turn some 
of that advertising money into 
service equipment, he’d realize a 
much bigger return on his invest- 
ment. Service alone, properly, effici- 
ently and expeditiously provided, 
would sell his new cars.” 

The only really sour note came 
out of Philadelphia, where it was 
stated that, because of the number 
of dealers going out of business, 
equipment orders were definitely 
down, Robert Diskin, Kit Auto 
Parts Co., Philadelphia, said the 
present condition of the automobile 
business in metropolitan centers 
militates against any heavy order- 
ing of equipment at this time. 

Louis P. Jacobson, Jakes Auto 
Parts, Inc., Williamsport, Pa., de- 
plored the fact that dealers buy so 
much of their equipment from fac- 
tory suppliers, to the detriment of 
the local jobber. 

* - * 
pau RIEDEL, general sales 
manager of Atlantic Auto Serv- 
ice, Inc., seemed optimistic about 
the opportunities available to his 
company in the Washington (D. C.) 
area this year. 

“We are going after more busi- 
ness,” he said. “In the past two 
years we have increased our busi- 
ness some 15 times, and we intend | 
to continue in that direction. 

“One of the things we do is to 
stress our service to new-car 
dealers. For instance, we have a 
mechanic who travels and helps 
dealers and independent service 
stations with any problem they 
might have which they don’t 
understand, 

“After all, if I can help you make 


mobile), Skiatook, said “if city 
dealers can build a fence around 
their territory, tell the buyers 
where they can buy and what they 
must pay, it will only be a short 
time until farm-machinery dealers, 
appliance stores and others will do 
the same thing.” 
* + . 

ENATOR A. S. (MIKE) MON- 

RONEY, author of one security 
bill, was criticized by one FEADO 
member. 


“Monroney helped the dealers 
by backing the Federal price- 
sticker law, and then he turned 
around and introduced a bill that 
would demoralize the business 
and force higher prices on con- 
sumers,” he said. 

Bradley said FEADO will launch 
an “educational campaign to ac- 
quaint dealers with the perils of 
territory security.” 

At one of the group’s first meet- 
ings, he added, dealers were told 
that in a mail survey conducted 
by Monroney while he was prepar- 
ing his bill, most dealers who re- 
plied were opposed to provisions of 
the bill. 

Bradley said the FEADO has 
“between 25 and 50” members. 

Pendarvis said the SADA is con- 
fident that the Federal Trade Com- 
mission and the Justice Depart- 
ment’s anti-trust division will op- 
pose the bills as unconstitutional. 
Further information about the 
campaign against territory security 
can be obtained, Pendarvis said, by} 
writing Small Automobile Dealers) 
Assn., Box 188, Edgefield, S. C. 


British Columbia Assn. 


Chooses McKechnie 


VANCOUVER, B. C.—Neil S. Mc- | 
Kechnie, president of Pacific GMC, 
Ltd., has been elected president of 
the British Columbia Motor Dealers 
Assn. He succeeds Edward Dueck. 

Roger Gauthier is first vice-presi- 
dent, and Douglas Holme is second 
vice-president. Directors are: Fred 
Deeley jr., Jack deWolfe, William 
Johnston, Stewart Begg and Weldy 
McFarlane. 











money, when you need parts you 
are just bound to buy them from 
me.” 


Another thing Riedel offers is his 
talent as a window dresser. He sets 
up display windows for dealers and 
service stations at regular intervals. 


Through discussions with jobbers, 
it was easy to spot a trend to fast 
service on the part of automobile 
dealers, in an effort to compete 
with the independents. However, 
dealers still haven’t moved to any- 
thing like “drive-through bays” for 
quick oil and lube jobs, 

Several of the above men indi- 
cated that this was a field into 
which they intended moving this 
year, They said that dealers, with 
superior equipment and personnel, 
could do a tremendous job in this 
category, which would be a real 
profit maker, 

oa * + 
EN the discussion turned to 
the redistribution problem, re- 
actions varied from “it is the worst 
evil in the business today,” to “it’s 
really not a bad deal at all.” 

The most frequent reaction was 
put this way: “Redistribution 
hurts everyone, No one can make 
any money on it but the factory. 
It will have to straighten itself 
out, but lots of people are going 
to get hurt before it does.” 

“Any little guy who can get into 
the business today and this is what 
hurts the established jobber,” was 
another typical answer to the ques- 
tion. “Anyone who has $1,000 can 
go into competition against the 
man with a $400,000 investment.” 


Still another side of the story: 
“Redistribution helps and hurts. 
I’m in it to some extent, but it’s 
necessary in order to protect my- 
self.” 

Said another jobber: “We sell 
and help new jobbers. There is 
enough business in the field for 
everyone, and we feel that it is 
to our benefit to help and to edu- 
cate the new man. The quicker we 
get him educated, the sooner he 
realizes that he can’t give his mer- 
chandise away and still stay in 
business. I don’t think we can fight 
it, so our next best move is to join 
it, and help him, because this helps 


In some sections of the South- 
east, there appears to be little prob- 
lem with “redistribution,” but there 
is great indignation with a similar 
problem called “cut throat wagon 
operators.” 

“These guys,” explained one job- 
ber, “have no overhead. They work 
out of the basement of their homes, 
and use a truck to sell oil filters, 
headlights, accessory lines and bat- 
teries to service stations and deal- 
ers in our area. With our estab- 
lished overhead we can’t compete 
with their prices. I don’t know 
what we can do about them, but 
they are growing in numbers all 
the time.” 





Thayer Leads ASIA— 


Newly elected officers of Automotive Service Industries Assn. are, from left, Gene P, 
Robers, Carter carburetor division, ACF Industries, Inc., St. Louis, second vice-president, 


J. A. Bryant, Motor & Electric Supply Co., 





Inc., Bowling Green, Ky., first vice-presi- 


dent; Les A. Thayer, Belden Mfg. Co., Chicago, president, and Jay T. Davis, Motor 
Parts Co., Corpus Christi, Tex., third vice-president. 


Solid Sales of Compacts 
Trim Big-Car Market 


(Continued from Page 1) 


with those of a year ago, the mar- 
ket share of U. S. compacts has 
risen 179.5 percent. All compacts 
(U. S. and imported) saw their 
share climb 80.2 percent. 
Year-to-year setbacks in pene- 
tration amounted to 17.8 percent 
for low-priced cars, 13.2 percent 


Cole Rules Out 
A Car Smaller 


Than Corvair 


(Continued from Page 1) 


running about 10 percent ahead of 
1959, with Corvairs accounting for 
13 percent of the total and standard 
models maintaining the same pace 
as a year ago, he noted. 
* * od 

ro the present, at least, Corvair | 

will not expand to station wagon 
and convertible models and will 
hold the line on horsepower, the GM 
official said. 

Cole said he thought foreign cars 
would have to sell a lot faster than 
they have been to reach a 500,000 
volume for 1960. Import-car sales 
in the U. S. last year totalled about 
600,000. 

Declaring that Chevrolet had 
outsold Ford by 27,000 units in 
January, Cole said his division 
was not overproducing in terms of 
its retail market. Chevrolet sales 
this month set a first 10-day rec- 
ord, he added. 


“If our competition thinks there 
is overproduction,” he said, “they 
may be right as far as they are 
concerned, because we have been 
doing so well.” 





—. 


for high-priced, 10.2 percent for 
medium-priced and a skinny L1 
percent for imports. 

Suffering most at the hands of 
the compacts has been the standard 
Ford. Ford division spokesmen, 
however, insist they do not care 
whether a prospect buys a “big” 
Ford or a Falcon, as long as he 
buys the Ford product. 

Chevrolet executives are elated at 
how well standard Chevrolet sales 
have held up, although it is no 
secret that they would like Corvair 
to sell better—much better. 

* * «© 
7 market share taken by low- 
priced cars would have suffered 
even more in the 1960 period had it 
not been for the unexpectedly high 
sales of Dodge Dart in that class. 

The share taken by medium- 
priced cars, on the other hand, 
would have shown up better had 
it not been for the death of Edsel, 
which contributed nearly one per- 
centage-point of total sales to the 
medium-priced class a year ago. 

As compared with year-ago per- 
formance, hot cars so far this year 
(aside from the new offerings—Fal- 
con, Corvair and Valiant) appear to 
be Rambler and Dodge. 

Stickiest in the showrooms have | 
been Ford, Plymouth and DeSoto. 

* cd + 
: Perna sales figures appear 
to bear out imported-car deal- 
ers, who have been saying all along 
that they have not been hurt by the 
U. S. compacts. 

Although the sales volume of 
imports has been steadily declin- 
ing for five months, their market 
share remains on par with a year 
ago. ‘ 

Whether import volume will rise 
along with domestic products in the 
spring selling months remains to be 
seen. 

Observers are also waiting with 
interest to see whether the new 
Comet (which will be sold mainly 
out of traditionally medium-priced 
showrooms) will divert buyers from 
the low-priced field or from the 
medium-priced field. 





Top Trucks 


New-truck registrations for 12 


ASIA Chooses New Directors— 


New directors of the Automotive Service Industries Assn. are, front row, from left, 
J. A. Anderson, A. C. Spark Plug division, General Motors Corp., Flint; Henry Trauscht, 
Evanston Auto Co., Evanston, Ill.; E. A. Littrell, Littrell Parts, Medford, Ore.; J. P. 
Farber, Chapin-Owen Co., Rochester, N. Y.; John F. Creamer sr., Wheels, Inc.,. New 


| York; C. S. Rogers, P & D Mfg. Co., Long Island City, N. Y.; Rollin McBurney, Boggs 


and McBurney Auto Parts, West Los Angeles, Calif.; Chester A. Klein, Republic Auto 
Parts, Inc., New York. Standing: Don H. Teetor, Perfect Circle Corp., Hagerstown, 
Ind.; Edward Gammie, Victor Mfg. & Gasket Co., Chicago; D, D. Minshall, Gates 
Rubber Co., Denver; H. R. Askins, Mesa Auto Supply Co., Mesa, Ariz.; John Reynolds, 
Straus-Frank Co., San Antonio; C. Howard Hout, Keenan Auto Parts, Albany, Ga.; 


| William J. Barron sr., Barron Motor Supply, Cedar Rapids, la.; L. T. White jr., Motor 


Bearings & Parts Co. of Raleigh, Raleigh, N. C.; H. McMahan, Taylor, Pearson & 
Carson (Canada), Ltd., Edmonton, Alta.; M. W. Bazner sr., Ammco Tools, Inc., North 
Chicago, Ill., and C. A. Klaus, MarPro, Inc.,' Chicago. Absent at time photo was 
taken—J. W. Foster, Foster Supply Co., Denver; Donald H. Herberg, Herberg Auto 
Service, Burlington, Vt.; Howard Ll. Lowery, Lowery Co., Bay City, Mich., and A. J. 
Thompson, Piston Service, Inc., Seattle. 


months: 


1959 1958 
Pos. Make Pos. § 
1—305,837 Chev. 247,470— 1 § 
2—292,338 Ford 208,787— 2 
3—108,828 Internat. 89,745— 3 
4— 69,431 GMC 55,950— 4 
5— 52,107 Dodge 37,037— 5 
6— 30,626 Willys 22,523— 6 
I— 15,468 White 12,142— 7 
8— 13,472 Mack 11,865— 8 
9— 5,906 Studebaker 4,142— 9 
10— 3,007 Diamond T 2,929—10 
1lI— 1,196 Brockway 959-11 
41,965 Mise. 33,155 
Total All Makes 
940,181 126,704 


see 














As a result of 
increasing demand, for the largest selling 


small cars in America 


FADEX 
COMMERCIAL 
: CORP. 


takes pleasure in 
announcing the appointment of 


ae a et 





The Finest In Motor Cars Since 1904 


- — or be 6 


as General Distributor for 
the Western United States 
; for 


BMW NSU 


300-600-700 PRINZ—SPORT PRINZ 


Earle C. Anthony, Inc. has been a name well-known to the 
automotive industry since 1904. The firm’s offices are 
located at 1000 South Hope Street, Los Angeles 15, California. 


Fess o om © 


; WESTERN DISTRIBUTION CENTERS EASTERN DISTRIBUTION CENTERS 
Earle C. Anthony Inc. (BMw & NSU) Arnold & Tucker Motors, Inc. (Nsu & BMW) 

f 901 Van Ness Ave., San Francisco, California 26 East Camden Ave., Moorestown, New Jersey 
Dickey Distributing Co. (Nsu « BMW) Connolly Buick Co., Inc. (Nsu) 
2719 Westheimer Road, Houston, Texas 1019 Commonwealth Ave., Boston 15, Mass. 
E. C. Riley Chevrolet Co. (BMW & NSU) John W. Eisenhauer (BMW & NsU) 
Cawker City, Kansas Dwight St. & Cleveland Ave., West Lawn, Pa. 
Sales, Inc. (NsU & BMW) Fadex Commercial Corp. (NsU & BMW) 
2001 South Main St., Salt Lake City, Utah 487 Park Ave., New York 22, N. Y. 
Stewart Motor Company (BMW & NSU) Mid-West Imports Co. (Nsu) 
800 North Central, Phoenix, Arizona 222 North Lafayette Blvd., South Bend 1, Indiana 


SOLE U.S. IMPORTER FOR BMW AND NSU 
FADEX COMMERCIAL CORP., 487 PARK AVENUE, NEW YORK 22 ¢ PL 1-7200 
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Makers Gag on AMA Recommendation .. . 





Big Role for Suppliers 
At Daytona Events 


By William Carroll 
Staff Correspondent 
DAYTONA BEACH, Fla.—The 
real winners at Daytona’s speed 
events are neither the drivers nor 
the car makers. They are the sup- 
pliers, who pull the switch on mass- 
ive promotion programs in behalf of 
products used by winning drivers. 
Not that there was a complete 
absence of manufacturer repre- 
sentatives at Daytona. Some mak- 
ers are chafing under the AMA 
recommendation against promo- 
tions based on racing or speed. 
One is reported to have said that 
35 percent of his sales resulted from 
the make’s reputation as a hot per- 
former. And whatever the buyer 
may think about auto safety, when 
it comes to buying a car he seems 
to prefer the hot ones. 
The make that won the flying 
mile saw a supplier leak the story. 
Every bar in Daytona buzzed with 
the word that Buick ran 10,000 miles 
in 5,000 minutes. 
ok * * 
NIOR JOHNSON, Ronda, N. C., 
won the NASCAR 500-Mile Inter- 
national Sweepstakes and will re- 
ceive $12,500 from the racing purse. 
Pure Oil Co., which supplies 
fuel and lubricants at Daytona, 
will pay $2,500 to the driver. De- 
pending on the make of spark 
plugs in the winning car, Cham- 
pion or Autolite will come up with 
a check for $1,500. Grey Rock 
brake lining pay $600 if the win- 
— car is equipped with its prod- 


There’s $500 from either Pedrick 
Or Perfect Circle for piston-ring 
use. Goodyear or Firestone, depend- 
ing on whose tires were used, pay 
$2,500, and Monroe and Gabriel are 
in the act with checks for $300 for 


Detroiter Offers 
Austin Diesel Taxi 


To U.S. Operators 


DETROIT.—Thomas T. Petzold, a 
former Chrysler-Plymouth dealer, is 
introducing the high and roomy 
Austin diesel taxi to the U. S. He 
has been appointed North American 
distributor for the British Motor 
Corp. vehicle. 

A few Austin cabs now are in use 
in Detroit, Boston and Philadelphia. 
Petzold said he is receiving 200 
units per month, and he hopes to 
be getting 500 a month later this 
year. 

The cabs are priced at $3,600 at 
Eastern, Gulf Coast and Great 
Lakes ports of entry. This is con- 
siderably more than U. S.-built 
taxis, but Petzold claims that an 
operator can save $1,500 per year in 
gasoline and maintenance expenses 
with the British models. 

The Austin cab has a four-cyl- 
inder, overhead-valve diesel engine 
which displaces 132.7 cubic inches 
and has a compression ratio of 20 
to 1. Diesel horsepower is 66. Wheel- 
base is 110.6 inches, and the cab is 
180 inches long, 68.6 inches wide and 
69.3 inches high. 

No dealer organization is planned 
at present, but service outlets will 
be established in cities where the 
cabs are being used. Sales will be 

dled through Petzold Motor 
, 12132 Gratiot Ave., Detroit. 
© * 


Austin Diesel Taxi Offered in 


The Austin diesel taxicab is being distributed in North America by Petzold Motor| he predicted the Comet will not 
Sales, Detroit. it is priced at $3,600 at Eastern, Gulf Coast and Great Lakes ports| reduce Mercury sales as much as 
of entry, and a few models already are in service in Detroit, Boston and Philadelphia.| the Falcon has cut into Ford. 






















| product use. RBS points will pay 
$200 to the winning driver running 
their distributor points. 

There also are bonuses for driv- 
ing a 1960 car, bonuses for large 
cars, qualifying awards, pole posi- 
tion awards and lap awards. 

ok + * 

|, geeentiet Champion Spark Plug’s 

participation is a 14-man staff 
and 11,000 spark plugs. Four of the 
staff, Don Garner, Earl Parker, 
Skip Mason and Dick Jones, are 
the only four men qualified to diag- 
nose spark-plug troubles and rec- 


Service technicians and public rela- 
tions people round out the group. 

Champion men are frank in ad- 
mitting their interest in racing is 
its publicity value and usefulness 
in selling spark plugs. However, 
a Champion engineer told Auto- 
motive News: 

“Sure, that’s an advertising man’s 
attitude. What he doesn’t know is 
that we are now using electrode 
alloy No. 522, which is the 522nd 
alloy we’ve developed on the basis 
of racing experience, It’s here we 
learn how our plugs stand up to 
the most severe use, how they 
stand thermal shock, resist detona- 
tion and combat preignition.” 

Pure Oil has spent some $15,000 
for a dual-pump service station here 
with two 6,000-gallon underground 
tanks and a twin post lift. It is esti- 
mated that Pure spends about 
$50,000 in its two-week Daytona pro- 
motion, one of the dozen or so races 
at which Pure appears. 

Fuel used in stock cars averages 
about 103 octane, is of low volatility 
to reduce vapor lock and is not sold 
to the public. A Pure representative 
figures it costs about 75 cents a gal- 
lon to produce for cars travelling 
four to five miles a gallon at 140 
miles an hour. Pure has been associ- 
ated with NASCAR since 1951. 

a * * 


"yes development knowledge that 
comes to us from Daytona is 
worth three times what is costs us 
to be here,” says Tony Webner, rac- 
ing director for Goodyear Tire & 
Rubber Co. 

On hand at the track are three 
Goodyear racing vans and six 
technicians to advise and service 
the drivers. Goodyear has no uni- 
versal racing tire. It sells on a 
one-price basis, a special tire for 
use at Daytona only. 

Building and facilities at the Day- 
tona International Speedway are 
estimated to have cost $25,000, and 
include a tire-service area, office, 
washroom and driver’s lounge. 
There’s a stock of some 800 racing 
tires worth $22,000. 

A rubber -compounding engineer 
and a tread-and-carcass design en- 
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ommend changes to the mechanics. Checking Plugs in Fast-Moving Car— 


Don Garner, right, Champion Spark Plug 


spark-plug temperatures generated as a Pontiac V-8 roars around the Daytona Inter- 
. The car was driven by Cotton Owens. 


national Speedway at more than 150 m.p.h 


Romney Tells of Stock Sale; 
Sees No Rambler Setbacks 


his stock sales at the full market 
price. He gave this outline of what 
he did: 


By Kenneth C. Kelley dr. 
Staff Writer 

DETROIT.—A merican Motors 
President George Romney explained 
to newsmen last week that he sold 
and gave away 10,895 shares of AMC 
stock in January so that he ulti- 
mately could increase his interest 
in the company and not in the be- 
lief that the company is about to 
suffer reverses. 

Romney said he sold 10,000 
shares and gave away 895 shares 
in January. The gift stock went 
to his church and four educa- 
tional institutions, Officers and 
other “insiders” must report their 
dealings in their company’s 
stock to the Securities and Ex- 
change Commission. 

When the report of Romney’s 
transactions became public, he de- 
cided to call a press conference to 
explain his actions and give assur- 
ances that the future of American 
Motors “is brighter today than at 
any previous point.” 

While selling 10,000 shares of 
stock in a company may not seem 
a logical way to increase one’s in- 
terest in the company, Romney as- 
sured newsmen that in this day of 
high taxes, stock options and SEC 
rules this is the only way that he 
could do it. 

The key to the transactions is the 
fact that Romney is buying stock on 
options granted him by AMC at 
prices well below the market price 
of the stock. Meanwhile, he makes 


°61 Lincoln Line 
To Be Trimmed, 


may purchase 14,500 shares. He has 
since been granted options to buy 
21,000 shares at $31.83 a share and 
21,000 shares at $56.29. 


him from amassing enough money 
to buy much of the stock covered 
by these options. However, by sell- 
ing 10,000 shares at just below the 
January high price of AMC stock 
of $90 per share, Romney was able 
to obtain almost $900,000. 


“insiders” to buy stock of their 
companies at any time as long as 
they do no selling. However, accord- 
ing to Romney, an insider must let 
six months elapse after making a 
purchase before he can sell and he 
then must let another six months 
elapse before buying again. 


further sales in this calendar year 
and will make purchases again, 
when this becomes legally possible. 
His present holdings total almost 
14,000 shares. 








Used-Car Price 
Key to Leasing 


- Operator Must Look 
At Future Markets 


By John E. Walsh 
Staff Writer 
Eprror’s Note: This is another 
in a series of articles on leasing 
and the opportunities and prob- 
lems confronting the dealer. 


o_o price the dealer-lessor gets 
when he disposes of the used 
vehicle in most cases will determine 
whether he negotiated a profitable 



















lease 12, 18, 2% 
or more months 

A Look earlier. 
At Leasing He may be 


able to show op- 
erating profits 
during the term of the lease, but 
these can be wiped out quickly if 
the used unit does not bring the 
sale price he anticipated. 

Sam Lee, operator of Lee Fleet 
Management, Inc., says “the leas- 
ing business is a used-car busi- 
ness pure and simple.” 

He calls it a used-car operation 
in which “the lessor must estimate 
what he can sell a given car for 
one or two years later—actually 
speculating in used cars One or two 
years away.” 

Lee contends that the dealer en- 
tering the business must understand 
that there can be no profit except 
chased at $9.56 per share under | that made on the sale of the turned- 
an option of 35,000 shares granted |; vehicle. 
him in 1954. He borrowed about i Sos 
$200,000 to make this purchase. EN BROWN, Detroit dealer 
Under the first option, he still lessor, says the leasing operator 
must keep a close watch on used- 
car markets and auctions to deter- 
mine the best time to dispose of 
vehicles. 

He said it isn’t unusual for his 
leasing firm to drive vehicles up 
to several hundred miles to an- 
other market if prices there are 
more favorable. 

Much of the gamble can be elimi- 
nated before the dealer signs a lease 
agreement. 

He should know what type of 
vehicles and equipment his particu- 
lar market will absorb best and 
most profitably. In most cases, these 
are the lower-priced models. 

Some experts think the best bet 
is the two-tone, four-door sedan 
with automatic transmission, heater 
and radio. Some even think it would 
pay the dealer to provide these 
extras at no additional charge to 
the lessee who prefers a stripped 
model. 


engineer, checks a device which records 









He has purchased about 25,000 
shares of AMC stock. Most of it 
was a bloc of 20,500 shares, pur- 
















Romney said that taxes prevent 













SEC regulations allow company 












Romney bought 3,150 shares of 
AMC on last June 29. Therefore 
he could not sell any stock until 
late December. He made the sale 
in mid-January and is barred 
from making a purchase before 
mid-July. 

He said that he plans to make no 








* * * 


C. ALSO is important to make sure 
that the vehicle and its equip- 
ment will be acceptable to the per- 
son who will drive it. 

One factory manual on leasing 
reminds dealers that “unless the 
driver likes the vehicle, he can 
ruin it faster than any mainte- 
nance program can cope with.” 













The sale of the 10,000 shares pro- 





vided almost $900,000. Romney said 
$200,000 of this will go for the capi- 
tal gains tax, another $200,000 to 
repay the debt incurred in purchas- 
ing the original stock and $70,000 as 
a tithe to his church of the gain he 
made on the transaction. 

This will leave Romney with 
about $430,000. Even this amount 
will not allow him to purchase all 
'|of the stock which is available to 
|| him on options this year. Exercis- 
ing all of the options in force in this 
calendar year would cost Romney 
some $217,000 more than the $430,000 


gineer are on hand for major events 
to evaluate tire-wear trends. Good- 
year facilities are used year around 
for factory-type testing. 

~ a * 











Mills Admits 


CHICAGO.—What’s happened to 
Lincoln, reporters asked a Ford 
Motor Co, vice-president here last 
week, and why did its share of the 
market drop to 
less than one per- 
cent in 1959? 

Ben D. Mills, 
general manager, 
said the Lincoln- 
Mercury division 
will “simplify” 


ILL SCHIED, Gabriel shock ab- 

sorber, might be considered low 
man on the totem pole. He has a 
stock of shocks in his station wagon, 
moves about the pits advising and 
helping drivers solve suspension 
problems. 

“Most drivers know what they 
need,” Schied says. “And all we 
want is for them to get around 





This same manual also touches 
on the timing of the negotiation 
of the lease and the usage the ve 
hicle receives. 

Profits can go down the drain F 
if the vehicle can’t be taken in for 
resale at a favorable time of year. 
Many dealers insert clauses in con- 
tracts that permit them to replace 
vehicles before the lease expires. 

The manual points out that “un- 
less vehicles can be brought back 
in suitable quantities to spread the 
resale load, it may be necessary t0 


























the track safe and fast. Then if 
(Continued on Page 44, Col, 3) 






U. sS— 


(meaning cut 
down) the Lin- 
c o | n-Continen- 
tal line for 1961. 
This is expected an 
to scotch the ru- Ben D. Mills 
mor that the company might drop 
either the Lincoln or Continental. 
Mills was noncommital on whether 
the lowest-priced Lincoln series and 
the middle Lincoln Premiere series 
would be dropped. 

Early estimates of a seven-mil- 
lion car year appear to be high, he 
said, adding that 6.7 million, in- 
cluding imports, is a plausible fig- 
ure. About a fourth of the total 
will be compacts, he predicted. 

He admitted that the new com- 
pact, Comet, might take “some 
sales away from Mercury to a 
degree. The sales of Comet have to 
come from somewhere.” However, 








| in proceeds from the stock sale. 







(Continued on Page 44, Col, 4) 







Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week rose $6 to $1,118, according to Automotive News’ index. 

It was the second week in a row that prices turned upward, and 
the combined two-week advance of $12 was greater than any such 
upward movement recorded since early November. 

Again, late models paced the increase, with ’60s climbing $21 
and ’59s going up $32. Smaller gains—$2 for ’55s and $4 for ’53s 
—were also recorded. 

The price of 58s and ’54s remained unchanged from the previous 
week while ’5%7s declined $1 and ’56s were off $6. The latter estab- 
lished a new low. 

At a group of representative auctions last week, the sales ratio 
was 74.9 percent, highest recorded since last August. A week 
earlier, the ratio was 71.3 percent. 
Auction reports begin on Page 34. 































| AMBLER...The Car of the Year 


PRESENTS 
.| The Television Program of the Year 


“Journey To Understanding” 











NBC-TV COVERAGE OF 


PRESIDENT EISENHOWER’S TRIPS 
TO RUSSIA, SOUTH AMERICA, KOREA, 
JAPAN AND THE PHILIPPINES 


PREMIER KHRUSHCHEV’S VISIT TO FRANCE 


PRESIDENT DE GAULLE’S TOUR OF THE 
UNITED STATES 


THE SUMMIT MEETINGS IN a 


‘| 16 DISTINGUISHED PROGRAMS ON 125 NBC-TV STATIONS 
START SATURDAY, FEBRUARY 27, 9:30 TO 10:30 P.M. EST 





— Ta ee ee ee FF 






We Have the Proved Product for the | mes 
= Exploding Compact Car Market... | “ 
You H ave th e opportunity! | ee Sater Uapebe att we hoabae the euaasor eae 


mbler Franchises Also Available in Canada end importont Expert Merk ete. | $s_______. 
eee : American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. | 





2-22 
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The Man Behind the Wheel .. . 





Sales Testing Hillman Easi-Drive 


to be an extremely comfortable| magnetically operated friction 


By Ed Brown 
Staff Correspondent 


Eprror’s Note: This is another 
in a series of articles describing 
the selling features of foreign 
cars. 

* * * 


HE Hillman Easi-Drive is a 


position. 
+ & + 
Instruments Not Grouped 
NLIKE most cars, the instru- 
ments are not grouped directly 
in front of the driver. They have 
been located in the center of the 


stylish, sensible, American-| dash, with the speedometer on the 


oriented four-door sedan which 
offers the ease of true automatic 
shifting as we have become ac- 
customed to it in this country. 

The Hillman provides surpris- 

ingly good economy plus the au- 
tomatic power train, a fine selling 
point the salesman can use in his 
clinching arguments. 

This Hillman is styled to Ameri- 
can tastes, with simple, clean lines 
which stretch from the redesigned 
front grille to the slight hint of a 
canted fin. The car is no longer 
austere. It presents a dignified, con- 
servative air, nicely balanced with 
a casual flair which is bound to 
attract the American buyer. 

All four doors open wide. In addi- 
tion to an opening angle just short 
of 90 degrees, the entrances are 
wide and permit extremely easy 
entrance and egress. 

Tall prospects may complain 
about the difficulty of wearing hats, 
but since this is a universal prob- 
lem, it probably won’t lose a sale. 

* + + 


Workmanship Is Tops 


E of the first things to strike 
the prospective owner will be 
the care with which both interior 





and exterior have been finished. 
Paint is finished nicely, all joints 
meet as designed, Chrome is fitted 
with precision, Doors fit precisely, 
and for the man who judges his car 
by the sound of the door slam, 





you have the right sound for him. 

Inside there are no loose ends; 
no hanging wires or upholstery 
remnants that haven’t been care- 
fully trimmed or tucked away 
where they belong. 





Entering the auto, you step down 
inside the frame—a safety feature 
that should be emphasized immedi- 
ately. The front flooring is covered 
with easily removable rubber mats 
which facilitate cleaning. The rear 
is covered with a deep pile rug. 

The back seat is higher than the 
front, which means greater foot 
room, The area between the bottom 
of the back of the front seat and 
the floor has been generously pared 
out, which allows for this maxi- 
mum foot comfort in the rear seat. 


Front and rear seats are of the 
bench type, and the seating angle 
requires an extremely erect pos- 
ture, giving rise at first to some 
misgivings about comfort over long 
driving periods, In reality, it proves 






Car Tested: 


HILLMAN 
EASI-DRIVE 


Engine: Four cylinders. 

Carburetor: Zenith down- 
draft. 

Bore and stroke: 
by 3.00 inches. 

Displacement: 91.2 cubic 
inches. 

Horsepower: 56.5 at 4,600 r.p.m. 

Compression: 8.5 to 1. 

Ignition: 12-volt battery. 

Suspension: Front, independ- 
ent, with silico manganese coil 
springs and swing links; rear, 
semielliptic leaf springs. 
Shock absorbers: Telescopic 






3.11 inches 



















type. 

Tires: Tubeless, 5.60 by 15. 

Brakes: Nine-inch diameter 
brake drums; 121 square inches 
of lining. 

Steering: Burman recirculat- 
ing ball-type, with three-piece 
symmetrical track-rod linkage. 

Gasoline tank: 8.7 U. S.-gallon 
capacity. 

Weight: 2,292 pounds; length, 
162 inches; width, 60.75 inches; 
height, 59.5 inches. 





far right, some distance from the 
eye of the driver. This might be 
one point the salesman will want 
to avoid, 

The grouping includes the 
water-temperature gauge, am- 
meter and oil-pressure gauges in 
the first dia] on the driver’s im- 
mediate right. In the middle of 
the instrument panel is the fuel 
gauge, with the speedometer at 
the far right. The oil-warning 
light, ignition warning light, di- 
rectional signal indicator and 
highbeam warning light are 
grouped around the fuel gauge, 
and are large enough to attract 
attention ag soon as they flash. 
For cold starting, pull out the 

choke all the way, turn the igni- 
tion, with the foot off the gas, and 
the engine turns over immediately. 

During a three-week test, the 
Hillman was in every weather ex- 
treme imaginable. At no time, and 
under no condition, did we run into 
a starting problem, 

The heater and defroster unit is 
controlled by horizontally operated 
levers which have positions for cold 
and hot interior comfort, plus any 
graduations between, as well as 
demist, defrost and deice positions 
for the windshield, There also is a 
switch for a booster fan. 

* + * 


Pedals Bring Complaints 


neers complain about the ac- 
celerator pedal, particularly 
when in high heels. They claim 
their feet have a tendency to slip 
off because of the pedal’s small 
contact area. Both the accelerator 
and the brake are suspended, and 
the contact area on the gas pedal is 
smaller than in U. S. makes and 
some other imports, 

The size of the brake, however, 
is substantial, and there is little 
likelihood that it will be missed 
in an emergency, Brake and ac- 
celerator are well spaced; a fur- 
ther aid in eliminating mistaken 
identity. 

The dipper switch is a little high 
on the firewall, but no real problem, 
It works easily. 

The hood release, contrary to 
many imported makes, is located 
conveniently on the left of the 
driver, underneath the full glove- 
and-map shelf, which runs _ the 
length of the interior of the auto. 

Call attention to the lid which is 
designed over the instrument clus- 
ter, and which effectively elimi- 
nates any night-driving reflection 
in the windshield. 

The front seat is positioned as if 
it rested on a rocket launching pad 
whose guide rails were greased to 
eliminate the slightest hint of fric- 
tion, By moving the centrally lo- 
cated lever and pushing or pulling 
slightly with the body, you jet into 
desired position. 

+ + * 


Show Off the Interior 


NCE the customer is in the auto, 

point to the fine interior finish. 
Click the overhead light on and 
off, to indicate the good illumina- 
tion furnished both back and front. 
Note the easily cleaned vinyl up- 
holstery, headlining and door cov- 
erings. 

Ask your customer to wind one 
of the windows up or down. It 
opens or closes with two full 
turns of the handle, Glass area 
is ample, providing a full view 
around the car, 


Probably the most exciting thing |’ 


about this Hillman is the Easi- 
Drive unit. Any prospect deserves 
the courtesy of a thorough test 
drive, in a properly broken-in auto. 

The test car had rolled up about 
1,800 miles when we received it. The 
Easi-Drive functioned with increas- 
ing ease as miles were accumulated. 

Basically, the Easi-Drive is a 
magnetic powder coupling, which 
differentiates substantially from a 








clutch. It does not resemble 
domestic automatics at all, 

Instead of using oil and turbines 
to transfer power, Easi-Drive con- 
tains a metal powder of very finely 
ground iron filings which are solidi- 
fied when an electromagnetic cur- 
rent is run through it. This solidi- 
fication makes the solid connection 
between the flywheel and the drive- 
shaft. 

The current is received from the 
car's generator and goes through 
a measuring device which ig sensi- 
tive to road speed and accelerator 
depression. The more current 
pushed through the metal filings, 
the more solid the coupling be- 
comes, At speed, it is claimed, that 
the transmission provides the same 
firmness or direct drive as a con- 
ventional clutch. 

* ad + 


It’s an American’s Idea 


| ig IS interesting to note that the 
Easi-Drive originally was de- 
veloped by an American, Jacob 
Rabinow, For the doubting 
Thomases in your customer audi- 
ence, this may be a telling argu- 
ment in its favor. 


Reverse, in this setup, is a di- 
rect drive gear. The selector lever 
has four positions, which are seen 
clearly with no obstructions 
through the steering wheel, The 
positions are D-drive; 2-Interme- 
diate; N-neutral and R-reverse. 
The lever will move freely be- 
tween D, 2 and N, with the car 
stationary or in motion, but can- 
not be accidentally engaged in 
reverse. To select reverse it is 
necessary to lift the lever to- 
ward the driver and pull down, 
The important thing, however, is 
the performance of Easi-Drive in 
traffic and on the highway. It must 
be remembered that we are deal- 
ing with a four-cylinder, 56.5-horse- 
power engine. However, it is not 
necessary to make any apologies 
for the adequacy of its operation. 

With the selector lever in drive, 
the car moves into first effortlessly, 
and moves away from a standing 
start smartly. Depending upon the 
pressure of your foot on the accel- 
erator, it will shift into intermedi- 
ate gear automatically somewhere 
between 11 and 15 miles per hour. 
The lighter the pressure on the ac- 
celerator, the sooner it will move 
up to the next gear in each in- 
stance, 

* + * 
There’s a Deceiving ‘Drag’ 


i> THE test car, there appeared 
to be a period of drag between 
first and intermediate gear, In real- 
ity, it was a little deceiving, What 
happened was that the car accel- 
erated from zero to about 11 m.p.h., 
then while the motor seemed to 
remain at a constant speed, road 
speed actually increased about 4 
m.p.h., at which point there was a 
(Continued on Page 44, Col, 1) 
* + + 


Piiin Sey 


Easi-Drive Transmission— 



































































Hillman Easi-Drive Test Car— 


This is the Hillman four-door sedan, equipped with the new Easi-Drive automatic 
transmission, which was sales-tested by Ed Brown, Automotive News staff correspondent, 
The car offers both good economy and driving ease, he said. 


NLRB ‘Speedup’ Urged 
In Report to Congress 


By Frank Gawronski 
Staff Writer 


A PANEL of labor experts ap- 

pointed by Congress to recom- 
mend revisions in the Taft-Hartley 
Labor Act has submitted a report 
calling for changes in the law to 
speed the National Labor Relations 
Board’s handling of labor-manage- | 
ment disputes. 

The group’s recommendations in- 
cluded proposals to 
lighten the work 
load of NLRB mem- 
bers so they could 
have more time for 
judicial functions 

and to speed up enforcement of 
NLRB orders. 

The 12-member panel, appointed 
by the Senate Labor Committee and 
headed by Professor Archibald Cox, 
a Harvard University labor law ex- 
pert, also recommended that the 
Taft-Hartley law be amended to re- 
quire the NLRB to seek injunctions 
against employers for unfair labor 
practices where “irreparable dam- 
age” might be done unless the prac- 
tice was halted immediately. 

The present law requires the 
NLRB to seek injunctions against 
unions in some cases but not 
against employers. 

The panel recommended faster 
enforcement of NLRB decisions by 
automatically putting the issue in 
a Federal court of appeals if a 
board decision were not complied 
with. If the defendant did not file a 
reply within 15 days, the court then 
automatically would order compli- 
ance with the NLRB decision. 

Under the present law, the NLRB 
enforcement division takes over a 
case where the board order has been 
ignored, but may not bring the case 
to a court of appeals for as long as 
a year. 

In order to speed up elections for 
recognition of a union, the group 
urged the creation of a special 
panel of trial examiners to order 
elections following a hearing. Now, 
© - 











This is a sectional view of the Smith automatic transmission which is used in the 


new Hillman Easi-Drive model. 
Easi-Drive contains a metal powder which 


Instead of using oil and turbines to transfer power, 


is solidified when an electromagnetic current 


is run through it. This solidification makes the solid connection between the flywheel 


and the driveshaft. 


——— 


the board itself is charged with the 
duty of ordering elections. 

The special panel urged easing 
the board’s administration load by 
placing more responsibility on 
trial examiners, recommending 
that the examiners’ findings of 
fact should be final unless clearly 
erroneous. 

Under this proposal, the board 
would review trial examiners’ deci- 
sions only upon substantial ques- 
tions of law, upon substantial and 
important questions of administra- 
tive policy or discretion, or when a 
departure from accepted and usual 
procedures are alleged. 

With the resulting reduction in its 
work load, the panel suggested the 
NLRB then could personally hear 
oral arguments in cases that it does 
review and personally prepare deci- 
sions. 

The panel also proposed the abo- 
lition of the NLRB’s office of gen- 
eral counsel. 


21 Field Reps 
Aid Safety-Check 


Auto, Fire Companies 
Assign Aides 


WASHINGTON. — For the fifth 
consecutive year, auto and tire man- 
ufacturers are making special field 
representatives available to the 
Auto Industries Highway Safety 
Committee to help states and com- 
munities organize and conduct vol- 
untary Vehicle Safety-C heck pro- 
grams during May and June. 

The contribution was announced 
last week by Charles C. Freed, 
chairman of the committee and 
Plymouth-DeSoto-Valiant-Fiat deal- 
er in Salt Lake City. 

“By assigning 21 members of 
their own staffs to the nationwide 
Vehicle Safety-Check program for 
three months, the auto and tire 
companies are demonstrating per- 
sonal concern that vehicles de- 
signed for safe operation are kept 
in top driving condition by own- 
ers and operators of the nation’s 
70 million vehicles,” Freed said. 

During March, April and May of 
this year, the 21 special field repre 
sentatives will work with state and 
local public officials and citizens 
groups to help organize voluntary 
Vehicle Safety-Checks in 31 of the 
states not requiring periodic motor 
vehicle inspection. 

The program, conducted annually, 
is co-sponsored by the Auto Indus 
tries Committee and Look mag® 
zine, with the cooperation of the 
Assn. of State and Provincial Safety 
Coordinators. 

Last year, over three million ve 
hicles were checked for safe driving 
condition in more than 2,300 Safety: 
Check programs from coast to coast 
One out of every five vehicles check: 
ed required safety maintenance t 
one or more of the ten major items 
which affect safe driving. E 

The special field representatives§ 
of the committee attended a three 
day training session in Washington 
last week. They are: 

American M oto rs—Arizona and 

(Continued on Page 44, Col, 5) 
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MARA THE ONLY COMPACT 
FLEET CAR THAT GIVES YOU 
| ALL SIX BASIC ADVANTAGES 


LARK PRESENTS PROVEN FACTS, NOT HOPEFUL CLAIMS— 
‘| ON 6-PASSENGER CARS, NOT 5-PASSENGER SUB-COMPACTS! 


1. LOWEST NET COST PROVEN by original price and official trade-in 


value. Depreciation on Lark fleet model 17%—best of its class. (New compacts have 
no resale value established yet.) 


















a as a 






d 
; DO THEY COMPARE? (specific figures ) STUDEBAKER 
id HOW 
" 
: Miles per Gallon 
2. LOWEST OPERATING Oil Consumption 
: COST PROVEN by actual rec- tenance 
ords of fleet operators all over the Routine Main 
; country. “Save $40 a month on Repair Work 
each Lark” (equipment sales com- 
pany, California) — “Savings on Parts 
each taxicab would buy a new cab 
in 2% years” (taxi fleet, Massachu- Tire Mileage 
setts). Insurance Costs 
Space Saved in 
Parking Area 
h 


aT 


3. LOWEST MAINTENANCE COST 
PROVEN by fleet records. “Saving 33%” (taxi 
fleet, New York)—“Over 25,000 miles on each 
Lark in severe Police service—with minimum 
maintenance” (police department, Indiana). 


& 


4. LOWEST REPAIR COST PROVEN by fieet records. “2.1 mils per 
mile, against 3.2 mils per mile” (car rental, Colorado)—“‘No repairs, no new 
parts, after 10,000 miles on each Lark” (telephone company in Oregon). 


oe eae 


5. LOWEST INSURANCE COST PROVEN by fieet operators’ records (most 
insurance companies offer 10% or 15% premium discount on Lark-size cars, same 
savings possible if you self-insure.) “Have lowest available rate” (taxi fleet, Minne- 
sota)—“Lark costs 20% less in our self-insurance plan” (bakery fleet, Arkansas). 











6. BEST DRIVER ACCEPTANCE PROVEN by fieet owner 
reports. “In all cases our customers have been very pleased with the 
performance and appearance of The Larks, and we are getting repeat 
requests for them, the surest sign of satisfaction.” (car rental, Ontario) 
—‘All drivers prefer Studebakers to all other units” (taxi fleet, Wy- 





WE INVITE YOU TO MAKE US PROVE THESE ADVANTAGES — 
FROM RECORDS OF COMPANIES IN YOUR OWN FIELD OF BUSI- 
NESS. SEND THIS COUPON! 


SEND ME PROOF OF LARK SAVINGS 


Please print. Send to Fleet Sales Division, Studebaker-Packard, South 
Bend 27, Indiana. 





NAME 


1700 Ole, sceneesscsrerencieptiteiinnisinimnciailinrsguicerceniiaaaiectiiiaiaiamerimniiaasiiaipaiinineinaniitiiiagsiitiaiginmaaneiaeiiaaaaltal 


Budget-wise buyers 


LOVE mur FARK: STUDEBAKER 


COMPANY 


ge are~wenanarenenerenanarm eases wea 
i i eeetalcinels einen 
















Columbium makes the difference 


‘in this new fine-grained carbon steel 


The new GLX-W steel offers a unique combination of characteristics—the formability 
and weldability of mild carbon steel plus greater tensile strength and notch toughness. . 


The addition of small amounts of columbium gives 
GLX-W the finer grain structure that makes this possible. 


Where design permits, the use of GLX-W can result in weight savings up to 35%, compared 
with mild carbon steel. With yield strengths ranging from 45,000 to 60,000 psi, GLX-W 
steels are recommended for a broad range of applications. For technical information, 

write to our Product Development Division, Department R. 


GREAT LAKES STEEL 


Detroit 29, Michigan 


Great Lakes Steel is a Division of NATIONAL STEEL CORPORATION 
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AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world, 


AUTOMOTIVE 








Capsule Comment 


Birkett L. Williams, NADA’s new president, calls factory- 
dealer relations the “friendliest” since he became a dealer 
45 years ago. 

Getting the new decade off on a refreshing note. 
* * * 
Compulsory inspections should be universal through- 
out the 50 states, says Associate Justice Tom Clark. 
We agree. In addition, uniform title laws and driver 
requirements would help. 
* * * 

Dealers bemoan inability of salesmen to “trade up” cus- 

tomers from economy cars to costlier big series. 
Of course, there are some folks who insist on compacts. 
If they can’t buy yours, they'll buy another brand. 
* * * 
New Moskvich importer dodges barbs hurled by fel- 
low dealers and the Secretary of Commerce. 
This is a hot one, but the true test, as always in the 
U. S., will occur on the marketplace. 
* * * 

First territory-security bill in House of Representatives 

takes the bonus incentive approach. 
Dealer leaders now are convinced that it’s the bonus or 
nothing in this election year. 
* * + 
Supercompacts and power-plus compacts make their 
appearance. 
“If they want kiddie cars, we'll give them those, too,” 
says one division chief. 
* . * 

Too many dealers fear truck business, warn NADA panel- 
ists. 

And thus deprive themselves of a solid profit item. 





Coming 
Events 


%& Enrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 20-22— Automobile Dealers Assn. 
of North Dakota, Hotel Ryan, Grand 
Forks, 

March 24-25—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 27-29—\owa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des Moines. 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn. of 
+ ogame Buena Vista Hotel, Biloxi, 

iss, 

Apr. 2426—Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May !-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3 — Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver, 

May 1-3— Georgia Automobile Dealers 
Assn., British Olonial Hotel, Nassau. 
—_ 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo. 

* - 5-8 — North Carolina Automobile 

— Assn., The Carolina Hotel, Pine- 

ur 


May 67—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 810— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinaer's, N. Y. 

June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque. 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
% July 21-24—Michigan Automobile Deal- 
ers Assn., Grand Hotel, Mackinac Island. 
Aug. 21-23—Colorado Automobile Dealers 

Assn., Harvest House, Boulder. 


Sept. I1!-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N 


Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
~ The Concord, Kiamesha Lake, 


eve 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

; Oct. | — Montana Automobile 
pealers Assn., Rainbow Hotel, Great 
alls. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

a = 


Auto Shows 


Feb. 17-22 — Autorama, Connecticut State 
Armory, Hartford. 

Feb. 25-27—Columbus Auto Show, Munici- 
pal Auditorium, Columbus, Ga. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

¥% March 19-22—Oklahoma City Auto Show, 
Municipal Auditorium, Okla! a City. 

March 30-April 3— Louisville Auto Show, 
Kentucky Fair & Exposition Center, Louis- 


ville. 

Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Apr. 16-24—International Auto Show, Colli- 
seum, New York, N. Y. 

Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Jan, 9-17—Memphis Auto Show, Ellis Audi- 
torium, Memphis. 
(See CALENDAR, Page 37, Col. 1) 


Argentina, 165,000. 


and 8,275 trucks for 357,082. 


10 Years Ago—1950 
A total of 5,800,303 new vehicles—4,838,342 cars and 961,961 trucks— 
were sold in 1949, according to final registrations by R. L. Polk & Co. 
The registrations were a new high for the industry. Chevrolet finished 
first in car sales with 1,031,466. Ford was second with 806,766, and 


Plymouth third with 372,425. 





The Big Stories 


34 Years Ago—1926 

Proof that the U. S. is the greatest motorized nation on earth is 
furnished by the Department of Commerce. The total number of cars 
operated in 1925 in six of the largest foreign countries in which cars 
are used, amounted to 2,178,664, or about one-eighth of the 17,317,357 
in the U. S. United Kingdom listed registrations of ‘660,734; Canada, 
644,725; France, 450,000; Australia, 243,055; Germany, 215,150, and 


20 Years Ago—1940 
Showing a 39.5 percent gain over 1938, new-car. and truck registra- 
tions in the U. S. during 1939 totalled 3,150,074. New-car sales ac- 
counted for 2,653,377. Chevrolet finished first with 598,341 cars and 
168,867 trucks for 767,208 units. Ford was second with 481,801 cars 
and 128,397 trucks for 610,198. Plymouth was third with 348,807 cars 
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Automotive Cartoon 


Of the Week 

















‘Hine Delivers ....... 


"When are they going to up the horsepower, make the 
body larger and lengthen the wheelbase?" 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





Story Protested 

In the Jan. 25, 1960 issue of AuUTo- 
motive News on Page 3 headed 
“P rice-Cut, Gimmick Ads Arouse 
Dealers, BBB,” you state that Hine 
Pontiac in Dallas renews “2 C-E-P” 
plan which started last year. I can- 
not understand why you have in- 
cluded Hine Pontiac in this cate- 


gory. 

This is definitely not gimmick or 
misleading advertising in any way. 
We have and will deliver the “2 
C-E-P” package plan as advertised. 

We feel we do not deserve being 
put under this type of classification. 
We definitely feel that a retraction 
is in order. To further substantiate 
the “2 C-E-P” program not being a 
gimmick or misleading advertising, 
I am enclosing herewith a photostat 
copy from the Better Business 
Bureau dated Feb. 8, 1960.—JoHN 
Hinz, president, Hine Pontiac, Dal- 
las, Tex. 

Eprror’s Note: The BBB letter 
Dealer Hine refers to attests that 
there has been no criticism of the 
Hine “2 C-E-P” plan, and AurTo- 
motive News did not intend any 
either. This plan is a two-car- 
economy package consisting of a 
Pontiac and a Vauschall for a 
combined downpayment of $399 























and $6168 per car per month. It 
was noted in a roundup of dealer 
advertising, in which the lead 
dealt with complaints in some 
areas. We did not intend, how- 
ever, to imply that ali dealer ads 
in the story were the subject of 
complaints. 

* * * 
More on Kaiser Club 


In the Jan. 11 issue on Page 10, 
I came across a letter by Jack Hat- 
field of St. Elmo, Ill, about the 
Kaiser-Frazer auto show. 

As a member of the Kaiser-F'razer 
Owners Club of America may I 
point out the following, which 
might be of interest to other Kaiser- 
Frazer owners and other car en- 
thusiasts: 

About a year ago, the above men- 
tioned club was formed and the 
show in question was the first na- 
tional meeting to be held yearly. 
This year’s meeting is planned for 
Springfield, Ill. 

The president of the club.will be 
glad to answer all questions and all 
people interested in membership 
are heartily welcome. His address is 
Thomas S. Rankine, 32121 Thorn- 
crest Drive., St. Clair Shores, Mich. 
Dan Koers, Davenport, Ia. 

7 * + 


Tow-Bar Rules 


Further to our long-distance tele- 
phone conversation of recent date, 
may we suggest that you advise the 
new and used-car dealers of the fol- 
lowing: 

In order to meet Interstate Com- 
merce Commission regulations — 
they must use controlled steering, 
consisting of guide cables on all tow 
bar hookups. In addition, safety 
chains should be used at all times. 

This will make roads much safef 
and in many instances will prevent 
the dealer from being penalized for | 
not complying with all ICC rules.— 
Cuicaco Reaper. 

* + * 
Image Building 

It is with a sincere sense of ap 
preciation that I say to you, your 
staff and the Automotive News, 
thank you for your wonderful un- 
derstanding and cooperation with 
the campaign to improve the fran- 
chised automobile dealer’s public 
image. — Jim Gavacan, Saturday 
Evening Post, Philadelphia. 














This is BENDIX PRODUCTS DIVISION... 


PROGRESSIVE SOURCE OF 


NEW 


AUTOMOTIVE DEVELOPMENTS “ 


More than 30 years ago, Bendix 
introduced four-wheel Duo-Servo 
brakes in this country. Since then, 
Bendix Products Division has continu- 
ed to take an important part in auto- 
motive research and development, 
specializing in such components as 
brakes, power brakes and steering. 
And the Bendix success in these areas 
demonstrates our unusual ability to 
create products that have outstanding 
sales appeal as well as functional 
values. 

For example, power brakes pio- 
neered by Bendix and bought by 
millions of today’s car owners are the 


Latest type X-Y plotter permits greater accuracy and 
speed in checking the performance characteristics 
of power brake units. 





One out of every four Bendix employees is techni- 
cally trained. Bendix Aviation Corporation has one of the highest 
ratios of engineering and technical talent to manufacturing skill of any 


company. Another reason Bendix Products keeps new ideas coming at you. 


result of years of brake research and 
engineering study on every type of 
automotive vehicle. 

Self adjusters in brakes, the latest 
Bendix development, supplement the 
appeal of safety with a powerful new 
economy feature. And power steering, 
the most wanted new feature on 
modern cars, provides still another 
striking illustration of Bendix Prod- 
ucts Division’s ability to develop im- 
provements which, while eminently 
practical, also serve as powerful stimu- 
lants to car sales. 

Just as today’s automobiles reflect 
the foresight of Bendix engineers, 


4 Electronic instrumentation gives new dimensions to 
dynamometers, with increased utility plus more 
accurate and faster test data. 


Bendix bivision 


tomorrow’s motorist will benefit from 
improvements now being planned and 
perfected at Bendix. 

The determination of Bendix Prod- 
ucts Division to help make cars easier, 
safer and more economical to drive, 
and consequently more salable, is 
supported by the unique Bendix Re- 
search Laboratories and the 24 divi- 
sions of Bendix—as well as by this 
division’s own well-staffed engineering 
team. 

Vehicle manufacturers who share 
these worthwhile aims will find the 
nationwide resources of Bendix avail- 
able and eager to assist them. 





Specially designed hydraulic test equipment checks + 
vital characteristics of components in the develop- 
ment of new power steering units. 


South Bend, wo. 
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U.S. Is Still Optimistic 
Despite Lag in Auto Sales 


By William Ullman 
Washington Bureau Chief 
o Administration is continuing to whistle over the state 
of the Nation’s economy as this election year gets under 
way. Neither a sliding stock market nor lagging auto sales 


have dampened the high spir- 


its of Government officials, 
who are convinced that bad news in 
one sector of the business world will 
mean good news 
in another. 
Economists say 
the slow car sales, 
proceeding at an 
annual rate of 
from 5.5 to six 
million instead of 
the 65 million 
predicted by 
NADA and the 
industry, will be 
counterbal- 
anced by bigger 





sales of other durables, soft goods 
and services. 

They also point out that the lack 
of demand for auto credit may ease 
the tight money situation and make 
more funds available for home 
mortgages. Home construction, 
which was expected to fall off 10 
percent from last year, could stay 
up near 1959 levels as a result. 

Another gloomy spot in the na- 
tional picture is the high level of 
business inventories. Steel stocks 
are high, despite the long strike. 
But Government men are cheerful 
about this development, too, since 





slack in inventory demand also 


could loosen up tight money. 

In fact, point out the econom- 
ists, the slow start this year might 
mean that 1960 will be a more bal- 
anced year than was expected. 
Many businessmen feared that 
the year would start with a bang 
and go out with a whimper. 

One of Uncle Sam’s financial ex- 
perts accused the pessimists of 
being victims of “a familiar Janu- 
ary-February syndrome.” 

The gloomy weather at this time 
of year, he said, leads businessmen 
to take gloomy looks at the econ- 
omy. 

But for all the whistling, the Gov- 
ernment, Wall St., and businessmen 
generally were watching auto sales 
more closely than the weather. 

If American consumers would let 
go of their pocketbooks and start 
buying cars, the economy would 
kick ahead in high gear. If car sales 
start rising in March, you can ex- 
pect the clouds to roll away. And 
the Government economists can 
stop looking for silver linings. 

* * + 


Foulup on Bridges 


1 difficulty of getting two Fed- 
eral agencies to work together 
was underscored at House highway 
hearings when investigators learn- 


new car 
customers 
coming 
back| 





Drive as You Pay— 


Betty Engle makes an installment pay- 
ment on her car at the drivein window of 
Universal CIT Credit Corp.'s new branch 
office building in Louisville. The Louisville 
branch is believed to be the first auto fi- 
nance company office in the nation to in- 
stall drivein facilities. 


ed that 8,259 bridges on the Inter- 
state System are too low for mod- 
ern missiles, 

The minimum clearance for 
bridges on interstate highways 
was set at 14 feet in 1956. Since 


Mobiloil Special can help you make new car custom- 
ers regular customers. It’s the year-’round oil that’s 
right for all cars . . . a “‘must”’ for new cars! 


© Protects fully .. 


. in summer heat, sub-zero cold. 


® In effect, increases the octane rating of gasoline. 


@ Helps control engine knock, preignition and spark 


plug fouling. 


e Increases gas mileage, engine power. 
Outsells all other year-’round oils by far! 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 
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that time, missiles have been get. 
ting bigger. Today many rochets, 
when mounted on trucks, need 
clearances of more than 14 ‘eet, 
Recently, at the request of the 
Defense Department, the m i ni- 
mum was raised to 16 feet. Now 
Defense wants it lifted to 17 ‘eet, 
House probers want to know why 
Defense officials waited so long to 
get the minimum lifted. They learn. 
ed that the Army’s transportation 
chief had requested the 14-foot 
clearance in January, 1957. 
The indecision and delay could 


} mean that 2,259 bridges have to be 


rebuilt. 
= oe +. 


| Bury Hatchet, Truckers Told 


ITH the Commerce Department 

report on transportation policy 
about to be released, Undersecretary 
for Transportation John J. Allen 
was hard pressed for speech mater- 
ial when he faced the Traffic Club 
of Washington. 

With the policy draft at the 
White House awaiting approval, 
Allen could talk about everything 
except the one important docu- 
ment he had worked on. 

He did drop some hints, however, 
on the direction the report would 
take. 

Allen said the Commerce Depart- 
ment takes the view that modern 
transportation is competitive. Com- 
petitive common carriers, he added, 
desire a more liberal regulatory 
statute. 

He warned both railroads and 
commercial truckers to forget the 
past and to concentrate on the 
growth in traffic in the decade 
ahead. 

‘It is up to the common carrier 
industry to see to it that a good 
share of this great future volume 
utilizes its plant and equipment,” 
Allen said. “Rate and service poli- 
cies should be aimed at this op- 
portunity rather than to further the 
intercarrier jealousies which now 
enliven discussion of public trans- 
portation issues.” 

Allen’s references to competition 
and rates gave support to rumors 
that the Commerce report will urge 
relaxed restrictions on railroads and 
give the rails more freedom to cut 
rates. There are also rumors of new 
“user charges” on other carriers, 
including truck lines and barges. 

* tr * 


ICC Eyes Accident Reports 


PEAKING of regulations, the 

Interstate Commerce Commis- 
sion has proposed that almost any 
sort of accident to a truck driver or 
loader be reported in writing to ICC. 

The American Trucking Assns. 
contend that the new proposal 
would force carriers to report to 
Uncle Sam every time a service 
station attendant bumped his 
head on a rear view mirror hard 
enough to raise a lump. 

ATA charges that if a truck driv- 
er stepped from his cab, hit a loose 
stone on the pavement, and twisted 
his ankle, that would also be a re- 
portable “accident” under the pro- 
posed rule. 

ATA calls such happenings “‘inci- 
dents,” not “accidents.” 


Datsun Aide Sees 
Europe’s Compacts 


Losing U.S. Sales 


WASHINGTON.—The vice-presi- 
dent of Nissan Motor predicted last 
week that America’s Big Three 
compact cars would knock their 
European counterparts off the U.S. 
market, but would not affect pop- 
ularity of the smaller foreign cars 
here. i 

Keiji Uno, of Nissan, maker of 7 
the Datsun, spoke while here for | 
conferences with dealers attending | 
the NADA convention. 


“The small economy cars’ maneu- @ 


verability and low gas consumption fj 
and the needs of Americans—par- 9 
ticularly in urban areas—for an an- | 


swer to city traffic and parking 


problems, will cause their popular- | 
ity to increase,” Uno said. q 

Uno, while in Washington, pre- 
sented a new Datsun to Japanese 
Ambassador Koichiro Asakai. 

Uno said Datsuns will be coming. 
into this country at the rate of 
1,000 a month by the end of the 
year. 


Studebaker for Gimm 
FAIRMONT, Minn—Gimm Mo- 
tor, Inc., is a new Studebaker deal- 
ership here. R. C. Gimm ig presi- 
dent. 
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The Classic 


America’s economy import with most POWER! 












Here is the ONLY fine car that combines both 
weight AND economy .. . over 2,000 pounds—up to 
40 mpg! The DATSUN has a solid steel bumper to 
bumper chassis. The Classic styling—plus magnifi- 
cent craftsmanship—are two more exclusive fea- 
tures. They get you more traffic, move more units 
for you! THIS IS SELLING POWER! ! ! 


cap. 
length 63” to 86”. 


POWER in service, parts, training 


Regional Networks are covered by Distributors’ 
Sales & Service Training Personnel to personally 
assist each Dealer’s Sales Force. In addition Factory 
Engineering Personnel are available to trouble shoot 
wherever necessary. A complete supply of parts— 
strategically warehoused—assures each Dealer and 
every Datsun driver—of immediate and fastidious 
attention. THIS IS SERVICE POWER! 












The DATSUN SPORTS 
CONVERTIBLE: des- 
tined to be one of the 
fastest selling soevert. 
ibles of the 1960's. 
fabulous car at a oh 
lous price. Coming 
soon! 


Prices are POE. Whitewalls extra. 
2 ee ee ee ee ee ee ramen amines remus taneses vss aR 


DATSUN 


DATSUN: Manufactured by THE NISSAN MOTOR COMPANY, LTD., 
TOKYO. Since 1926, Japan’s Leader in Automotive Vehicles including 
Trucks, Sedans, Station Wagons, Buses, many other Automotive Units. 


DISTRIBUTORS 


WEST: Woolverton MID-SOUTH: Southern 
Motors, 5967 Lanker- Datsun Dist. Co., 1501 
shim — No. Holly- Clay St., Houston, Texas 








HAWAII: Von Hamm- 
Young Co., Ltd., P.O. 


Box 2630, Honolulu 3. 107-36 


















CENTRAL & EAST: 
Luby Datsun Dist., Ltd., 
s Bivd., 
Forest Hills 75, N.Y.C. 









The DATSUN 4 door 
Sedan. ONLY $1616. 
2035 ibs., 40 mpg, 
seats 4-5. 


POWER in advertising 


Life, Time, Holiday, Newsweek, US News & World 
Report .. . all have run striking DATSUN ads. A 
continuing Nat’l Ad Program (every month in 
major media) is backed up by “THE IDEAL 
AD-DEAL”, the finest co-op campaign in the 
Industry! For every $1.00 spent locally by a Dealer, 
he gets $3.00 worth of Local Advertising. THIS IS 
ADVERTISING POWER WHERE IT COUNTS! 


The DATSUN Truck: 
{4,8 ton pneei. ONLY 

2060 | hp, 
26 sq. ft. osathcem with 
26" "teadieg height. 


PO WER to make profits for you 


That Datsun story is simple and convincing: 
DATSUN is the BEST VALUE of any import car 
in America! ! ! ! Your Protected Franchise gives you 
a good mark-up on each vehicle, requires only a 
small investment, adds increased profits with almost 
no extra overhead. The dramatic Datsun means 
more volume, more sales for you. THIS IS 
PROFIT POWER! 
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Highways & Safety 


A discussion of how medical ad- 
vice can help trucking companies 
cut accidents will be one of the fea- 
tures of the annual spring meeting 
of the American Trucking Assns.’ 
Council of Safety Supervisors May 
10-12 at Los Angeles. 

Medical experts in the fields of 
transportation and industrial safety 
will discuss such questions as the 
effects of age and medication on 
drivers, according to G. L. Smith, 
council chairman. 

Council members, who supervise 
the driving practices of thousands 
of truck drivers, also will be told 
of the contribution which can be 
made by the company doctor in his 
physical examinations of the men 
who pilot trucks. 

Smith, assistant vice-president of 
Motor Cargo, Inc., Akron, said this 
year’s spring meeting marks the 
first time in nine years that a na- 
tional trucking industry safety 
meeting has been held on the West 
Coast. 

Another highlight of the program 
will be a panel discussion on prac- 
tical methods of handling dangerous 
articles and radioactive materials. 

Other activities of the meeting, 
Smith said, include a review of the 
trucking industry’s safety activities 
now and plans for the future; a 
discussion on new and proposed 
changes in the Interstate Commerce 
Commission’s safety regulations, 
and an informal debate on the ques- 
tion of whether safety rules should 
be incorporated in company con- 
tracts and be made uniform from 
company to company. 

+ * * 


Pa. to Require 
Physical Exams 
For All Drivers 


Pennsylvania Gov. David L. Law- 
rence has announced a new high- 
way safety program which includes 
a periodic physical re-examination 
of all drivers. 

The program provides for re- 
examination of drivers every 10 
years until the age of 60 and every 
five years for drivers over 60. First 
to be affected are some 200,000 driv- 
ers who were licensed before 1924, 
who will have to submit a physi- 
cian’s and State Police examiner’s 
certificate to qualify for their 1961 
licenses next January. 

Minimum physical standards have 
been developed by the State Depart- 
ment of Health and the Pennsyl- 
vania Medical Society. Licenses will 
be refused to persons with 20/70 
vision or less, neurological dis- 
orders, fixed hypertension of 180/100 
or above, uncontrolled diabetes, 
chronic alcoholism, addiction to 
drugs and other disorders. 

Stiffer penalties for vehicle-code 
violations provide that a motorist 
convicted of reckless driving will 
receive a 15-day license suspension 
for the first offense. The old system 
provided a warning for the first of- 
fense and a 15-day suspension for 
the second. 

Speeding more than 10 miles an 
hour above the limit will mean a 
suspension ranging from one to 


three months for the first offense. 
t * 


Two-Year Study 
Shapes Ideal 
License Plate 


License plates on 70 million Amer- 
ican motor vehicles will be bigger, 
brighter and easier to read if states 
apply research findings reported to 
the Highway Research Board by 
three engineers from the University 
of Illinois. 

They told about a two-year study 
on license legibility sponsored at the 
university by Charles F’. Carpentier, 
Illinois Secretary of State. Recom- 
mendations for Illinois plates have 
been reported to him. 

General conclusions applying 


MOTOR ay 
MASTER 


DEFIANCE: 


OHIO le@ 


nationwide were discussed by Prof. 
John E. Baerwald under whose 
supervision C. Gordon Herrington 
and Del Karmeier carried on the 
project. 

They recommended the national 
size of license plates 12 by 6 inches, 
be lengthened to 14 by 6. 

For quick, accurate identification 
under normal daylight conditions at 
125 feet or farther, they recom- 
mended no more than six identifica- 
tion characters on the plates. 

For states with fewer than a mil- 
lion vehicles, the easiest-read sys- 


S. Carolina Ford Dealers 


Elect Plowden President 

COLUMBIA, S, C.—W. C. Plow- 
den jr., of New Zion, has been elect- 
ed president of the South Carolina 
Ford Dealers Club, 

Other officers are H. A, Hunter, 
Conway, vice-president; R. L. Dun- 
can jr., Whitmire, treasurer, and 
A. B. Fennell, Columbia, executive 
secretary. The club was organized 
in 1947. 


tem is straight use of numbers. For 
larger states, they found the best 
system two letters and four num- 
bers. All letters should be together 
at beginning or end of the series, 
they said. 

Bigger characters for state names 
or abbreviations and for year num- 
bers were recommended to make 
this information legible at least 65 
feet away. 

Recommendations were in line 
with finding that licenses have two 
functions: To identify the vehicle 
and to show the owner has complied 
with registration laws. Under these 
findings slogans and emblems would 
go off the plates. 

Two plates—one front and one 
rear—were found necessary to best 
accomplish the purpose of licenses. 

Rounded open-style numbers and 
letters were recommended for best 
legibility, with letters slightly 
larger than the numbers, and with 
high-contrast colors for the plates. 

Reflectorization of license plates 
was discussed by Herrington, who 
said this increases night legibility 
by 28 percent. 


Bush in New Location 


CARLSBAD, N. M. — Tom Bush 
Rambler-GMC has opened at a new 
location, 1511 S. Canal St. 


New Building for Sisk & Van Eaton— 


This is the interior of the 20-by-60-foot make-ready department in the prefabricated 
steel building constructed by Sisk & Van Eaton Motors, Inc. (Renault), Houston. The over- 
all size of the make-ready and sales building is 20 by 78 feet. Fluorescent lighting in. 
stalled at the ridge of the building is supplemented by extra daylight coming in through 
transluscent plastic skylight panels. The building was manufactured by Childers Mfg. 


Co., Houston. 


Here is a double market. Farmers buy light 
trucks and pickups for agricultural uses... 
and they buy autos out of their personal in- 
come. Double buying swells this new car and 
truck market to 1% billion dollars annually. 

In addition farmers spend 3.6 million dol- 
lars annually for tires, batteries, spark plugs, 
and other automotive accessories to keep the 
old car and truck in top condition. 








= | 
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5. Move along to the next area|/quence and how much time he 





Little Red Schoolhouse 


Was Never 


Like This 


By Joseph M. Callahan 


Engineering Editor 


REMARKABLE “teaching machine” was demonstrated 


recently to officials of the 


auto companies in Detroit by 


Western Design division of United States Industries, Inc. 
Os 


Called the Tutor, this ma- 
chine could be used by the 
auto makers to teach blueprint 
reading, assembly procedure, new- 
model “bug” elim- 
ination, sales and 
service methods) 
and many other| 
subjects. 

In simplest| 
terms, it is a 
combination pic- 
ture projector 
and automation 
system that lo- 
cates and pre- 
sents selected 
pictures, movies 





trust their own state 


autos and trucks. 
Over one hundred 


American Agriculturist 
Arizona Farmer Ranchman 


California Farmer 


and printed text on a small screen 
when a number is punched on a 
keyboard. 

Although other mechanical teach- 
ers are on the market, Western 
Design executives feel their ma- 
chine, which has been under devel- 
opment since 1953, is revolutionary 
because it teaches the trainee only 
as fast as he absorbs the informa- 
tion and because it records his 
progress. 

* + * 


What ‘Tutor’ Does 
CCORDING to Norman T. 
Crowder, developer of the Tu- 


market...and an 


You get fast sales action when you advertise in 
State and Local Farm Papers. Farmers know and 


paper because they like to read 


about local people, local farming practices, and local 
news. Your ads will be read and believed by farmers 
who spend over 1% billion dollars annually for 


fifty editors create this friendly 


atmosphere by traveling over a million miles a year 
to make thousands of local calls. This gives State 


Colorado Rancher & Farmer 


Dakota Farmer 
The Farmer 


The Farmer Stockman 
Florida Grower & Rancher 


Idaho Farmer 
Kansas Farmer 
Michigan Farmer 
Missouri Ruralist 





Tutor's Insides— 


A technician installs a reel containing 
10,000 frames of visual material inside 
the Tutor. 

7 + * 
tor, it will perform the following 
specific chores: 

1. Present information. 

2. Question the student to insure 
that he has learned and understood 
the information. 

3. Correct him if he is wrong 
and expand on the material. 

4. Congratulate him if he is right. 


of material to be learned. 

The machine’s “memory” con- 
sists of 10,000 frames of 35-mili- 
meter film, Since some of these 
frames are for movies, some are 
only partial pages of text and 
some of them “double back” for 
the student who doesn’t under- 
stand, the 10,000 frames are 
equivalent to about 20 text books. 
Clifford W. Sponsel, president of 
Western Design division, said the 
instruction is very intensive—too 
mentally taxing for a person to use 
more than an hour at a time. The 
machine conveys much more infor- 
mation in an hour than a teacher 
would. This enables the machine to 
serve a larger number of people. 

An important factor is that the 
Tutor and the trainee become in- 
volved in a sort of competitive 
guessing game, driving the student 
on to “beat” the machine which 
has practically all the answers. 

+ * * 


Tone Is Important 


N THIS connection, Crowder said 
the tone of the machine’s com- 
ments is important in order that 
the trainee doesn’t lose confidence 
or become antagonistic toward it. 
Whether the student followed the 
subject matter in the correct se- 





ut your advertising on a first-name 
asis with 4 million farmers .. . 


Farm families are both a personal 


industrial market 


and Local Farm Papers the warmth, color, and local 
interest to keep your farm customers reading... 
surrounds your sales message with believability. 
Readership runs as high as 94% on editorial matter 


.. . 89% on ads. 


Your dealers like State and Local Farm Papers, 
too. They know farmers trust and prefer their state 
paper above all others. Check into these and many 
other advantages you get when you put State and 
Local Farm Papers on your media list. 





Montana Farmer-Stockman 
Nebraska Farmer 

New England Homestead 
Ohio Farmer 


Find out more about the rich farm market for autos and trucks . . . Explore the great potential 
it offers. Write for booklet—"'Farmland USA."" State and Local Farm Papers, Rm. 1600, 
28 East Jackson Boulevard, Chicago, Illinois. 


Oregon Farmer 
Pennsylvania Farmer 
Prairie Farmer 

Rural New Yorker 
Southern Planter 
Utah Farmer 

Wallaces Farmer 
Washington Farmer 
Wisconsin Agriculturist 
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spent viewing each frame is record- 
ed numerically on a paper tape 
atop the Tutor. 

To operate the device, the stud- 
ent pushes No, One on the key- 
board, and the No. One 
appears on the 11-by-8-inch view- 
ing screen. 

The image contains the first unit 
of information on the subject, plus 
a multiple-choice question based on 
that information, with each alter- 
native answer showing a new 
image number before it. 

The student selects his answer 
and enters its number on the key- 
board, whereupon the Tutor locates 
and presents the new image. If the 
answer was incorrect, the image 
tells the student so, explains why, 
supplies him with additional mate- 
rial to correct his error and in- 
structs him to return to the first 
image and try again, 

* * * 


Deal with Doubleday 


Hiowavan, if the student selects 
the right answer, the device 
congratulates him, supplies him 
with the next unit of information 
and the next multiple-choice ques- 
tion. Thus, the machine exposes the 
matter step-by-step, making sure 
at each point that the point has 
been grasped completely, 

Officials said that while this ma- 
chine was developed primarily for 
military and industrial training 
projects, it could be of great value 
in all types of instruction programs. 

In this connection, Sponsel said, 

“Western Design has negotiated a 
contract with Doubleday & Co. 
under which Doubleday will 
begin publication in 1960 of a 
series of books utilizing this sys- 
tem of teaching.” 

The Tutor can be operated with 
ordinary electric current, and the 
only maintenance is routine clean- 
ing and oiling of the moving parts 
every 200 hours of use. The officials 
emphasized that it is rugged and 
reliable. 

Cost of the unit will range from 
about $2,800 (in quantities of 100) 
to $4,900. In the event that there’s 
demand for leasing the Tutor, the 
charge will be $150 to $200 a month. 


North Carolina 
Sets Status of 
Floor-Plan Notes 


RALEIGH, N. C.—The North 
Carolina Automobile Dealers Assn. 
has pointed out to members a rul- 
ing by the state attorney general 
that floor-plan notes may not be 
considered an account payable in 
computing the state intangible tax. 

In computing the tax, dealers 
subtract accounts payable from ac- 
counts receivable to determine a 
net amount on which the tax is 
levied. 

When a dealer considers floor- 
plan notes as an account payable, 
the attorney general ruled that the 
notes do not come under the defini. 
tion of an account payable, a clas- 
sification for short-term transac- 
tions. 

Floor-plan notes are considered, 
along with long-term debts, as 
notes payable. 


27 Pct. Increase 


In Vehicle Output 


Indicated in India 


NEW DELHI, India.—India pro- 
duced 25,546 motor vehicles in the 
first nine months of 1959, indicating 
a full-year output of about 34,000. 

This would be an increase of 27 
percent over 1958 full-year produc- 
tion of 26,796 vehicles. 

In September, 1959, Indian plants 
turned out 3,075 units, compared 
with 2,471 in like month of 19658. 

The 26,796 vehicles built in 1958 
consisted of 7,812 cars, 300 station 
wagons, 11,028 trucks, 4,104 buses 
and 3,552 Jeeps and Land Rovers. 





Is This A Record? 


90% of the dealers who have used my column- 
ist type ads for a year have renewed for 
another year, This must be a record of some 
kind. Can there be any stronger evidence of 
the column's value? Cverything’s been said 
over and over again in deater advertising but 
these columns are different. They enjoy volume 
of readership reached = by feature writers, 
yet do forceful, subtie selling job for all your 
departments. Exclusive rights may be yours. 


EDWARD FISKE CO. 


2 Depot Plaza, White Plains, N. Y. 
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(Continued from Page 3) 


. .. the first five minutes of it. A 
salesman won $100 in one of those 
contests last year and when he was 
handed his check he said, “What 
contest ?” 

Show me one successful, happy 
automobile salesman and I'll show 
you five full of cynicism, in debt, 
and afraid of the future! Factories 
and dealerships must get behind 
their salesmen in words and deeds 
and not just words only. 

Factories must start first. They 
are the daddies, they have the 
money. After factories swing into 
action, dealerships will follow, 
then see hound dogs turn into 
professionals. These new profes- 
sionals may even talk some young 
rookies into joining the industry. 

Could it be that factories with all 
their resources do not know how 
to help salesmen sell? Certainly 
they are not at a loss for words 
.., their advertising agencies seem 
to have an abundance of them. 
Here are some thinker-starters. 
Some come under the heading of 
“security” to make salesmen stick, 
others, “opportunity” to make them 
work. Start these deeds in 1960 and 
have a real Year of the Salesman. 

* * * 


First Step 
l RECOGNIZE salesmen as 
* human beings. 


Just “recognize” is almost strong 
enough. I started selling in 1947 
and have been on the same corner 
ever since. During this time only 
one factory man has ever Made an 
attempt to speak to me on my cor- 
ner... and I consider that man a 
personal friend before he spoke. 


One or all of four reasons could 
cause this condition: Factory men 
are bashful and shy; factory men 
have bad manners; factory men are 
afraid of automobile salesmen; fac- 
tory men need a course in human 
relations. Here are three specific 
ways factories could recognize 
salesmen: 

Next time you factories feel like 
spending some money on a contest, 
take several hundred thousand and 
divide it among your districts. Have 
districts split their shares up among 
road men in $25 checks to be given 
out one check a day five days a 
week ‘till the money is gone. 


Each check would be awarded to 
a salesman by a road man for any- 
thing outstanding the road man 
could see or find out about the sales- 
man... shiny shoes, a clean demon- 
strator, hard work on a lost deal, a 
high profit deal, six deals in six 
days, whistling, smiling, speaking to 
a factory man, staying awake in a 
dull sales meeting or having guts 
enough to walk out on a sorry train- 
ing film. Road men would hand dis- 
trict a written report on who got 
the money and why every Saturday. 

This salesman booster would also 
serve as an excellent training pro- 
gram for road men. 

I went to Detroit in 1953 and spent 
two days watching a factory build 
automobiles. This, I think, was one 
of the highlights of my life. 

The factory also taught me how 
to operate a dealership. This, I’m 
afraid I’ve forgotten. 

One of the most interesting 
things to me was the way they 
wept the trash up off the floor, 
ground it, rolled it out and made 
put under floor 
walls. I have 


Start inviting your dealership| ~ 


salesmen to Detroit in groups of a 
hundred. Don’t try to sales train 
them in a day or two... it can’t be 
done. Just inspire them a little and 
let them watch your outfit build the 
cars they sell. They'll thank you for 
it the rest of their lives. 

Break the job barrier between 
salesman and factory. This is the 
truth ... not even one salesman in 
a thousand will ever have a chance 
to become a dealer. If he has sense 
enough, he hasn’t the money. If he 
has sense and money, he lacks the 
“pull.” If he has sense, money and 
pull, his going “would weaken the 
dealership” he now sells for. 

Pick a young salesman every now 


and then and pay his dealership a 
thousand or two for him... , just 
like they buy baseball players. What 
could a program like this do for a 
factory? What could it do for the 
morale of thousands of salesmen 
with no hope ever to become any- 
thing better than a salesman. 
What a shame all factory road 
men couldn’t be exposed to the 
rocky automobile selling road for 
several years before they become 
the experts they think they are. 
Why don’t you factories give 
yourselves a contest to see WHICH 
WILL BE FIRST to do all these 


deeds? 
* + aa 


Savings Plan 
CREATE for salesmen a sav- 

* ings plan. 

Have you ever heard of a retired 
automobile salesman? I haven't. 
The ones I’ve known that did re- 
tire, retired from this world, fast. 
Three heart attacks, three quick 
cancers, four killed in wrecks and 
one passed away as a result of 
pushing a used car. 

Why should salesmen be interest- 
ed in pension plans? They are try- 
ing to live not die! Even if sales- 
men were interested in pension 
plans, what guarantee can a dealer 
give that his outfit will be around 
when and if a salesman retires? 
There have been four dealerships 
where my dealer is in the past 30 
years. Dealer sponsored pension 
plans are, by my way of thinking, 
promoted for the dealer to get out 
of paying some taxes, get out of 
paying some end-of-year bonuses 
which also cuts out the Christmas 
banquet or both. 

Why couldn’t factories have deal- 
ers take $2 from the pay of each 
salesman selling a new car or truck 
and $1 for each used car or truck 
and send these dollars to factories 
for factories to match. 


A salesman would have to earn 
at least 75 percent of his money on 
a commission basis to be eligible. 
If a salesman quit selling or started 
selling another “brand” before 10 
years were up, he gets just his 
money back. After the first 10 years 
he starts getting one-tenth back 
factory money each year plus a full 
$4 and $2, plus interest until in 20 
years he is eligible for the whole 
thing. A salesman’s previous time 
before the savings plan started 
should be counted against his 20 
years. 

If a salesman should die at any 
time within the 20 years or be- 
come physically or mentally un- 
able to work, his family or he 
should get the whole thing. Un- 
usual cases could be studied by a 
board of directors . . . salesmen. 


What would this do for the fac- 
tory? Suppose I were a Chicago 
Chevrolet salesman and decided to 
move to Memphis. During the past 
few years I had kinda gotten to like 
the Ford line and since I was going 
to have to start all over, why not 
give Fords a try. With a plan like 
this, would I? No. I’d seek out a 
Chevy dealership and keep in line 
for that chunk of 20-year money. 

What could it do for salesmen? 
Peace of mind is a great thing. 

* oh * 


Demo Plan 


3 SET up a national demonstra- 
* tor plan. 
Some dealerships make better 





It's Cool, Man— 


This is the 1960 model Frigiking 60-UD 
underdash air conditioner, which its maker, 
Frigicar Corp., claims can change air in 
the average car two times every minute. 


deals selling cars to their salesmen 
than to the public. Fifty, a hundred, 
a hundred-fifty, two hundred dol- 
lars above a “cost” figure with no 
tradeins and several additional 
worthless added charges thrown in 
to boot. Some salesmen are without, 
some will never have a 1960 dem- 
onstrator to help them sell. 


A good salesman can sell any- 
thing. There’s no such thing as a 
used-car salesman, a new-car sales- 
man or a truck salesman... They 
are all automobile salesmen. All 
salesmen should be allowed and en- 
couraged to sell everything a dealer- 
ship has to sell... when manage- 
ment says a certain salesman can’t 
sell this-and-that, management only 
says management isn’t managing. 

When one salesman resisted pay- 
ing over cost for a demo his sales 
manager barked, “I have to pay the 
same price each year for my wife’s 
car!” I wonder how many demon- 
strations that manager’s wife makes 
a week? 

Why should salesmen have to 
pay a profit to anybody, including 

the factory, for a tool to help 
make money for their dealerships 
and their factories? I’ve heard 
some factories give discounts to 
dealerships on demonstrators but 
what factories give dealerships 
and what dealerships pass on to 
salesmen in many Cases are not 
the same. 

Here is a factory-to-salesman 
demonstrator plan that’s fair to all: 


A. Several months before a new 
model is introduced, dealers would 
send factories a list of their sales- 
men plus a description of a demon- 
strator picked by and for each sales- 
man. No dealers, sales managers or 
their wives would be included in 
this list. These cars would be the 
first to be manufactured and shipped 
into dealerships. They would be 
quality checked, undercoated and 
made ready to roll at the factory. 


B. These cars would be sold to 
dealers at $100 over factory cost 
and dealers would pass them on to 
each salesman at the same price. 


C. The factory would split the 
$100 up into 10 payments of $10 each 
and send one payment each month 
to the dealer for a grease job, oil 
change and check up, whether the 
car needed it or not... once a 
month for ten months. 


D. Only one demonstrator each 
year for each salesman from the 
factory. If a salesman needs two 
demonstrators he’s doing well 
enough to pay what he has to pay 
for his second one. 

* x * 


Speed Deliveries 


4, GIVE salesmen a quick-car de- 
* livery system. 


Sure, sell out of stock, but 50 per- 
cent of the time you can’t. What 
then? If you were hot for a new car 
and second best, plus a hot-shot 
salesman just around the corner, 
would you wait a month or go 
around the corner? It’s bad to work 
a prospect up for competition to 
deliver and that’s just about the 
size of it when quick delivery can’t 
be given. 


Why couldn’t factories set up 
warehouses around the country and 
stock several hundred fast moving 
body styles in popular colors with 
the fastest moving equipment on 
them..About six warehouses in the 
right places would put all dealer- 
ships within about 500 miles of a 
car to save a deal, No transporta- 
tion charge would buy the salesman 
a plane ticket to pick up the car 
and another dollar or two would 
get it home. 


These warehouses would make 
it possible for a salesman to sell 
a car, get and deliver it within 24 
hours. 


Would this reduce dealership 
stocks? No. Sales managers would 
still continue to order just as many 
of those popular pinks, purples and 
b-s-browns in fordor hardtops, ex- 
ecutive pickups and three-door se- 
dans. 

Dale Carnegie said there is only 
one way to get anybody to do any- 
thing and that one way is to make 
the person want to do what you 
want him to do. If automobile sales- 
men are the “key to the success of 
the automobile industry,” the only 
way to make them want to do a 
better selling job is to make them 
feel important by giving them their 
place of importance in the business. 
In other words, factories, go to 
work for your salesmen! 
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‘New’ Ford— 


Arthur Godfrey, right, of TV fame and 
Capt. Al Starts, left, of Fort Lauderdale, 
Fla., have formed Starts Mfg. Co. to pro- 
duce the Rollsmobile, a two-thirds scale 
model of the 1901 Ford runabout. The car 
features an automatic gear shift, sealed 
beam headlights and a one-cylinder, four- 
horsepower engine. The car is said to be 
capable of 25 m.p.h. and 100 miles per 
gallon of gasoline. The car is priced at 
$1,195. 


Compacts Called 
Popular in Buffalo 


As Rental Cars 


BUFFALO.—A growing number 
of people who rent cars are turn. 
ing to compact autos, according to 
car-rental executives in Buffalo, 

Huron U-Drive-It Corp., local }j.- 
censee for Hertz Corp., reported de 
mand for compacts has been heavy, 
But, one executive commented, “We 
don’t know if the demand is based 
on curiosity or the lower rental 
charge for the compacts.” 

Generally speaking, a compact’s 
rental charge in Buffalo rufs from 
10 to 20 percent less than for a full- 
size Ford, Chevrolet or Plymouth, 
which account for the bulk of daily 7 
rentals. ; 

A spokesman for Avis Rent-A. 
Car System’s Buffalo operation re. 
ported “there has been a lot of in- | 
terest in the compacts and, as a | 
matter of fact, we could use 10 or | 
15 more of them.” : 

A Vega Rent-a-Car official said 
there is “a very good demand for 
the compacts.” 

Some Buffalo car-rental outfits, 
however, have bought the compacts 
“only sparingly because we just 
don’t know what their resale value 
will be.” 





Lloyd Distributorship Formed . . . 


Import-Car News Notes 


Renault 


ALES of small and compact cars 

will be spurred markedly by the 
10 percent reduction in premiums 
that more than 400 automobile in- 
surance companies will put into 
effect March 1, Robert E. Valode, 
general manager of Renault, Inc., 
predicted. 

“Insurance companies are justifi- 
ably conservative in adjusting auto 
insurance premiums, and they could 
not reduce rates unless they were 
convinced of the economy and safe- 
ty of such cars,” he said. “Their 
action confirms the growing experi- 
ence of motorists on these two 
factors. 

“This recognition by insurers of 
the safety and economy advantages 
of small and compact cars, plus the 
added savings made possible by 
these lower rates, are sure to have 
a favorable influence on many pros- 
pective car purchasers.” 

* * * 


OR the third consecutive year, 

Robert P. Mason, vice-president 
of Auto Imports, Ltd., Renault dis- 
tributor on Long Island, N. Y., has 
presented a $1,000 scholarship to a 
Long Island student. 

The award honors the memory of 
Robert L. LaMaison, former Re- 
nault vice-president who was killed 
in an airliner crash several years 
ago. 

“To us this scholarship repre- 
sents an investment in the future 
of Long Island,” Mason said at the 
annual dinner preceding the award 
of the scholarship. 

Mason said industry has an obli- 
gation to help meet education costs 
if “our system” of life is to survive, 
adding that “we hope our small ef- 
forts in this direction will spark 
other business firms on Long Island 
to set up their own scholarship 
programs.” 

ok ok * 
PPOINTMENT of WinstonS. 
McLean as sales promotion 
manager of Renault has been an- 
nounced by Jack C. Kent, general 
sales manager. McLean was active 
in sales and management work in 
the: international trade field for 
eight years prior to joining Renault. 

* Cd * 


Volkswagen 


[os Swedish freighter Dagfred 
recently unloaded 629 Volks- 
wagens in Portland, Ore., the larg- 
est auto shipment in the port’s his- 
tory. The cars will go to dealers in 
Oregon, Washington, Montana and 
Idaho. Some 14,900 imported cars 
were unloaded at Portland last 

year. 

a» om ad 
Fiat 

peut has opened a Southern Cali- 
fornia parts and service head- 
quarters at 7811 Lemona Ave., Van 

Nuys. 
It has 36,000 square feet of office 
and warehouse space, and will carry 








a $500,000 parts inventory. Fabio 
Santori is Fiat’s West Coast service 
director, and Guido Foggini heads 
the company’s West Coast opera- 
tions. He is assistant general man- 
ager of Fiat in the U. S. 

a + * 


Citroen 


CU*TROEN has appointed Charles 
Mathieu & Co., New York, to 
handle its public relations and pub- 
licity in the U. S. 

OK eo ok 

Simca 
Tos appointment of Joseph E. 
Campeau as Simca sales man- | 
ager has been an- [| 
nounced by A, L 
Hancox, sales di- 
rector, Chrysler 
Corp. of Canada, 

Ltd. 

Campeau will 
be responsible for 
achieving the 
corporation’s 
sales objectives 
and coordinating 
all activities re 
lated to the mar- 
keting of the Simca in Canada. He 
formerly was Canadian sales man- 
ager for Renault. 





J. E. Campeau 


* * * 

Volvo 
PPOINTMENT of Stock Motors, 
Ine., Huntington, L. I, as @ 


franchised dealer is announced by 
David Beesley, sales manager for 
Volvo Distributing, Inc. Stock Mo- 
tors, also handling BMC, is the only 
Volvo sales and service dealership 
in Suffolk county. William- Wein- 
stock is president and his brother } 
Harold is vice-president. 

The 50,000th PV 544 Volvo sedan 
to be imported to U. S. was dis- 
played at a Stock Motors open 
house. 

* * * i 

ERNON BENNETT has been ap- 

pointed assistant sales manager 
of Volvo Distributing, Inc., Engle- 
wood Cliffs, N. J., Eastern U. S. 
distributor of the Swedish-built car. 

Bennett had been a partner in one 
of the East’s largest Volvo dealer- 
ships. 

* * * 


Rover 


OVER MOTOR CO. of North @ 

America Ltd. has announced § 
appointment of Robert G. Wright 7 
as administrative assistant to the § 
president. 

Wright has been with Rover of 
North America since its inception 
and prior to that was on the sales 
staff of Rover Co., Ltd. He comes 
to his new post from San Francisco, 
where he established a Rover re- 
gional depot. He was responsible 
for establishing the Rover depot in 
Vaucouver before proceeding to 
San Francisco. 

In his new capacity Wright will 
be located at the company’s 
Toronto headquarters. 
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The year’s outstanding advertising buy: 
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How to get a close-up of the Automotive Industry 


Focusing on your prospect in the automotive industry, 
when it comes to advertising, is largely a matter of 
telling your sales story in a medium which attracts 
high interest and reader acceptance. 


The 1960 AUTOMOTIVE NEWS Almanac is just 
such a publication! Here’s why: There is probably 
no field of business in this country which is as 
highly competitive—and rapidly changing—as the 
complicated world of transportation. And the men 
who specify, recommend and purchase products and 
services are—indeed must be—extremely conscious 
of facts, figures, trends and happenings which are 
vital to their jobs. 

For twenty-three years the Almanac—and only the 


Almanac—has provided a composite picture of all 
of this essential intelligence: 









RESERVE SPACE NOW! 
1960 ALMANAC 


ISSUED—APRIL 25 
CLOSES—MARCH 15 














@ Directory of Automotive Manufacturers—List- 
ing Products and Personnel. 


e@ Photos and Biographical Sketches of Over 1500 
Industry Executives. 


New Car Dealer Totals by Makes and States. 


Cars in Operation by Makes, States and Model 
Years. 


Year in Review. 

Engineering Data. 

Production Estimates by Makes. 
Commercial Car Registrations. 
Hundreds of Other Features. 


Indeed—almost every important fact manufactur- 
ing executives, car and truck dealers have use for 
during the year! 


The most influential publication 
in the automotive industry. 


Member Member 


YEAR LONG USE... 
YEAR 'ROUND EXPOSURE 









Why not ask your customers and prospects what 
they think of the AUTOMOTIVE NEWS Almanac? 
Then contact your nearest representative for com- 
plete details on the 1960 Issue! 


REPRESENTATIVES: 


NEW YORK: Edward Kruspak, Howard E. Bradley, Room 
707, 51 E. 42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, Room 903, 360 N. 
Michigan Ave., State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
















Preserve and Protect 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 
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* ON 
su 
rape 

x 


® 


AS EASY AS \ 
TIC-TAC-TOE | 











Means 

















AUTOMOTIVE NEWS, FEBRUARY 22, 1960 


Lawsuits Affecting Dealers ... 


Court Decisions 


By Leo T, Parker 
Attorney at Law 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: Is a city ordin- 
ance valid and enforceable which 
specifically p r o- 
hibits burning of 
junked auto- 
mobiles within 
the city limits, 
but does not pro- 
hibit burning of 
other materials? 

Last month a 
higher court an- 
swered this legal 
question in the 
affirmative. 

For illustration, 
in Highway 100 Auto Wreckers, Inc. 
v. City of West Allis, 97 N. W. (2d) 
423, a city ordinance was litigated 
which prohibits the burning of 
junked automobiles, 

The higher court promptly held 
the ordinance valid and enforce- 


L. T. Parker 







able, saying: “The judgment of the 
city council concerning the fire haz- 
ard is sufficient to sustain the ordi- 
nance prohibiting the burning of 
the junked automobiles.” 
According to a late higher-court 
decision, an automobile dealer is 
personally liable for an injury 
which he caused while driving a 
customer’s automobile. In other 
words, the automobile owner is re- 





Sunday-Law Test Case 
Sought in Salem, Ore. 

SALEM, Ore.—A police complaint 
filed in Municipal Court charged 
Joseph Rouske, manager of World 
Wide Motors, with selling cars on 
Sunday. 

Rouske, who claims the 20-year- 
old ordinance is discriminatory, said 
he violated it deliberately at the 
request of other dealers in order to 
bring about a court test. 


ICTION PROOFING 
PUYSY 


It’s this easy to make extra money : recommend to your customers that you add a can of Wynn’s 
Friction Proofing for Engine to their crankcase and a can of Wynn’s Friction Proofing for 
Upper Cylinder to their gas tank. There’s a good profit in every can of Wynn’s you sell... 
and because Wynn’s Friction Proofing will make their cars run smoother, quieter and more 
economically, you’ll have performed a real service—and this is the kind of service that builds 


repeat business. 


SEE YOUR WYNNSMAN. The next time your Wynnsman calls on you ask him to 
demonstrate Wynn’s benefits. It’s sure to convince you that these profit-packed products are 


the finest in their field. 


BACKED BY NATIONAL ADVERTISING 
TO BUILD CUSTOMER ACCEPTANCE 


SATURDAY EVENING POST + LOOK » TRUE 
POPULAR SCIENCE + HOT ROD » MOTOR TREND 
MOTOR LIFE + CAR LIFE + SPORTS CARS ILLUSTRATED 
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WYNN OIL COMPANY, AZUSA, CALIFORNIA - Affiliated companies in: Toronto, Canada; St. Nicolas Waes, Belgium; Caracas, Venezuela 
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lieved from liability because he ig 
not a legal employer of the auto. 
mobile dealer who drove the car 
For instance, in Kemelhar y, 
Kohn, 159 N. E. (2d) 788, the 
testimony showed this fact: A 
woman named Kohn asked a 
dealer, named Norman, if he 
would drive her to her sister's 
home not too far distant from 
the station and return the car to 
be serviced, and that her brother- 
in-law would bring her back when 
she was ready to pick up the 
car. The weather conditions were 
bad and the streets slippery, 

Norman refused at first to do as 
requested because of the condition 7 
of the roads, but on Kohn’s stating 
to him that she would be fespon- 
sible for the car, if anything hap- 
pened while he was driving it, he 
carried out her request. On the way 
back to the service station, he had 7 
a collision with an automobile 
owned by one Kemelhar. Kemelhar © 
sued Kohn to recover heavy dam- | 
ages. The higher court refused to ~ 
hold Kohn liable, saying: ' 

“From the evidence taken in its 
most favorable light in favor of the § 
plaintiff (Kemelhar), there is no 
evidence to support the theory that 
Norman was employe of the de- 
fendant (Kohn).” 

The higher court explained that 
since Norman is not an employe of 
Kohn, Norman is solely responsible 
for negligently colliding with the 7 
automobile being driven by Kemel- | 
har. 

















































* * x 
Confiscation Overruled 


A FEW weeks ago, a higher court § 
rendered an unusually import- | 
ant decision to the effect that, if an 
automobile dealer or finance com- 
pany makes inquiry as to the past 
reputation of the prospective pur. | 
chaser of an automobile, state of- 
ficials cannot confiscate the auto- 
mobile for illegal transportation of 
alcohol or narcotics. 

For illustration, in General Mo- 
tors Acceptance Corp. v. Atkins, 
325 S. W. (2d) 270, the testimony 
showed facts, as follows: An au- 
tomobile dealer sold an automo- 
bile to a woman and the dealer 
accepted a number of conditional 
sales notes payable in thirty-six 
monthly installments of $100.50 
each, and totalling $3,618. 

Before completing the sale the | 
dealer’s finance company telephoned | 
the Alcohol and Tobacco Tax Unit | 
of the U. S. Government and the 
report was that the woman and her 
husband had no record of violating 
the liquor laws. 

Soon after delivery of the auto- 
mobile, the woman was arrested for 
unlawfully engaging in the trans- 
portation of intoxicating liquors in 
the automobile. The state confiscat- 
ed the car. 

* ca x 
Finance Firm Sues 


HE holder of the notes filed a 

suit to recover the car and prov- 
ed receiving the above report. In 
view of this testimony the higher 
court promptly ordered the state to 
give up possession of the automo- 
bile to the holder of the notes, say- 
ing: 

“We are of the opinion that the 
Acceptance Corporation purchased § 
these notes in good faith after in- 
quiry as to liquor violations, to the 
proper office.” 

For comparison, see the cases 
of Dolen v. State, 178 S. W. (2d) 
387 and McQueen v. McCanless, 
187 S. W. (2d) 630. In both cases, 
the automobiles were purchased 
by persons having bad records 
and reputations and the automo- 
bile dealer failed to make the in- 
quiry as to their record and repu- 
tation, 

Therefore, these higher courts 
held that the state could lawfully | 
confiscate the automobiles used for 
illegal transportation of intoxicat- 
ing liquors or narcotics, and fur 
ther that the money and notes owed | 
by the purchasers on the automo | 
biles were uncollectable. i 





Maryland Official Seeks 


Credit Insurance Control 


BALTIMORE. — Douglas Sears, 
State insurance commissioner, has 
endorsed legislation to prevent ex- 
cessive premiums for credit life 
insurance. He said the public may 
be paying too much without re- 
alizing it. 

He said he would recommend 
that the Legislature give his de- 
partment jurisdiction over such 
contracts. 
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| ALCOA ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO! 
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0 N G Hi T Feb. 22 on ‘Alcoa Theatre’ * NBC-TV 


This sparkling commercial tel/s America how 


And tough, light aluminum for “Go.” (Alcoa Aluminum 
pistons and bearings do your engine’s heavy work.) 


10 Aluminum radiators will cool your engine tomorrow 


And now, thanks to Alcoa research, you can have all- 
aluminum engines to make cars lighter, more efficient. 


And in brakedrums of Alcoa Aluminum to make brakes 
safer, brake linings last longer. 


1 1 While bumpers of aluminum . . . will protect your car. 


And a car’s best friend is aluminum—super-hard 
aluminum trim for GLEAM . . . 


Alcoa Aluminum helps automobile air conditioners cool 
you today... 


ALUMINUM 
COMPANY 


12 From bumper to bumper . . . a family car's best 
friend is aluminum . . . by Alcoa. 
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What's New... 








UMS Distributors 


Get Corvair Parts 

DETROIT.—Replacement parts 
for the Corvair gasoline heater are 
available to distributors of the 
United Motors Service division of 
General Motors, G. Scott Foster, 
UMS assistant general sales man- 
ager, has announced. 

The air-flow bellows assembly and 
engine oil cooler for the Corvair 
will also be available in the new 
group of products to be known as 
“Line 15.” ee oY -3 


Morrison Succeeds Schaal 


As Tire Dealer President 


WASHINGTON. — James Morri- 
son, Long Beach, Calif., was named 
president of the National Tire Deal- 
ers & Retreaders Assn, to fill out 
the unexpired one-year term of 
K. R. Schall, who died Jan. 15, The 
term runs until Sept, 14. 

Other officers elected were: First 
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In Parts and Accessory Distribution 


vice-president, Leslie L, Wilkinson, 
Jackson, Miss., and second vice- 
president, Lyle Remde, Omaha. 

* * * 


ASIA Expects Big Turnout 


For Management Courses 


CHICAGO, — The Automotive 
Service Industry Assn, expects a 
record turnout at the three courses 
for automotive wholesalers which 
it will sponsor this year. 

A management course is slated 
for May 8-13 at the University of 
Illinois, Monticello, Ill, and sales 
management institutes will be held 
Apr. 10-15 at San Diego (Calif.) 
State College and May 22-27 at 
Syracuse (N. Y.) University. Room, 
board and tuition is $130 for the 
Illinois course, $155 for the others. 

* * * 
Pennsylvania Wholesalers 


Form Trade Association 


PHILADELPHIA. — The tempor- 
ary steering committee of the 


MR. DEALER... 
LET'S 
TALK 


of color combinations; features 






newly formed Pennsylvania Auto- 
motive Wholesalers Assn. has sug- 
gested a dues schedule based on 
number of employes. It is: Firms 
with four or less employes, $78 per 
year; five to eight employes, $110; 
nine to 15 employes, $160, and over 
15 employes, $200, 

Wholesalers interested in becom- 
ing charter members of the associ- 
ation can write Adrian Carter, tem- 
porary secretary, Guttman Supply 


Co., Speers Rd., Belle Vernon, Pa. 
ad Bg * 


Curtis Industries Plans 


New Plant and Office 


CLEVELAND.—Curtis Industries, 
Inec., announced plans for immedi- 
ate construction of a new plant and 
office headquarters in Eastlake on 
the proposed Lakeland Freeway, be- 
tween Beidler and Campbell Roads. 

Morris Abrams, president, said 
the firm will centralize all of its 
present activities within the new 
95,000-square-foot building. Curtis 






ABOUT PROFIT 


Now for the first time you are offered a FULL COMPLETE 
LINE of imported cars...a line enjoying fantastic nation- 
wide success...a line with the HIGHEST PROFITS IN 
ITS CLASS! TOYOPET, with the biggest parts-per-car 
inventory of any import—is available in a wide choice 


more easy to see — easy 


to sell EXTRAS than cars costing many times its low 


price. Manufactured and distributed by one of the 
world’s great automobile companies. 


CROWN CUSTOM STATION WAGON 


2-door or 4-door 
6-passenger BIG 





4-door FULL 6-passenger 


TOYOTA 


33-miles-per-gallon economy 
unmatched luxury! 





COMING 


BONUS ADDITION TO TOYOPET LINE! 
Designed specifically for the American market, a new 
4-passenger, 4-door super economy sedan will be an- 
nounced this spring. This car will be competitive with 
the lowest priced cars on the market — but will have 
incomparably more selling features. Be a part of the 
huge national advertising push which will send off 
1960's hottest imported vehicle / 

= 
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manufactures and distributes keys, 


— 


1960 convention of the Californig 


key-cutting equipment, auto re-| Automotive Wholesalers Assn. has 


placement parts and related hard- 
ware specialties. 
+ * of 


ASIA Reports Addition 


Of 189 Members Since April 


CHICAGO.—The Automotive 
Service Industry Assn. has reported 
that 189 new members have been 
accepted since last Apr. 1. 

The newcomers include 156 whole- 
salers, 21 manufacturers, seven 
warehouse distributors and five re- 
builders, the association said. 

* * +. 


ASIA Regional Conference 


Slated in Denver March 9 


CHICAGO.—The Automotive 
Service Industry Assn. will sponsor 
a regional business conference at 
the Brown Palace Hotel in Denver 
March 9 in conjunction with the 
1960 Pacific Automotive Show 
March 10-13 at Denver’s City Audi- 
torium. 

The program will feature a num- 
ber of top industry, business and 
professional speakers who will em- 
phasize the PAS theme of “Peak 
Sales in ’60.” 


* ® * 


Californians to Convene 
SANTA BARBARA, Calif. — The 
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TOYOPRPET 


COMPLETE LINE 


ALL PRODUCTS PRICED FOR 


IMMEDIATE SELLING 





LANDCRUISER 


Mighty 120 HORSEPOWER 6-cylinder 
4-wheel-drive. 
Soft or hard top models. 


.. unequaled anywhere. 


WRITE OR PHONE YOUR 
NEAREST REGIONAL OFFICE 
LOS ANGELES (Mr. F. Mullen) 


OL 7-2700 


8701 Beverly Boulevard 


SAN FRANCISCO (Mr. 0. Dahl) 
Room 205, World Trade Center 
NEWARK (Mr. H. Lane) 

231 Johnson Avenue 

CHICAGO (Mr. E. Wehle) 

2906 West Peterson Avenue 
SEATTLE (Mr. V. Petri) 

11037 Fremont Avenue 

DALLAS (Mr. H. Holmes) 

9795 Twin Creek Circle 

MIAMI (Mr. 
2955 N.E. 7th Avenue 


SU 1-7452 
BI 8-3450 
BR 46101 
EM 3-6502 
DA 1-5659 


L. Grooms) FR 7-2106 


been scheduled for Nov. 17-20 at the 
El Dorado Hotel, Sacramentc, ae. 
cording to Leslie W. Wyre, conven. 
tion chairman for the third consec. 
utive year. 

* * 
Fox Salesmen Compete 


For Trip to Nassau 


PHILADELPHIA.—Salesmen for 
Fox Products Co.’s line of battery 
chargers and battery servicing 
equipment are engaged in a sales 
contest with a weekend in Nassay 
for two as the prize. 

The contest ends March 25. Fox 
said it will pay the income tax cost 
of the trip. ‘ 

* 


Engine Rebuilders Report 


Big Demand for Booth Space 


INDIANAPOLIS. — The Automo- 
tive Engine Rebuilders Assn. has 
reported a near sellout of booth 
space for its 38th annual conven- 
tion in the Netherland Hilton Hotel, 
Cincinnati, June 1-4, 

The convention theme will be 
“Tell "Em, Show ’Em, Sell ’Em.” 
Special projects, demonstrations, il- 
lustrated shop kinks and an open 
forum will be a part of the pro- 


gram. 
* * * 


Century Electric 


In Sales Revision 


ST. LOUIS.—Century Electric Co., 
manufacturer of motors and gen- 
erators, has reorganized its na- 
tional sales forces into six major 
divisions. 

Five will be headed by divisional 
sales managers who will be respon- 
sible for several branch offices. 
Branches in the sixth division 
(Western) will report directly to 
George Henderson, divisional sales 
manager. 

Divisional sales chiefs are Gunnar 
Moe, Northeast; Fred Powers, 
Southwest; William D. Helm, Mid- 
west; James H. Bolton, North Cen- 
tral, and James S. Smith, Southeast. 


* * * 
Pogo Stick a Shock Seller 


DETROIT.—United Motors Serv- 
ice division, General Motors, is of- 
fering a pogo stick as a premium 
for shock-absorber purchases. UMS 
officials said the dealer, in explain- 
ing the use of a pogo stick as a 
shock-absorber premium, can make 
an analogy of it and the customer's 
need for new shocks if they are 
worn. 2 

* * 


Lamp Racks Offered Dealers 


NEW YORK.—Two display racks 
for Eveready automotive lamps are 
being offered dealers by Union Car- 
bide Consumer Products Co., divi- 
sion of Union Carbide Corp. The 
lamp dispenser is a plastic wall unit 
which holds 300 miniature automo- 
tive and marine type lamps, The 
headlamp rack holds 21 lamps on 
shop, storeroom, store or lubritor- 
ium wall. 

+ * * 
Arvin Names Detroit Rep 


DETROIT.—Motor City Automo- 
tive, Inc., 253 E. Milwaukee, has 
been named by Arvin Industries, 
Inc., Columbus, Ind., as a warehouse 
distributor of Arvin’s new lines of 
auto and truck mufflers and ex- 
haust system parts. Roy Bunting is 
president of the Detroit firm. 

oe * a 


Auto Parts in Jamaica 


KINGSTON, Jamaica.—Caribbean 
Brake Products, Ltd., Jamaica’s 
first manufacturer of automotive 
replacement parts, and subsidiary 
of the Canadian Certified Automo- 
tive Replacements, Ltd., has started 
production of brake linings for 
motor vehicles. Future plans call for 
production of other automotive 
parts for both the West Indies and 
Central and South American mar- 
kets. 


Riggs Named to Head 


Tulsa Dealer Group 


TULSA, Okla.—Luther Riggs, 
Luther Riggs, Inc. (Chrysler-Im- 
perial-Plymouth-Valiant), has been 
elected president of the Tulsa Au- 
tomobile Dealers Assn, Other new 
officers are: 

Don Coffin, Fred Jones Ford, 
vice-president; Jim Richardson, 
Richardson, Inc., secretary-treasur- 
er; John Byer, Mid-West Chevrolet, 
and George Stunkard, Greenlease- 
Ledterman, directors. 
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Dealer’s TV Smash... 


AUTOMOTIVE NEWS, FEBRUARY 22, 1960 





Auto Advertising 


By Martin L, Whitmyer 

Staff Writer 
Th: 
automobile dealer who rang up 


rise are recorded by the food, auto- 
motive, and petroleum classifica- 
story of a Lubbock (Tex.) | tions, Coste 


said. 
* * + 


sales of $500,000 via a 36-hour tele-| Mich. Bearing Picks Rep 


east costing $4,616 is reported in a 
prochure prepared by Television 
Bureau of Advertising, the televi- 
sion industry’s sales organization. 

The results of the sale also are 
summarized in a 15-minute film, 
which was shown at the recent 
NADA convention in Washington, 
and is available to bureau mem- 
bers. 

During the first 36-hour period, 
TVB reports, the dealer, Womble 
Olds (Oldsmobile-Rambler) sold 55 
cars, including 37 Oldsmobiles and 
18 Ramblers. An additional 30 new 
Oldsmobiles, 18 Ramblers and 54 
used cars were sold in the following 
two weeks, TVB said. 

During a like two-week period for 
the year previous, Womble sold 50 
cars. 

The public knew nothing about 
the promotion until two days before 
the show began on a Friday night, 
although teaser announcements 
were carried by KDUB-TV and 
KDUB-Radio starting the previous 
Sunday. 

In addition to the $4,616 expendi- 
ture in television, which was 83 per- 
cent of the advertising budget, 
Womble spent $500 in radio and 
$425 in newpapers. 

oa 


Newspaper Ads Hit Peak 


The newspaper industry’s record 
1959 advertising total of $3,517,000 
represents a gain of more than 10 
percent over 1958, according to 
Charles T. Lipscomb jr., president 
of the Bureau of Advertising of the 
American Newspaper Publishers 
Assn. 

Lipscomb also pointed out that 
newspapers’ share of total advertis- 
ing also increased from 31 percent 
in 1958 to 31.7 percent in 1959. 
Total advertising for a measured 
media was more than $11 billion in 
1959. 


* * * 


Outdoor Billings on Rise 


National outdoor advertising bill- 
ing for the first quarter of 1960, as 
of Jan. 31, has risen a sharp 19 
percent over last year’s first quar- 
ter at the same date, it was report- 
ed today by Felix W. Coste, presi- 
dent, Outdoor Advertising Inc., the 
medium’s national sales organiza- 
tion. 

Outstanding gains in this year’s 





Bowes Announces 
Credit Program 


For Gas Stations 


INDIANAPOLIS. — Bowes “Seal 
Fast” Corp. has announced what 
it calls first nationwide credit plan 
in a traditionally cash business— 
automotive accessory buying by 
service-station operators. 

Under the program, called the 
MAC plan, operators will be able 
to purchase products on credit at 
no additional cost, the firm said. 

MAC—Monthly Accessories Credit 
—will be available March 1 by 
either direct application to the 
company or through local distribu- 
tors, Bowes said. 

The MAC plan was developed, 
according to Robert M. Bowes, II, 
company president, as a long-need- 
ed aid to service-station operators 
and as a help to the franchised 
distributors who sell Bowes prod- 
ucts. 

Bowes cited a recent national 
Survey which showed that “inven- 
tory shortage as a result of a 
scarcity of ready cash is a primary 
Cause of both lost sales and lost 
customers in thousands of service 
Stations throughout the country. 

“On the other hand, operators who 
use their credit to good advantage 
and keep adequate stocks can 
usually expect to draw more cus- 
tomers and increase both volume 
and profits,’ Bowes added. 

“The new credit plan,” he ex- 
Plained, “will allow operators to 
recover some or all of their invest- 
ment in accessory purchases before 
they have to pay for it.” 





Michigan Bearing Co., Detroit, 
has appointed Howell & Young 
Advertising, Inc., Royal Oak, 
Mich., as its advertising, publicity 
and public relations counsel, 

* 


& * 


General Tire Campaign 


General Tire & Rubber Co., 
Cleveland, O., launched its largest 
advertising campaign in history 
for their new General Dual 90 
tires in the Feb. 20 issue of the 
Saturday Evening Post. 

The campaign—their largest for 
@ single product in 44 years—will 
consist of a series of double, four- 
color spreads and single pages in 
the Post, Look and Life maga- 
zines. 


Copy describes the new Nygen 


Cord tire as so completely trouble- 
free “you won't have a flat tire,” 
and is further backed by General’s 
offer of “free road service if you 
ever have a puncture.” 

* * + 


Personnel Changes 


E. McCord Mulock jr. from cre- 
ative service director at Grant Ad- 
vertising, Inc., to vice-president and 
account director on the Buick ac- 
count at McCann-Erickson adver- 
tising agency ... C. Hax McCul- 
lough from assistant advertising 
manager to supervisor of special 
activities, glass advertising and 
promotion, for Pittsburgh Plate 
Glass Co. 


Donald Jensen from communica- 
tions manager at Square D Electric 
Co., Detroit, to advertising and pub- 
lic relations manager of ACF In- 
dustries, Inc., New York . . . Three 
appointments to vice-president at 
Campbell-Ewald: John V. Doyle, 
supervisor on General Motors in- 
stitutional advertising; Harold J. 
Hubert, supervisor on Burroughs 
and National Steel corporations ac- 
counts, and John W, Clason, who 
heads up advertising activities for 
the agency on Firestone and subsi- 
diary companies. 








Ford Wins Ad 


se aboard Pee 


Award— 








This Ford Motor Co. poster won the second Grand Silver Medal Award at the 28th 
National Competition of Outdoor Advertising Art, sponsored by the Art Directors Club 
of Chicago. J. Walter Thompson Co. is the agency, Art Group, the artists, and Van 


Stith, art director. 


James Named to Head 


Charleston (S. C.) Assn. 


CHARLESTON, S, C.—F. Bernie 
James, McKethan Oldsmobile, Inc., 
has been elected president of the 
Charleston Automobile Dealers 
Assn. 

Walter J. Miller jr., Miller Cadil- 


lac Co., is the new vice-president, 
and Matthew O. Moye, American 
Discount Co., secretary-treasurer. 


Deupree Takes Datsun 
SEATTLE.—Bill Deupree Motors, 
10710 Bothell Way, has been award- 
ed a Datsun franchise. 


COMPLETE PROMOTION 





PACKAGE FROM KODAK! 








An outstanding premium, the Brownie Bullet Camera... 
plus... a great new promotion kit—everything you 
need to make your next promotion a smash success! 


Meet the Brownie Bullet Camera. It’s Kodak’s most 
popular camera for premium use! Ideal for all automotive 
promotions—‘“‘gala openings,” “take the wheel’? demon- 
strations, special accessory sales (tires, seat covers, etc.). 
You name it, the Bullet Camera will move it! 


Time and again this Brownie Bullet Camera—like all 
Kodak cameras and outfits—has proved tops in selling 


EASTMAN KODAK COMPANY, Rochester 4, N. Y. 


MAIL COUPON TODAY—————-—--------"-"""_""—nr—_———e— 
EASTMAN KODAK COMPANY, Premium Sales Office, Rochester 4, N. Y. ‘ 


© I want more business! Please send me further details on promotion opportunities with the 
Brownie Bullet Camera and other Kodak premium products. 
O) Please send also a Brownie Bullet Camera Promotion Kit. Enclosed is my check for $1.50. 


Name. 


Type of operation. 


meer ern rere 


(garage, auto dealer, auto accessory store, etc.) 


power for national advertisers as well as local merchants! 


Hard-hitting sales aid from Kodak. The all-new 
Brownie Bullet Camera Promotion Kit is tailored for your 
particular business. Includes campaign guide, banners, 
mats, scripts, slides, and photos—everything you need! 


Kit only, $1.50. 


Mail coupon below for further details. No obligation. 


Nia cinccnicstecseraciiecenianesincensannpmnitsinitiaie 


“Kodak” and “‘Brownie’’ 
are trademarks 
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Ford Motor Company’s Research and Engineering Center 
at Dearborn, Michigan—most complete facility of its kind 


in the entire automotive industry. 


Science City is a beautifully landscaped tract of 722 acres in a residential 
area of Dearborn, and comprises 19 major structures. Here teams of 
scientists, engineers and technicians are devoted to the development, 
engineering and styling of the Ford Family of Fine Cars. 


This vast facility, while a complete and centralized unit, is actually 
made up of many highly specialized parts. 


The Scientific Laboratory, for example, is engaged in advanced funda- 
mental research. Here outstanding scientists do basic research in physics, 
chemistry, metallurgy and electronics—conceiving and developing new 
materials, new manufacturing methods, new product ideas for the present 
and future. 


One of the Center’s most spectacular structures is the Styling Rotunda 
with its two connecting wings and display garden. Here teams of designers, 
artists, clay modelers and interior stylists contribute many talents, carry- 
ing styling proposals from rough sketch stages through full scale clay 
models. The huge building also houses complete shops for woodworking, 
paint, trim, plaster, and plastic molding and forming. 


In the Dynamometer Building, development and endurance tests of 
powerplants—car, truck and tractor—are carried on in 90 separate test 
cells. Engines capable of developing 1,000 horsepower can be evaluated 
here, as well as engine and chassis components of all types. 


A unique feature of Science City is the 330-acre proving ground, located 
adjacent to engineering activities and enabling immediate evaluation of 
new developments over actual and varied road conditions. Experimental 
vehicles completed in the Body Engineering Building can, in a matter of 
moments, be tested on the high-speed track and other scientifically repro- 
duced road sections that amplify the worst driving situations in the U.S. 
In this area also is located “Hurricane Road,” giant wind-and-weather 
lab where test vehicles are subjected to arctic conditions and winds of 
typhoon force. 


Among other structures in Science City are the Engine and Electrical, 
Staff and Product Engineering Buildings; the concrete-and-aluminum Gas 
Turbine Laboratory where power units for future vehicles are undergoing 
development and design; the huge Experimental Garages; and the Industrial 
Relations Building where central services are located, including a medical 
staff and completely equipped hospital. 


This is Science City—whose products are the keys to the growth and 
continued progress of Ford Motor Company. Another reason why it’s great 
to be a dealer in the Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


FORD * FALCON * THUNDERBIRD + MERCURY * LINCOLN « 
LINCOLN CONTINENTAL * ENGLISH FORD LINE « 
TAUNUS * FORD TRUCKS ®* INDUSTRIAL ENGINES « 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS * 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE *« 
FORD MOTOR CREDIT COMPANY 
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How They're Pushing Sales... 


Dealer Ad Ideas 





Dealer Beams with Pride 
ARE Proud of Our Record,” 
said a full-page ad by Green- 
field Motors, Milwaukee, claiming 
it was the first dealer in the U. S. 
to sell 1,000 Jeep vehicles. 

The firm, which also handles the 
Studebaker Lark, included in its ad 
a copy of a congratulatory wire 
from James Garner and Jack Kelly, 
who play “Bret and Bart Maverick” 
in the Kaiser-Willys TV show. 

There also was a photograph of 
the buyer taking delivery of the 
1,000th Jeep, and another of the 
firm's staff. 


* * * 


‘Great White Fleet’ 
FLEET of all-white Oldsmobiles 
has been delivered to Weiden- 
bacher Olds, 340 N. Broadway, De- 
eatur, Ill., for a special promotion. 
The cars, dubbed the “Great 
White Fleet,” can be driven on trial 
before purchase. 
A dealership spokesman said that 


if the promotion is a success in De- 
catur, Oldsmobile plans to try it in 
other cities. 

* * * 


Dealers Unite for Sale 
ODGE dealers in the Buffalo 
area teamed up to conduct a 
big used-car show to reduce their 
inventories. The show was held for 
four days at the city’s Memorial 
Auditorium. 

All makeg and models were fea- 
tured in the promotion, which drew 
steady traffic. Finance men were on 
the premises to arrange payments 
and immediate delivery was as- 
sured. 

The dealers stressed that the 
auditorium was comfortably heated. 

Participating in the event were: 
Brost Motors; Lou Bielli Dodge; 
Conshafter & LeSpisa; Delacy Mo- 
tor, Inc.; Great Lakes Motors; 
Snider Sales; W. G. Haberer & Son; 
James R. Shaw Co.; Pankow Mo- 


tors; John L. Kruse, and Wassman 


Bros., Inc. 
* * * 


Meet Ralph... 


HE new service manager for 
Shoellhorn Ford Sales, Alliance, 
O., had an entire display ad de- 
voted to his appointment. 
Headlined, “Meet our new service 
manager,” the ad ran a picture of 
Ralph Mead and presented a brief 
biography. 
The ad concluded, “His motto— 
our service must satisfy.” 
* «© * 


37 Years in Auto Business 


co STOUT marked 37 years 
in the auto business in Beaver, 
Pa., with an ad for his Dodge- 
Plymouth dealership which fea- 
tured a picture of the Dart. A news- 
paper story which accompanied the 
ad traced the history of the dealer- 
ship and noted that Stout’s sons, 
Robert jr. and Ray, are active in 
the company. 
+ * a 


Before the Price Rise 

“4¥70U Can’t Have One Without 
the Other,” philosophized Dren- 

nen Motor Co. (Buick-Cadillac- 

Chevrolet), Birmingham, Ala., in an 































Meet a 


“Whopper Shopper” 
worth knowing 


49,512 
17,690 
43,623 
879 

33 

375 


Trucks 
Tractors 





THE BIG OHIO—MICHIGAN= 
PENNSYLVANIA FARMER 
& WILL BUY 
THIS YEAR 


nse ee ee 


Automobiles 


million gallons tractor fuel 
million gallons motor oil 
million gallons gasoline 
for cars and trucks 


And other products in proportion 


Will you be on his shopping list? 


































The best way to get on this big buyer’s shopping list is to tell 
your story where he gets his most useful farming informa- 
tion. That’s in his own state farm paper — edited locally to 
provide the most news he can apply directly to his business. 
No wonder he prefers that paper 2 to 1 over any other. This 
means better attention and buying action for you. 


STRAIGHT-LINE ADVERTISING — is available in the 
Michigan, Ohio, and Pennsylvania farm papers to help tell 
your story — local photos, testimonials, prices, terms, local 
dealer listings and local mat service to newspapers. We can 
insert these compelling local advertising approaches easily 


since we print by gravure, Send for our 
booklet, “Put Yourself on His Shop- 
ping List with STRAIGHT-LINE 


ADVERTISING.” 


for your copy. 


THE OHIO FARMER « 


FARM MARKET BOOKLETS 
DEFINE YOUR OPPORTUNITY 


The up-to-date picture on trucks, 
autos and farm equipment ownership 
will affect your selling strategy. Write 





MICHIGAN FARMER « East Lansing, Michigan 


Cleveland, Ohio 


PENNSYLVANIA FARMER «+ Harrisburg, Pennsylvania 


GARAGE GALLERY 






- 


5 
aH 


+ 


< 


ao 






2 


G 


“{t gets ’em off our backs.” 


ad predicting that higher prices 
would follow the steel settlement. 

“So a word to the wise,” the ad 
concluded. “A wise man will agree 
that this is a good time to buy a 
car.” 

Another Drennen ad declared that 
the firm had sold 5,559 cars in 1959. 
The ad continued: “There’s a rea- 
son. Drennen is—and always has 
been—competitive in price. Drennen 
is big enough to trade your way. 
What’s more, Drennen backs up a 


trade in every way.” 
+ * * 


About Transmission Repair 


ITY Chevrolet-Oldsmobile, Ltd., 
Hamilton, Ont., promoted trans- 
mission service with a full-page 
newspaper ad that answered ques- 
tions about automatic-transmission 
repair or replacement. 
Under the caption, “These Are 
The Facts,” the dealership stated: 
“City Chevrolet-Oldsmobile has 
recently completed an extensive 
survey to prove conclusively that 
the widely spreading practice of ex- 
changing defective automatic trans- 
missions with rebuilt units is more 
costly to the owner than if the own- 
er’s own transmission had been re- 
| paired by our capable and qualified 
mechanics. 
“The repairs of 129 consecutive 
units were studied and we have 
published the actual average cost 


With New Device ... 





Lab Tests 


BUFFALO.—Cornell Aeronautical 
Laboratory, Inc., has unveiled a de- 
vice which permits laboratory stud- 


speeds. 

Scientists said results of stud- 
ies using the device could bring 
safety changes in automotive de- 
sign. 

The device consists of the car 
body of a standard 1956 Ford four- 
door sedan mounted between two 
turntables. 

The turntables have sufficient 
power to rotate the car 90 degrees 
from the horizontal in less than a 
second. Ninety-degree rolls or com- 
plete roll through 360 degrees can 
be simulated. 

During testing, dummies with 
joints simulating those of the 
human body were placed in the 
front seat of the vehicle. 

One dummy was scaled to repre- 
sent the average American male, 
weighing 160 pounds and five feet, 
nine inches tall. Another dummy 
was scaled to represent the average 
6-year-old child. 

Heads of both dummies were 
chalked to help determine actual 
impact points during the rollover. 
High-speed cameras recorded the 
dummies’ movements. Later, the 
films show in slow motion every 
bump the dummies took. 

The tests showed that an auto- 
mobile occupant’s head usually 
strikes some part of the car’s inte- 
rior in the first 90 degrees of roll. 
They also showed the driver’s head 








Delta Dealers Elect 
Cruchter President 











comparison below—a saving cf al- 
most 50 percent in the case of 
Powerglide and Turboglide. We ask 
you to check them and prove to 
yourself that it is definitely to your 


——.____| advantage to have your transmis. 


sion repaired by our expert tech. 
nicians using the most highly deve}. 
oped equipment available.” 

* of * 


Business Bait 
Free Fishing Equipment 
Given with Tuneups 


A" OFFER appealing to fisher. 
men stimulated service business 
at John Thomas Motors (Ford), 
Gadsden, Ala, 

The concern advertised a tuneup 
special on all makes and with each 
job offered to give a free casting 
rod or reel or a 12-foot pole and 
line outfit. Response was terrific, 
according to Bob Ducey, service 
manager. 

The tuneup special consisted of 
a major job, running $8.95 for a 
six-cylinder, $11.40 for an eight. 
cylinder, two-barrel carburetor 
and $14.95 for an eight-cylinder, 
four-barrel carburetor. Parts were 
extra. 

Ducey said he bought the glass 
rods and reels out of a wholesale 
catalog at 92 cents each and had 
to reorder two times, 

As an added incentive to the me- 
chanics, rod and reel bonuses were 
offered to them during the time the 
items were being offered to the 
public. The prizes were for exceed- 
ing last year’s figures and for extra 
sales of parts and accessories. 

During the time the tuneup spe- 
cials were offered, the concern 
showed a 50 percent increase in 
other service work, including brake 
adjustments, wheel alignment, 
painting and undersealing. 

* * + 


Wash While Out 
RONTIER RAMBLER, Fort 
Worth, offers a free car wash 
while customers take a free dem- 
onstration ride. 





Rollovers 


almost invariably will hit the side 
or roof of the vehicle. 
“Our tests showed definitely that 


ies of what happens to occupants) body restraining devices such as 
of a car which rolls over at high| seat belts are very effective in pre- 


venting head injuries,” Norris E. 
Shoemaker, project engineer, said. 

As a result of the studies, Cor- 
nell Lab scientists have recom- 
mended the sides and roofs of 
automobiles be padded to reduce 
injuries. 

They further suggested the steer- 
ing wheel and post be redesigned to 
reduce the danger of injuries. They 
urged also that automobile roofs 
be “considerably strengthened” to 
avoid caveins during rollover. 


Rengers to Handle Lark 
DETROIT.—Rengers Sales & 
Service (Studebaker) has opened at 
10210 Chalmers. 





Art Jurors— 
Outdoor host greets automotive repre 


CLEVELAND, Miss.— The Delta| sentatives at the 28th National Competition 


Automobile Dealers Assn. has elect- 
ed Russel Crutcher, Cleveland, as 
president. 

Chester Watson, Shelby, and 
Doug Hemphill, Indianola, were 
elected vice-presidents and Vernon 
Beard, Indianola, was named secre- 
tary-treasurer. S. E. Kossman, 
Cleveland, was appointed publicity 
director. 


of Outdoor Advertising Art, sponsored by 
Art Directors Club of Chicago; Felix W- 
Coste, president, Outdoor Advertising 
Inc., with competition jurors Willis J. Olé 
field, advertising and promotion director 
AC Spark Plug division, General Motors 
Corp., Flint, and Arthur T. Lougee, of 
director-publications, Ford Motor Co., Dear 
born, and president of National Society of 
Art Directors. 
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OUR 
MONTHLY 
PROFIT 


POINTERS 


timely, interesting, always useful—another extra service from Associates 





This is the first page of the latest issue of ‘Profit Pointers,’ a four-page letter that we 
mail free to dealers all over the country. It’s mostly advice and comment (plus a few 
predictions) on the aspects of our business that we all think about a lot but never discuss 
much. Everybody tells us they like it, and we’d be glad to send you a copy. 

One more offer: we’d also like to show you the Associates’ brand of financial service— 
fast, complete, and experienced—that has been so well received in the past. “Profit 
Pointers” and full details can be had from our local representative. Call him today. 


ASSOCIATES eevee 
SOUTH BEND, INDIANA 


ASSOCIATES DISCOUNT CORPORATION + ASSOCIATES DISCOUNT (CANADA) LTD. * EMMCO INSURANCE COMPANY 












THE NEW CAR SALESMANAGER — A CHECK-LIST OF RESPONSIBILITIES 


ing un- 


NO ONE SEEMS 
TO HAVE ENOUGH TIME! We are accused of working». 4, 


necessarily ha 
rd at the importan 
cr wrong things, neglecting the 
eet ar” a general state of S01 f-confusion. tension — flying >¥Y 
Of our pants. But — 
ay that if 


Men who make a car s 
' eer of im ment efficiency 
bite 2 detail a job, any tek els eee what it includes. ost, ie: 
ee and pieces — it's often surprising how much easier the 
much less confusion there is in doing it! 
salesmanager 


Take New Car Sales Ma r 
nagement, for example. Does you Have 
know exactly what's eupee ted of him? Or are you doing HIS job! 
you spelled it out beyond generalities? 
s will be 


If you're interested, the Check-List on the following Page 
helpful in detailing the job in a tenth of the time it would 
Ordinarily take. All you do is — 


Cross out items on this list that do not apply to th 
or want to! BUT — don't eliminate responsibilities 7 ". 
turn over to, or share with, a salesmanager. And don't 
Salesmanager while you're doing this — think of the 

r own, 


After you've made deletions, perhaps some additions of you ang 

you'll have a tailor-made outline of the JOB of new car salesmanasé 

as you see it — for your dealership. a 
for measuring 


You'll find this kind of outline useful: As a guide ae 
qualifications of a present salesmanager or & yardstick for BAriné 
new one...in delegating additional authority to a sales Se ieenanager 
in splitting responsibilities between yourself and weet 

...a8 @ reminder to your salesmanager (or yourself) © 


responsibilities... 


a ou operate 
o wey like to 
hink of your 


ide for 
...it can be the basis for training a salesmanager—_Or & gu te 
letting the salesmanager know WHICH RESPONSIBILITIES - — o ARE 
CLUSIVELY, which are on a "CONSULT THE BOSS FIRST basis. 


TO BE HANDLED JOINTLY, which are YOURS! 


THE CHECK-LIST OF SALES RESPONSIBILITIES include ‘4m of 
the duties of new car sales management in Seven Major Fiel A$" 
Activity! Which ones are essential in your operation, who 8 
handle them (dealer or salesmanager) are your decisions! 


3 substantially all 


ASSOCIATES INVESTMENT CO.-ASSOCIATES 
OISCOUNT CORP.-ASSOCIATES OISCOUNT 
(CANADA) LTO.-EMMCO INSURANCE CO. 








1903 to 1960— 


W. L. Hughson, 91, Ford Motor Co.'s 
first dealer, shows picture of 1903 Ford to 
Rock Island Lines trainmen in Chicago 
while en route to Washington, D. C., to 
attend the recent NADA convention. Hugh- 
son, still active in his San Francisco Ford 
dealership, is believed to be the world's 
oldest automobile dealer. The “‘horseless" 
buggy in the photograph is the original 
Model A, the first model that Hughson sold 
for Ford. 


AUTOMOTIVE NEWS, FEBRUARY 22, 1960 


Capsule Reports .. . 


Auto News in Brief 


DETROIT.—General Motors has| according to Louis I. Hadden, pres- 
announced the contribution of $15,-| ident. It will occupy over 50,000 


000 to the 1960 Junior Achievement 
Fund Campaign in southeastern 
Michigan. 

Louis C. Goad, GM 
vice-president, said that GM “is 
vitally interested in helping young 
people learn the economic facts of 
life by practicing them; we want to 
be certain that the competitive 
enterprise system is carried on.” 

+ * * 


Starrett Branch Opens 


LOS ANGELES.—L, S. Starrett 
Co. announces the opening of a 
new branch office and warehouse 
at 5946 E, Washington Blvd. 

om a + 


New Plant for Standard 


EVANSTON, Ill.—A new plant, at 
Lee and Grey Sts. here, will be 
completed for occupation by Stand- 
ard Mfg. Corp. late in February, 
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SEARS TAD ww 


is the 


lightweight 


ility box 


safe way to 


package and ship any mite-size product 


or family of products. It is reusable, too 


In 17 sizes and 


tions plus wide range of colors 


compartment 


varia- 
Trans- 


parent plastic utility boxes also available 


in 24 sizes and compartment variations 


For new catalog 


samples and prices 


write 
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PLASTICS, 'nc. 


16 Boright Ave. . Kenilworth, New Jersey . BRidge 2-6400 
Some sales territories still available to qualified representatives. 





square feet. Standard manufactures 


illuminated plastic signs. 
* * + 


executive | food Machinery & Chemical 


Enters Epoxy Resin Feld 


NEW YORK.—Entry of Food 
Machinery & Chemical Corp. into 
the field of epoxy plastics was re- 
vealed in an announcement that 
the company has developed and will 
introduce a series of epoxy resins. 

Kenneth Wanderer, manager of 
FMC’s epoxy department, said, “We 
believe these new resins _ will 
broaden markets for epoxy type 
materials and eventually lead to 
a substantial increase in the pres- 
ent 35-million-pound market.” 

+ * * 


Oil Industry Spends 


$13 Billion in 2 Years 


NEW YORK.—A joint survey 
by the American Petroleum In- 
stitute, the Independent Petrol- 
eum Assn, of America and the 
Mid-Continent Oil & Gas Assn., 
indicates the petroleum industry 
spent $6.5 billion in 1955 and $7 
billion in 1956 for exploration, de- 
velopment and production. 

The amounts do not include 
Federal, State and local taxes, 
interest payments, or returns to 
investors. Were these included, 
the survey indicates, total outlays 
would have been greater than 
total receipts in these years. 

* * * 


Ford of Canada to Establish 


Subsidiary in South Africa 


TORONTO.—Ford Motor Co. of 
Canada, Ltd., will set up a subsidi- 
ary company in Rhodesia to build 
and sell autos, according to K. E. 
Scott, executive vice-president, 


A car-and-truck assembly plant, 
offices and service-parts facilities 
will be built in the city of Salisbury 
with a total investment of $3,500,000, 
he said. The project is scheduled 
for completion early in 1961, 

* x * 


3M Branch in High Point, N.C. 


Moves Into New Building 


HIGH POINT, N. C.—Operations 
of the High Point branch of Min- 
nesota Mining & Mfg. Co. have 
been moved to 3M’s new building 
here, according to W. E. King, 
branch office manager. 

The building at 2401 Brevard St. 
includes 12,000 square feet of air- 
conditioned offices and 33,000 square 
feet of warehouse space. The branch 
services North and South Carolina 
and Virginia. 

+* * * 


Esso Claims World Mark 


For ‘Cat’? Plant in Louisiana 


BATON ROUGE, La.—Esso 
Standard has claimed a world rec- 


DeSoto to Host 
36 Top Dealers 
At Florida Fete 


DETROIT. — Thirty-six dealers, 
two from each of DeSoto’s 18 sales 
regions, will be guests of the fac- 
tory during the Hernando DeSoto 
celebration in Bradenton, Fila., 
March 20-27, according to James 
L. Wichert, DeSoto advertising and 
sales promotion director. 





The first annual $40,000 invita- |. 


tional golf tourney will be a high- 
light of the annua] celebration, 
which commemorates the Spanish 
explorer’s landing near Bradenton 
more than 400 years ago, 

More than 150 of the nation’s top 
professional and amateur golfers 
will play in the tournament, Wich- 
ert told a group of Detroit press, 
radio and television representatives. 

The tournament will be Florida’s 
richest and one of the top 10 in 
the country, he said. It will be 
cosponsored by DeSoto, the Con- 
quistadores (producers of the De- 
Soto pageant) and the DeSoto 
Lakes Golf and Country Club, 
where the event will be held. 

Sales achievements will decide 
which dealers will make the trip 
to Bradenton, Wichert said. 

—JoHN E, WALSH 





ord for one of the big “cat” plants 
at its Baton Rouge refinery. 

By operating continuously for al- 
most four year (1,399 days), Esso 
said, the unit surpassed by 334 days 
the former mark set about two 
years ago by a catalytic-cracking 
unit at the Lake Charles (La.) re- 
finery of Cities Service. The fluid 
catalytic-cracking process is especi- 
ally important to the production of 
blending components for high-oc- 
tane automotive and aviation gaso- 
line, Esso said. 

* + o 


Dow Cuts Rubber Prices 


MIDLAND, Mich.—Dow Corn- 
ing Corp. has cut prices of all its 
Silastic LS (fluorosilicone rubber) 
stocks by about 25 percent, This 
reduction drops the price of these 
oil, fuel, and solvent resistant 
silicone rubbers to less than 50 
percent of their original price of 
$30 a pound, the firm said. 

of a * 


Fairbanks, Alaska, Slaps 


Property Tax on Autos 


FAIRBANKS, Alaska.—Autos will 
be subject to personal property 
taxation here in 1960 for the first 
time, 


City Assessor Harold Babber] said 
that based on the present tax rate 
of 15 mills, the owner of a $3,000 
car will pay $45 instead of the flat 
$10 formerly collected for wind- 
shield stickers. 

*” * * 


Carrell, Chevrolet Dealer, 


Elected to Calif. Legislature 


SAN FERNANDO, Calif. — Tom 
Carrell, Chevrolet dealer in San 
Fernando, has been elected an as- 
semblyman in the Legislature. 

Carrell, a Democrat, won over 
Republican Willard Cross, San Fer- 
nando mayor, in a special election 
called when Gov. Pat Brown ap- 
pointed incumbent Allen Miller a 
Superior Court judge. 

+* * a 


Autolite Racing Unit Names 


Sales Chief, Coast Branch 


TOLEDO.—Fran Hernandez, vet- 
eran of driving, building and equip- 
ping race cars, has been named 
sales director of the new racing di- 
vision of Electric Autolite Co, 

The division has also retained 
Bill Stroppe and Associates, Long 
Beach, Calif., to serve as the West 
Coast branch of the division. 

* * a 


Long-Distance Sale 


ASHEVILLE, N. C.—Harry D. 
Blomberg, president of Harry’s 
Cadillac-Pontiac Co., Inc., recent- 
ly delivered a new car to an Air 
Force officer in Istanbul, Turkey. 

* * * 


Low-Cost Nylon Tire 


Announced by Goodyear 


AKRON.—Goodyear Tire & Rub- 
ber Co. announced that it is intro- 
ducing a low-cost tire with nylon 
cord. 

Called the “3-T Nylon All- 
Weather,” it will be offered in 
five sizes—6.00x16, 6.70x15, 7.10x15, 
7.60x15 and 7.50x14. Goodyear said 
prices will start at $13.95 with a 
retreadable tire tradein. 

* * * 


Toyota Plans Dutch Plant 


LONDON.—Toyota Motor Coa., 
Japan, is planning to establish a 
Dutch subsidiary to assemble its 
Corona model in the Netherlands, 
according to British trade sources. 
The six-cylinder car will compete 
in Europe with U. S. compacts, 
these sources said. 

* * * 


Pay Tax Withholding 


Approved in Georgia 


ATLANTA.—Gov. Ernest Vandi- 
ver has signed into law a state in- 
come tax withholding measure. 

Almost everyone working in 
Georgia will have state income 
taxes deducted by the employer on 
a payroll basis. Revenue officials 
estimate the new system will add 
about 177,000 new names to the tax 
rolls and will bring in $2% million 
more revenue annually. 

* * * 


Albion Malleable Merges 


With Muncie Foundry 


ALBION, Mich.—Shareholders of 
Albion Malleable Iron Co. and Mun- 
cie (Ind.) Malleable Foundry Co. 
have approved a merger that will 
boost Albion Malleable’s productive 
capacity an estimated 35 percent 
to keep pace with auto production. 

The Muncie foundry will function 





—— ae 
as a division of the 71-year-old A} 
bion Malleable Iron Co., accor 
to Collings L. Carter, Albion Malle 
able president and general manage, 
Ralph J. Whitinger, former preg. 
dent at Muncie, will be a directo 


of the surviving corporation. 
* + 7 





Economy Nylon Tire 
Announced by Firestone 


AKRON. —An economy-priceg 
nylon tire has been announced ly 
Earl B, Hathaway, sales vice-pre. 
ident of Firestone Tire & Rubbe 
Co. 
Called the Firestone Champion 
Nylon, it will be manufactured ip 
both black and white sidewalls fh 
6.70, 7.10 and 7.60x15 and 6.00xi§ 
plus a new size, 7.50x14 for 1957 and 
more recent automobiles. 

* * * 


Gabriel of Canada Formed 


TORONT O—Establishment o 
Gabriel of Canada, Ltd., as a jointly 
owned Canadian company of Gab- 
riel Co., Cleveland, and Van De 
Hout Associates, Inc., Toronto, has 
been announced by John H. Briggs, 
Gabriel president, and J. B. Van 
Der Hout, president of the Canadian 
firm. 
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IMMEDIATELY 





announce weekly 


seminars 
inthe SUN! 


growth of new cat 
dealer enrollment 
demands 52 rather 
than former schedule 
of 24 annual seminafs 


Requests from new car dealers, t 
schedule attendance at CARS Rental 
System’s Seminars in the Sun, have 
outpaced expected interest. To adjust 
to this rapidly expanding enthusiasm 
for CARS method of renting, leasing 
and financing, the System’s Educ 
tional Board is more than doubling 
the number of annual sessions. This 
move insures that the enrollment @ 
each Seminar can be small enought 
permit individual attention to th 
problems of each new car dealer it 
attendance. 


With the Seminars conducted weekly 
—on Tuesday, Wednesday and 
Thursday—it is the hope of th 
Board that attendance can be limited 
to twenty persons. Each dealer can 
thus be a more active participant and 
leave with a more intimate under 
standing of leasing and financing # 
it relates to his own local area. Being 
graduated from a small class, he wil 
also have a closer relationship with 
CARS members from other areas 
and gain a quick understanding of 
the benefits available through this 
nationwide organization. 


The Seminars are under the joit! 
sponsorship of the University % 
Miami and CARS Rental System 
Sessions are held at the Galt Occal 
Mile Hotel, Fort Lauderdale. 


Phone LOgan 6-4321 
or write for reservation 


—Loar1_ 


RENTAL SYSTEM 


Lease Leaders of the World 


Box 7126 Sunrise Station 
Ft. Lauderdale, Florida 
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THERE’S A NEW THOROUGHBRED IN THE CHEVY STABLE 


Totally new TILT CAB models fill out CHEVY’S line of best selling trucks for ’60 


I-beam shimmy and wheel fight for easier handling. A ride 
that cradles the load and the driver; allows faster safe speeds 
to get more work done in a day’s time. 

From tilt cabs to tandems, from Step-Vans to stakes. 
and pickups, in every weight class, Chevrolet’s totally new 
model lineup for 1960 will soon be making hauling history 


These new Chevy tilt cab trucks are designed to capture 
an even greater share of the truck market for Chevrolet 
dealers. With a short new design for bigger profit hauling... 
more compactness for better maneuverability, easier main- 
tenance, bulldozer brawn, better weight distribution with 
greater payload capacity on the front suspension . .. Chevrolet’s 


new tilt cab trucks are built like “tilts” should be built! 
They’re off and running in the medium- and heavy-duty 
weight classes. And like Chevy’s conventional light-, medium-, 
and heavy-duty trucks for ’60, every stride they take is 
cushioned by Torsion-Spring Ride. It’s a ride that eliminates 


160 CHEVROLET S 


by setting new standards. for performance, durability and 
economy. They’re keeping costs down for the men who 
use them . . . profits up for the Chevrolet dealers of America 
who sell them. . . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


TRUCKS - 














using a durable vinyl insulated 
heating wire unit, mounted on a 
wooden frame, and placed under- 
neath the auto engine. Plugged into 
a standard 110/120 volt house cur- 
rent outlet, the unit provides suffi- 
cient localized heat to prevent ice 
formation in the engine’s cooling 
system. 

Insulation is of Geon vinyl, a 
product of B. F. Goodrich Chemical 
Co. The heating wire unit is made 
by Edwin L. Wiegand Co., Pitts- 


WHEEL BALANCER—Dynamic Center En-| burgh. 


gineering Co., Norcross, Ga., has introduc- 
ed two adaptors, which the company states, 
will permit its Flite-Positive users to ac- 
curately balance the sports car and Volks- 
wagen wheel assemblies. The sports car 
adaptor consists of one part—a different 
size cone for use in place of the regular 
upper cone furnished with the balancer. 
The sports car cone is designed similar to 
the standard one, yet is of a size to fit all 
of the wheel assemblies on foreign and 
American cars, except the Volkswagen 
which is handled with another type of 
adaptor, it is claimed. 


* * * 


Machinist Vises 


A series of machinist vises, said 
to be 50 percent stronger and heav- 
ier at major stress points including 
handle and swivel locking slide bar, 
has been introduced by Wilton Tool 
Mfg. Co., Inc., 9525 Irving Park Rd., 
Schiller Park, Ill. Eight vises range 
in jaw-width size from 2% to 8 
inches, the firm said. 


* * * 








Nylon Pressure Hose 


A lightweight, durable and non- 
corrosive nylon pressure hose de- 
signed for wide use in the automo- 
tive field has been marketed by 
Polymer Corp., Reading, Pa. The 
Nylaflow pressure hose is engineer- 
ed for improved hose performance 
in such applications as hydraulic, 
lubrication and other systems in 
the automotive field. 

* 


Safety Cushion 
A padded cushion, which mounts 
on struts in front of the dash on 
the front-seat passenger’s side and 
is said to prevent injury in crashes, 
is offered by Surrey Motors Corp., 
Northern Blvd. at Fiftieth St., Long 
Island City, N. Y. 
cm 





* 












RECORD PLAYER — A 45 r.p.m. record 
player that is said to fit under the dash of 
all cars and trucks has been announced by 
J. L. Bagarry Jr. Import-Export, 2755 Lib- 
erty, Beaumont, Tex. The unit is operated 
by pushing the record into the front open- 
ing of the set. From there it is automatic 
such as switching on, cleaning the needle, 


* + 


Cooling-System Cleaner 
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NEW PRODUCTS 




















LIFT—A frame engaging pneumatic lift, 
called the Commando, has been announced 
by Curtis Mfg. Co., 1905 Kienlen Ave., St. 
Lovis 33, Mo. Designed for use on virtually 
all cars and trucks, the unit is said to 
reach all lifting areas designated by the 
manufacturer, regardless of frame or chas- 
sis type. This is said to be due to the lift's 
telescopic swinging arms. The lift is said 


to have an 8,000-pound lifting capacity. 
* * x 





SOCKET SET—Fleet Easy-Pik socket sets 
have been announced by Penens Too! 
Corp., Schiller Park, Ill. All tools are kept 
in their correct places by “exact-fit con- 
tours” which are shaped to the outline of 
each tool. Socket sets are available in 4, 


¥% and \-inch square drives—either indi- 
vidually or on a five-set merchandiser. 
1 a 





setting the needle arm on the disc, play- 
ing, switching off and rejecting the record, 
it is claimed. The unit is 9 inches wide, 11 
inches long and 8 inches deep. 

es «2 








Flush Master, said to remove rust, 
grease, dirt and loose scale from a 
cooling system in 30 minutes, has 
been marketed by Rust Master 
Chemical Corp., 175 Union St., Wor- 
cester 8, Mass. 

* 






* * 


Plastic Repair Panels 


A series of plastic repair panels 
for steel auto bodies has been an- 
nounced by Simplex Plastic Prod- 
ucts, 25126 Ford Rd., Dearborn, 
Mich. 


x * * 


Bumper Jack for Imports 

A bumper jack said to be designed 
specially for foreign and sport cars 
has been announced by Watervliet 
Tool Co., Broadway and Lawn, Al- 
bany, N. Y. The jack is delivered 
with a special rod suitable for side 
lifting of most foreign cars, the firm 
said. 





LUMBER CARRIER—The DeKalb 16-foot 
“Open Well" Lumberjack is now standard 
with removable cross members. For normal 
use the cross members are installed in 
special brackets over the area. For added 
versatility cross members can be removed 
and stored forward in a special housing, 
opening up the entire expanse of the well 
area. Additional items include a larger 
driver cab and increased visibility. An 11- 
inch tail gate is available as optional 
equipment. Other optional items, includ- 
ing side compartment, stake racks, heater, 
directional signals and painting, continue 
to be available on the models. DeKalb 
Commercial Body Corp., Garden St., De- 
Kalb, lil. 





COMPRESSOR—A trailer-borne compres- 
sor, which is said to deliver pressures re- 
quired for airless spray painting and any 
large maintenance job, has been announc- 
ed by DeVilbiss Co., Toledo 1, O. This 
6-horsepower trailer compressor will de- 
liver 15 cubic feet per minute at 80 pounds 
pressure and 13.5 cubic feet per minute at 
125 pounds pressure, it is said, sufficient 
to operate the new airless spray systems. 
Mounted on a sturdy, but lightweight boat- 
type trailer, the unit is said to be easy to 
haul and easy to handle. Compressor fea- 
tures include two-cylinder, single-stage 
pumps; forced air cooling; ball bearing 
construction; automatic, megsured feed oil- 
ing; quick-acting valves, and automatic un- 
loader which is adjustable and which can 
be set for either normal or high pressure 
operation. 









CORVAIR GRILLE—A grille for the Chev- 
rolet Corvair has been announced by 
Swaney Williams, 2929 N. Ontario St., 
Burbank, Calif. Complete with all hard- 
ware, including five self-tapping screws, 
the grille is made of stainless steel. 

* » * 


Portable Engine Warmer 


Helps Prevent Freezeups 


Winter freezeups of automobile 
engines can now be prevented by 





WHEEL COVER—The knock-off spinner 
used by racers for quick wheel change is 
featured on the latest wheel cover an- 
nounced by NAMSCO, Inc., Bellwood, Ill. 
Die-cast knurled hub with fitted wing lugs 
juts from the deep-drawn center of the 
cover. Designated No. 1-14 and 1-15, the 
cover is available in 14 and 15-inch sizes. 

> 2 © 


CLAMP—Designed to give the automo- 
tive serviceman a way of mounting and 
clamping wires or cables is the Straplock, 
a self-locking clamp announced by Belden 
Mfg. Co., Chicago 80, Ill. The double-end- 
ed, fluted studs anchor firmly into the cab- 
inet, panel, or sheet metal surface on one 
end and provide a positive lock for the 
clamp itself at the other end, it is said. 
These one-piece, self-locking clamps re- 
quire only a mounting hole for installation. 

eo. 


GE Says Tool Minder 


Saves Mechanics’ Time 


The G-E Tool Minder, a steel tray 
that fits securely on radiator caps, 
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holds almost all tools normally 2 
needed by the serviceman when P 
working under the hood of the car, 
according to General Electric’s Min- v 
iature Lamp department, Nela n 
Park, Cleveland 12, O. e 
The Tool Minder fits over the . 
radiator cap and a twist to the right d 
or left locks it firmly in place, the E 
firm said, and can be turned in any V 
direction without danger of falling 
off. The mechanic saves time, steps, a 
and there is less chance of his leav- & 
ing tools under the hood, GE added. 
* + * 
. TIRE CHANGER—Big Four Industries, H 
Heavy Tire by McCreary Inc., Fostoria, O., has announced an air. a 
Development of a new “Super Hi-| power tire changer, model LCP. Features a 
Tred” tire for heavy trucks is an-| are said to include a drop-lock that locks mr 
nounced by McCreary Tire & Rub-| when it is dropped; two-in-one roll-on, m 
ber Co., Indiana, Pa. roll-off mount-demount tool with small boll Vv 
Se end to prevent damage to beads in de. sé 
Ambulance Parts mounting; ratchet adjustment fitting 10 sé 
¥ _| through 19.5-inch tires and safety-contow Ci 
aoe ee ie ee ae bead breaker that is said to free beod D 
Miller-Meteor Division, Divco-| “'h one stroke. af 
Wayne Corp., Bellefontaine, O. = 
* * * er 
Grille Repair Caps Made di 
For °54 Chevy, ’53 Ford x 
Grille repair caps for 1954 model a 
Chevrolets and 1953 Fords are being e 
marketed by Detroit Grille Mfg. Co., | 
258 E. Vernor, Detroit 1, Mich. The a 
caps are chrome-plated and come in Ki 
pairs, the firm said. in; 
The caps fit easily over the| ~ r 
rusted-out section of the grille that}; eo 
extends around the fender, the firm ni 
added, and can be installed quickly,| tirE GAUGE—The Pi-Meter is a fire ’ 
with no grille removal, welding OF| gauge designed to replace the dust cop. § an 
alterations required. It weighs % ounce and can be fitted to m: 
: = “ any wheel without upsetting the wheel bol- Th 
Third Refuse Body ance, it is said. The Pi-Meter is not affected W. 
Added to Daybrook Line by rough treatment and requires no main- vel 
tenance, it is claimed. Simple finger pres sal 
An 18-cubic-yard Power Packer'| sure releases the gauge mechanism and & me 
refuse collection body has been| enables the tire pressure to read. After \ 
added to the Daybrook line, &C-| reading the gauge, the mechanism avic # R. 
cording to Daybrook Hydraulic Di-| matically returns to its zero position. The ope 
vision, Young Spring & Wire CorP.,| pi-meter can be delivered for tire pressures @ ers 
Bowling Green, O. of 14 to 24 pounds per square inch, ond @ fie! 
Daybrook now has three rea@r-| 26 to 33 pounds per square inch. Efke — de: 
dese ceanaitien tae Gon euan. Werke FritzKiehn, GmbH, Trossingen, Ger § tec 
- , the hb 
Several modifications also have|” ” ws 
been made to all three models, Day- age 
brook said, including a standard H 
45-degree dumping angle and sev- ad 
eral body dimension changes. E 
* + + Bla 
Exide Offers New Line Ke 
A new line of commercial batter- acc 
ies has been announced by Exide age 
Sales, Automotive Division, Electric SIS. 
Storage Battery Co., Cleveland, O. F 
. ¢ 6 lati 
Finger Wrench pub 
Beaver Tool Co., Box 256, Hunt- Jee 
ington Station, N. Y., has intro- . 
duced the “Touch ’n Hold” wrench Bel 
which it says enables the user to 
reach into snug, narrow, remote or 
hidden working areas and hold a 
- 2 a > a DRIVEWAY SIGNAL—An electric drive 
wrench is eat like a ring a the way signal unit for automotive service & 
finger without restricting the free| tions has been announced by Aro Equip 
motion of the hands or fingers, the| ment Corp., Bryan, O. This signal bell H 
firm said. said to ring the instant a car enters the & pro 
service bay area. It uses electricity only # nolc 
when ringing and will not continue to ring 1958 
should car wheels stop on hose. All parts = 
and control switch are enclosed by bell ona 
on a 6% by 6-inch panel. Operates % § go 
110 volt AC electrical current. was 
in 1 
ord 
P) 
the 
perc 
of 4 
Fe 
$122 
447,0 
$126, 
1959. 
1959 
WHEEL BALANCER—A wheel balancer $11,2 
that is said to eliminate old “trial and and 
error" methods has been introduced by of 19 





Bee Line Co., Davenport, la, The model 
3200 Balancer emphasizes both ease of 
operation and precision of balance. Both 
static and dynamic balance are accurate | @ 
to less than the weight of a single wheel 
weight clip, it is said. The balancer indi- 




















cates the exact weight size and exact ann 
weight location. Wheel weight size is in- Se 
dicated on separate scales corresponding LITTER BAG—The Auto Butler is desig * 
to wheel size. The model 3200 Balancer| ed to fit on all cars. Self-suspending, pore 
covers a range of speeds to over 100/ litter bag has a 125-cubic-inch capacity: rr 
m.p.h, and will balance car hubs, drums| Made of vinyl, it is said to be washable 

and wheels. Wheels may be balanced with| and removable. Athena Industries, 57 E a 








or without hubs. Ohio St., Chicago 11, Ill. 








chs 
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Dodge Releases 
Current List of 


Top Executives 


DETROIT.—Dodge released last 
week an up-to-date list of executive 
personnel, as follows: 

M. C. Patterson, Chrysler Corp. 
vice-president and division general 
manager; W. J. Bird, assistant gen- 
eral manager; L, F. Desmond, ex- 
ecutive assistant; L, J, Ouellette, 
director-d ealer relations; Ww. E. 
Bartlett, manager-personnel; R, DD. 
Widell, manager-programming. 

J. B. Naughton, general sales 
manager; V. W. Mourning, man- 
ager-dealer finance; G. A. Bilque, 
manager-distribution; P, E, Butch- 
er, manager-dealer placement; ee 
Herman, manager-business man- 
agement; M. W. Chamberlain, man- 
ager-market analysis; E. R. Noble, 
manager-fleet sales; W. L. Brenton, 
manager-sales administration; 
W. C. Hanway jr., manager-truck 
sales; H. J. Johnson, Eastern area 
sales manager; A, G. Kirchner jr., 
Central area sales manager; J. A. 
Doherty, Midwest area sales man- 
ager; E. J. Newton, Southern area 
sales manager; J. F. Hansen, West- 
ern area sales Manager. 

G. W. Gibson, chief engineer and 
director-product, car; R, D, Engle, 
manager-car engineering; O. F. 
Keeler, manager-car product plan- 
ning analysis; J. E, Frey, manager- 
car volume planning. 

S. J. Tompkins, chief engineer 
and director-product, truck; M. R. 
Krause, manager-t ruck engineer- 
ing; G. F. Butts, manager-truck 
product planning analysis; F. L. 
Sage, manager-truck volume plan- 
ning and program timing. 

W. D. Moore, director-advertising 
and sales promotion; H. F. Connell, 
manager-shows and exhibits; A. C. 
Thomson, manager-car advertising; 
W. G. Osborn, manager-truck ad- 
vertising; R. L. Shugg jr., manager- 
sales promotion-car; D, S. Maddock, 
manager-sales promotion-truck, 

W. M. Spencer, director-service; 
R. H. Kline, manager-Eastern field 
operations-Dodge franchised deal- 
ers; J. W. Fariey, manager-Western 
field operations-Dodge franchised 
dealers; M. R. Maurer, manager- 
technical services-car and truck; 
Henry Williams, manager-car cus- 
tomer services; C. G. May, man- 
ager; truck customer services; 
H, W. Jones, manager-warranty 
administration, 

E. R. Ross, comptroller; W. S. 
Blake, manager-truck finance; K. H. 
Kerr, manager-profit analysis and 
accounting; J. G. Kaucheck, man- 
ager-price and product cost analy- 
sis, 

F. W. Wylie, director-public re- 
lations; R. N. Wright jr., manager- 
public relations; R, L. Smith, man- 
ager-New York news bureau; 
Jack McFarland, manager-Los An- 
geles news bureau. 


Highest sales, net income and 
production in the history of Rey- 
nolds Metals Co. were reported for 
1959 by R. S. Reynolds jr., president. 

Net sales totalled $489,263,000, 
compared with $445,549,000 in 1958 
and the previous record of $446,579,- 
000 in 1957. Net income for the year 
Was $44,761,000, against $39,364,000 
in 1958. The previous earnings rec- 
ord was $41,240,000 in 1956. 

Primary aluminum production for 
the year totalled 545,081 tons, an 11 
percent increase over 1958’s peak 
of 492,886 tons. 

Fourth-quarter sales totalled 
$122,981,000, compared with $112,- 
447,000 in the same 1958 period and 
$126,796,000 in the third quarter of 
1959. Profit for the last quarter of 
1959 was $14,678,000, compared with 
$11,293,000 in the final 1958 quarter 
and $10,314,000 in the third quarter 
of 1959 

* * 


Eaton Earnings, 


Sales Set Records 


Eaton Mfg. Co. reported record 
Sales and earnings for 1959. 

Sales totalled $287,332,079, up 45.2 
Percent from the $197,836,672 in the 
Preceding year. 

The profit figure was $17,268,807, 
more than double the $7,955,767 
earned in 1958. 
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gets you out of the woods fast! 


If you can’t see the forest for the trees anymore, with a floor full of look-alike economy cars that shake, rattle and 
roll...see the big mark-up SKODA cars fast! Both the twin carburetor Sports Convertible and incomparable 
Sedan are built from the ground up... with a wrap-a-round safety steel body and tubular steel chassis, finished with 
14 coats of gleaming enamel. Remember, SKODA is one of the world’s leading steel fabricators. And these cars look 
it. The Sedan is 650 Ibs. heavier than its competitors priced hundreds higher. The Convertible is easily priced $900. 
lower than it should be. And SKODA’s price includes every accessory: heater, defroster, electric windshield wipers, 
all-aluminum engine, turn indicators, sealed beam headlamps, leather-like upholstery, spare wheel and tire, com- 
plete tool kit and dual sun visors. The SKODA cars have the largest trunk and rear windows in the business... and 
power that makes its low price incredible. SKODA gives you the highest profit per car in the business... and 
is pre-selling for you with full-page, full-color national advertising all thru ’60. So call, Mm write or wire about a 
profitable SKODA dealership today. AMSKO DISTRIBUTORS, 5069 BROADWAY, NEW YORK, WILLIAMS 2-5000 





“SUGGESTED RETAIL PRICES POE 


SKODA TWO DOOR SEDAN $1575.* SKODA SPORTS CONVERTIBLE $1995.* 
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2 Denver U. C. Firms 


Face State Charges 


DENVER.—State Revenue direc- 
tor Robert A. Thoebald said he will 
ask District Attorney Bert M. Keat- 
ing to consider prosecuting two 
Denver used-car firms for alleged 
improper use of motor vehicle in- 
spection stickers. 

State agents traced more than 
30 invalid stickers to the wind- 
shields of cars on the lots of the 
two businesses. The stickers were 
part of 500 issued to a partnership 
and showed up missing when the 










New Orleans 
New-car registrations in New Or- 
leans totalled 2,233 in January, 
compared with 2,116 in December 
and 1,876 in January, 1959. Truck 
sales in January amounted to 226, 
against 181 in December and 222 in 





partnership dissolved. Lots involv- 
ed are Town Motors, 570 S. Broad- 
way, and Del’s Used Cars, 2620 S. 
Broadway. 


AoW ORD 


by car owners 
—and housewives, too 


Jesrstik 
CAR and 
HOME CLOTH 


Specially treated 
for all car finishes 
including the new 
synthetics, For fur- 
niture, too. Heavy flannel. Will last for 
months under daily use. Metal con- 
tainer. Other packages and sizes avail- 
able. if jobber can’t supply, order direct. 


The LAS-STIK Mfg. Co., 


HAMILTON, OHIO 






HAWNDBILLS.. 
5000 $36.50 LOT 


SY%x 8% 
For Information or Samples: 


HANDBILLS UNLIMITED 
20538 W.8 Mile © Southfield, Mich. 


“EVERY TIME I LIFT 
THE RECEIVER OFF THE 


HOOK I EARN $5.60"" 


— Says JACK SCH- 
WARTZ, of Los An- 
geles, who has sold 
nearly ten million dol- 
lars worth of insur- 
ance — all by “cold” 
telephone-made ap- 
pointments. 


Mr. Schwartz is the author 
of the book, “HOW TO GET 
MORE BUSINESS BY TELE- 
PHONE," just out—filled to 
the brim with detailed ex- 
perience and guidance for 
anew business success via 

telephone—for automo- 
bile dealers, department 
store, grocer, real estate, 
insurance, bonds, appliances, 
household goods, industrial 

is — THE MOST COMPLETE AND AU- 

HORITATIVE COMPILATION OF MONEY- 
BRINGING TELEPHONE SELLING METHOD 
EVER MADE. 

A BOOK which you—everybody. from top 
executive of a big corporation, down to priv- 
ate secretary, steno, office manager, automo- 
bile salesman, grocer, butcher, real estate 
seller, insurance man, banker, radio or 
repair, laundry ordering, service store man- 
He dentist can profit by, IMMEDIATELY. 
TODAY IS A DAY OF TELEPHONE SALES- 
MANSHIP. 

This book has been long and carefully in 
the making—a compilation of actual practice, 
actual experience—a down-to-earth, illustrat- 
ed, fact and figure book, which those who 
know admit is far and away the best, if not 
the ONLY book providing such useable, test- 
oo senanes, Satisfaction guaranteed, or re- 








Order it at once and PUT IT TO WORK— 
it will give you real dividends at once. 
$5.00 which includes mailing costs. 
10%, discount for 3 or more. 


Jack Schwartz, America’s greatest tele- 
phone salesman is available for national 
conventions, regional meetings, sales 


rallies and company meetings. WRITE 
or PHONE for further information. 





JACK SCHWARTZ TELEPHONE SALES CLINIC 
P. O. Box 24491, Village Station AN 2-22-60 
Les Angeles 24, California @ Olive 3-6220 


Gentlemen: 








Please rush — copies of "How to Get 
More Business by Telephone" at once, The 
price is $5 which includes mailing cost. 

CD Enclosed is my check. 00 Send C.O.D. 
Name 

Company minal 

Address 
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January last year. 

By makes, registrations were: 
Ford, 612; Chevrolet, 545; Renault, 
184; Pontiac, 120; Rambler, 93; 
Volkswagen, 91; Dodge, 86; Olds- 
mobi's, 85; Buick, 69; Plymouth, 
57; Mercury, 50; Cadillac, 33; Stu- 
debaker, 33; Valiant, 18; Fiat, 17; 
Peugeot, 16; Volvo, 14; Vauxhall, 
13; Simca, 10; English Ford, 10; 
Morris, 9; Opel, 8; Metropolitan, 
8; Triumph, 7; Chrysler, 6; Lin- 
coln, 6; Austin, 5; Jaguar, 5; 
Lloyd, 5; Vespa, 4; DeSoto, 3; Mer- 
cedes-Benz, 3; Imperial, 2; Hill- 
man, 2; Borgward, 2; MG, 2, and 
miscellaneous, 4. 

Truck sales by makes were: Chev- 
rolet, 90; Ford, 54; International, 39; 
Volkswagen, 14; GMC, 10; Dodge, 5; 
Mack, 4; Willys, 4; Diamond T, 4, 
and Goliath, 2—(Gordon Hebert.) 

* * +* 


Cleveland 

A total of 5,888 new cars and 19,- 
557 used cars were sold in January 
in the Cleveland area, compared 
with 4,914 new cars and 17,899 used 
cars in the corresponding 1958 
month. 

By makes, new-car registrations 
were: Chevrolet, 1,216; Ford, 985; 
Dodge, 432; Pontiac, 404; Falcon, 
379; Oldsmobile, 355; Rambler, 273; 
Buick, 270; Plymouth, 247; Corvair, 
243; Mercury, 201; Cadillac, 173; 
Valiant, 140; Studebaker, 87; Volks- 
wagen, 78; Chrysler, 60; Lincoln, 40, 
and English Ford, 30. 

DeSoto, 27; Renault, 26; Fiat, 
25; Opel, 23; Simca, 20; Imperial, 
16; Metropolitan, 13; Volvo, 13; 
Saab, 11; Mercedes-Benz, 10; Peu- 
geot, 10; Triumph, 9; Austin, 8; 
Vauxhall, 8; DAF, 6; MG, 6; Mor- 
ris, 6; Edsel, 5; Alfa Romeo, 4; 
Citroen, 4; Hillman, 4; Jaguar, 4; 
Riley, 3; Auto Union, 2; Goliath, 
2; Lloyd, 2; Rover, 2, and miscel- 
laneous, 6. 

Registration figures showed 360 
new trucks and 860 used trucks in 
January, compared with 304 new 
units and 805 used in the year- 
earlier month. 

By makes, new-truck registra- 
tions were: Ford, 113; Chevrolet, 86; 
White, 47; International, 28; Dodge, 
25; Willys, 25; GMC, 12; Volks- 
wagen, 9; Mack, 7; Autocar, 3; 
Brockway, 1; Diamond T, 1; Divco, 
1; English Ford, 1, and Reo, 1.— 
(Sanford Markey.) 


* * * 


Cincinnati 

A total of 3,009 new cars were 
sold in Hamilton County (Cincin- 
nati), O., in January, of which only 
223 were imports. 

By makes, registrations were: 
Chevrolet, 826; Ford, 716; Oldsmo- 
bile, 199; Rambler, 194; Buick, 172; 
Pontiac, 137; Plymouth, 116; Dodge, 
94; Volkswagen, 72; Mercury, 69; 


Ty| Studebaker, 60; Cadillac, 58; Val- 


iant, 57; Chrysler, 39; Renault, 33; 
DeSoto, 25, and Austin, 17. 

Metropolitan, 17; Lincoln, 14; 
Opel, 10; Fiat; 9; Jaguar, 7; Mer- 
cedes-Benz, 7; English Ford, 6; 
Vauxhall, 6; Peugeot, 5; Saab, 5; 
Simca, 5; Triumph, 5; Edsel, 4; 
Imperial, 4; Volvo, 4; Hillman, 3; 
Alfa Romeo, 2; Sunbeam, 2; 
Vespa, 2; Checker, 1; Willys, 1, 
and miscellaneous, 6. 

Used-car transactions in January 
numbered 3,096, compared with 3,125 
in the corresponding 1959 month. 

New-truck registrations were up 
to 280 from 198, while used trucks 
declined to 140 from 154. 

By makes, new-truck registra- 
tions were: Ford, 86; Chevrolet, 81; 
International, 33; GMC, 29; Volks- 
wagen, 15; Willys, 11; Mack, 10; 
Dodge 8; White, 3; English Ford, 
2; Reo, 1, and Studebaker, 1.— 
(Allan-R. Heim.) 


* * * 


Birmingham, Ala. 
Sales of new cars in Birmingham, 
Ala., totalled 1,452 in January, com- 
pared with December’s 1,077. 
Sales by makes: Chevrolet, 376; 
Ford, 277; Falcon, 137; Pontiac, 83; 
Buick, 65; Rambler, 65; Oldsmobile, 


—_—_— eee 
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63; Plymouth, 63; Corvair, 42; Cad- 
illac, 38; Dodge, 38; Renault, 30; 
Volkswagen, 30; Mercury, 28; 
Studebaker, 22; Valiant, 19; Chrys- 
ler, 11; English Ford, 10; DeSoto, 
9; Opel, 9; Lincoln, 5; Fiat, 4; MG, 
4; Austin-Healey, 3; Hillman, 3; Im- 
perial, 3; Morris, 3; Volvo, 3; Jag- 
uar, 2; Metropolitan, 2; Triumph, 2, 
and miscellaneous, 4.—(Stuart Rid- 
dle.) 


* * 


+ 
Boise, Id. 

New-car registrations in Ada 
County (Boise), Id. in January, 
numbered 177, compared with 234 
a month earlier. 

Domestic cars dropped from 195 
to 159, while imports were off from 
39 to 18. 

By makes, registrations were: 
Ford, 51; Chevrolet, 36; Rambler, 
19; Cadillac, 8; Oldsmobile, 8; 
Volkswagen, 8; Buick, 7; Dodge, 
6; Chrysler, 5; Plymouth, 5; Pon- 
tiac, 5; Austin, 3; Lincoln, 3; Mer- 
cury, 3; Willys, 2; Studebaker, 1, 
and miscellaneous, 7. 

New-truck registrations totalled 
38, compared with 39 a month 
earlier. By makes: Ford, 25; Chev- 
rolet, 8, and International, 5. 

* *¢ *@ 


Akron 


Akron-area autoists are in a buy- 
ing mood again. At least, January 
registrations of 1,971 indicated this 
as sales rose 38 percent over the 
preceding month and 20 percent 
above January, 1959. 


Chevrolet, longtime pace setter 
outsold by Ford in ’59, started off 
the new year with a rush. It out- 
pointed Ford, 532 to 406. The figures 
included Corvair and Falcon, which 
were not broken down. 

Plymouth continued in third 
position with 156, while its com- 
pact car, Valiant, listed separate- 
ly, was ninth with 73. 

Pontiac held fourth with 119 reg- 
istrations and Dodge moved up to 
fifth, a new high, with 109, due to 
the increasing demand for Dart. 
Rambler was sixth with 99; Oldsmo- 
bile was pushed back to seventh 
with 84, Buick was eighth with 80, 
and Mercury, 10th, had 66.—(Joe 
Kuebler.) 


* * * 


Detroit 


A total of 13,135 new cars were 
titled in Wayne County (Detroit) in 
January, compared with 10,544 a 
month earlier. 

By makes, registrations were: 
Ford, 3,180; Chevrolet, 2,601; Falcon, 
1,161; Mercury, 949; Dodge, 694; 
Plymouth, 575; Pontiac, 564; Cadil- 
lac, 535; Rambler, 529; Oldsmobile, 
527; Valiant, 375; Buick, 369; Cor- 
vair, 265; Chrysler, 163; Volkswagen, 
132; Lincoln, 113; Renault, 83, and 
DeSoto, 81. 

Studebaker, 49; Imperial, 38; 
English Ford, 24; Fiat, 23; Simca, 
22; Opel, 20; Metropolitan, 10; 
Mercedes-Benz, 8; Triumph, 7; 
DKW, 5; Hillman, 5; Peugeot, 5; 
Borgward, 4; Vauxhall, 4; Volvo, 
4; Austin-Healey, 3; MG, 2; 
Willys, 2, and miscellaneous, 4. 

New-truck registrations number- 
ed 774, compared with 589 the previ- 
ous month. By makes, they were: 
Ford, 301; Chevrolet, 240; Dodge, 
105; International, 43; GMC, 26; 
White, 16; Willys, 7; Diamond T, 6; 
Divco, 6; Mack, 1, and miscellane- 
ous,: 23. 

Used-car sales totalled 7,125 in 
January, compared with 6,961 in 
December, while used-truck trans- 
actions fell from 336 to 311.—(Rob- 
ert M. Lienert.) 


* * * 


Columbus, O. 


A total of 2,180 new cars were 
sold in Franklin County (Colum- 
bus), O., in January, compared with 
1,638 in December and 2,011 in Jan- 
uary a year ago. 

By makes, registrations were: 
Chevrolet, 435; Ford, 402; Falcon, 
167; Plymouth, 137; Dodge, 135; 
Oldsmobile, 135; Pontiac, 112; 
Rambler, 107; Buick, 92; Corvair, 
89; Valiant; 66; Cadillac, 57; 
Volkswagen, 52; Mercury, 34; Re- 
nault, 25; Chrysler, 14; DeSoto, 14, 
and Studebaker, 14. 

English Ford, 10; Lincoln, 9; Opel, 








Sales Conditions in Various Areas... 


Auto Market Reports 





9; Metropolitan, 8; Vauxhall, 8; 
Simca, 7; Triumph, 7; Borgward, 
5; Fiat, 5; Imperial, 4; Willys, 3; 
MG, 2; Mercedes-Benz, 2; Saab, 2; 
Toyopet, 2; Volvo, 2; Edsel, 1, and 
miscellaneous, 7. 

New-truck sales numbered 161, 
compared with 157 in December and 
154 in January, 1959. By makes, reg- 
istrations were: Ford, 47; Chevrolet, 
36; International, 35; Volkswagen, 
11; Dodge, 8; Willys, 8; Divco, 4; 
GMC, 3; Mack, 3; White, 3; Reo, 2, 
and FWD, 1.—(H. S. Perdue.) 

* * * 
Houston 

A total of 4,086 new cars were 
registered in Houston in January, 
compared with 3,737 a month ear- 
lier. 

By makes, registrations were: 
Chevrolet, 935; Ford, 900; Falcon, 
266; Buick, 242; Rambler, 241; 
Oldsmobile, 222; Pontiac, 209; 
Dodge, 136; Plymouth, 122; Corvair, 
102; Cadillac, 91; Renault, 83; 
Volkswagen, 76; Mercury, 55; Stu- 
debaker, 52; Opel, 36; Valiant, 32, 
and Chrysler, 31, 

Metropolitan, 23; Simca, 23; 
Lincoln, 20; Fiat, 18; English 
Ford, 18; Volvo, 17; MG, 16; 
Austin-Healey, 14; Triumph, 12; 
Hillman, 11; Vauxhall, 11; Imper- 
ial, 10; Mercedes-Benz, 10; Peu- 
geot, 10; Willys, 8; Morris, 7; 
Edsel, 5; Porsche, 4; DeSoto, 3; 
Jaguar, 3; Sunbeam, 2; Taunus, 
2, and miscellaneous, 8. 

New-truck registrations number- 

ed 517 in January, compared with 
491 the previous month, Registra- 
tions by makes: Ford, 198; Chevro- 
let, 182; International, 82; GMC, 10; 
English Ford, 10; Dodge, 9; Willys, 
7; White, 6; Mack, 3; Volkswagen, 
3; Divco, 2; Morris, 2; Reo, 1; Stu- 
debaker, 1, and Diamond T, 1. — 
(Ruby Fenoglio.) . 


Youngstown, O. 

A total of 848 new cars were 
registered in Mahoning County 
(Youngstown), O., in January, com- 
pared with 663 in December. 

By makes, registrations were: 
Chevrolet, 143; Ford, 141; Dodge, 
80; Pontiac, 77; Falcon, 65; Ram- 
bler, 57; Oldsmobile, 49; Buick, 42; 
Plymouth, 41; Valiant, 34; Volks- 
wagen, 31; Cadillac, 27; Corvair, 
20; Mercury, 18; Chrysler, 17; 
Studebaker, 17; DeSoto, 12; Lin- 
coln, 6, and miscellaneous, 25. 

New-truck sales numbered 68 in 
January, compared with 54 the 
previous month. By makes: Chevro- 
let, 21; Ford, 18; International, 10; 
GMC, 8; White, 4; Volkswagen, 2; 
Dodge, 1; Willys, 1; Mack, 1; 
Divco, 1, and miscellaneous, 1. 

Used-car sales were up from 1,122 
to 1,565. 


* * * 
Toledo 
January new-car sales in Lucas 
County (Toledo) totalled 1,471, com- 
pared with 1,182 a month earlier 
and 1,318 a year earlier. 

By makes, registrations were: 
Chevrolet, 295; Ford, 265; Falcon, 
143; Oldsmobile, 94; Dodge, 81; 
Pontiac, 81; Buick, 65; Mercury, 
64; Plymouth, 59; Rambler, 57; 
Corvair, 41; Valiant, 35; Cadillac, 
30; Chrysler, 27; Volkswagen, 25; 
Renault, 22; Studebaker, 18; Eng- 
lish Ford, 13; DeSoto, 12; Lincoln, 
8; Willys, 4, and miscellaneous, 26. 

Dealers sold 126 new trucks in 
January, compared with 112 in De- 
cember and 104 in January a year 


Registrations by makes were: 
Ford, 48; Chevrolet, 46; Interna- 
tional, 10; Dodge, 5; Diamond T, 4; 
GMC, 4, and miscellaneous, 9.— 
(Ernest C. Kish.) 

+ * * 
Indianapolis 

Dealers in Indianapolis sold 2,295 
new cars in January, compared with 
1,794 a month earlier. With the 
overall market up 27.9 percent, im- 
ports gained 25.4 percent and do- 
mestics rose 28.1 percent. 

By makes, registrations were: 
Chevrolet, 531; Ford, 476; Dodge, 
143; Oldsmobile, 141; Falcon, 134; 
Pontiac, 118; Plymouth, 110; 
Buick, 94; Rambler, 87; Cadillac, 
15; Volkswagen, 70; Mercury, 48; 
Corvair, 45; Valiant, 34; Stude- 
baker, 33; Vespa, 18, and Lincoln, 
13. 

Opel, 13; English Ford, 10; Metro- 
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Milestone Volvo— : 


The 50,000th PV 544 two-door Volve 
sedan imported to the U. S. is greeted by 
David Beesley, sales manager, Volvo Dig: 
tributing, Inc. The sedan, included in 
shipment of 710 automobiles destined for 
dealers on the Eastern seaboard, was fi 
loaded at Port Newark from the SS 8 
It was the largest shipment of Volvos ie 
date to arrive at that port. e 


politan, 10; Chrysler, 9; Imperial, 9; 
Renault, 9; DeSoto, 8; Fiat, % 
Simca, 7; Saab, 5; Willys, 4; Austin- 
Healey, 3; Goliath, 3; NSU, 3; Tri 
umph, 3; Vauxhall, 3; Alfa Romeg, 
2; Borgward, 2; Hillman, 2; Jag 
uar, 2, and miscellaneous, 11. 

New-truck registrations amounted 
to 177 in January, compared with 
314 in December. By makes: Ford, 
71; Chevrolet, 44; GMC, 15; Inter. 
national, 15; Dodge, 12; Volkswagen, 
8; White, 6; Willys, 3; Mack, 2, and 
Reo, 1.—(C. L. Kern.) 


* * * 


Vancouver, B. C. 

Automotive sales in 1959 in Metro- 
politan Vancouver, B. C., exceeded 
the 1958 total by 2,055 units. Gross 
value of the 21,183 units was esti- 
mated at $57 million. Almost half 
the cars sold were imported. 

British and European imports at- 
counted for 40 percent of the mar 
ket, a 10 percent boost from the 
previous year. 

They took an even larger slice in 
December, with 46.7 percent of the 
overall 1,166 units sold. 

Way out in front in the sales 
race was Chevrolet, with 3,315 
units or 15.6 percent of the mar- 
ket. Next came Pontiac with 2,185 
or 10.4 percent. Ford was third 
with 1,993 units or 9.4 percent. 

Vauxhall, fourth in the yearly 
rankings, shot out in front during 
December when most Canadian and 
American. models were forced into 
the pits through steel shortages. 

A total of 121 Vauxhalls were reg- 
istered in December, making it 8- 
narrow one-unit winner over Chev* 
rolet with Ford 14 units behind im 
third place. 

General Motors accounted for 317 
percent of sales, compared with 384 
percent in 1958. Ford Motor Ca 
slipped from 18 percent to 16.8 and 
Chrysler from 10.3 percent to 67 
percent. 5 

Top Chrysler models, Plymouth 
and Dodge, managed to limp into 
ninth and tenth places in the over 
all rankings, with sales less than 
those of Volkswagen, Austin an 
English Ford. 

Only Corvair—of the new North 
American compact cars—claimed 
any registration in 1959. Its sales 
stood at 74 by the end of Decem- 
ber. i 
Truck sales, after losing ground & 

in 1958, rumbled along at a faster 
rate last. year with a volume 
2,425 units, compared with 2,271 @ 
year earlier. GMC, Ford and Inter 
national shared the bulk of this 
market. 

Top 20 autos with sales volume 
and percentage of the market im 
1959 were: 

Chevrolet, 3,315 (15.6 percent); 
Pontiac, 2,185 (10.4); Ford, 19% 
(9.4); Vauxhall, 1,860 (8.7); Volks 
wagen, 1,290 (6.1); Austin, 11% 
(5.3); English Ford, 1,083 (5.2)} 
Meteor, 1,076 (5.10); Plymouth, 58 
(2.7); Dodge, 555 (2.7); Oldsmobile 
550 (2.6); Hillman, 509 (2.4); Ram 
bler, 507 (2.4); Buick, 434 (2.054 
Studebaker, 410 (1.9); Chrysler, 218 
(1.0); Mercury, 212 (1.0); Cadillat, 
164 (0.8); Monarch, 123 (0.6), and 
Edsel, 104 (0.5).—(F. H. Fullerton.) 
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SPECIALI 
IN 
F SPOTS 


R. D. WILLIAMS 
KOB-TV, Albuquerque 
DON ELLIOT HEALD 
WSB-TV, Atlanta 
ARTHUR M. MORTENSEN 
KERO-TV, Bakersfield 
WILLIS K. FREIERT 
WBAL-TV, Baltimore 
G. PASCHALL SWIFT 
WGR-TV, Buffalo 
BRADLEY EIDMANN 
WGN-TV, Chicago 
DICK DRUMMY, JR. 
WFAA-TV, Dallas 

} TOM MATTHEWS 
WNEM-TV, Flint-Bay City 


JACK McGREW 
KPRC-TV, Houston 


LEE BRYANT 
KARK-TV, Little Rock 


AMOS T. BARON 
KCOP, Los Angeles 


BOB HANNA 
WPST-TV, Miami 


RICHARD FOERSTER 
WISN-TV, Milwaukee 


MARVIN L. ROSENE 
KSTP-TV, Minneapolis-St. Paul 


Hi BRAMHAM 
WSA.-TV, Nashville 






x 


BERNARD ZEIDMAN 
WNEW-TV, New York 


KARL R. NELSON 
WTAR-TV, Norfolk 


R. J. DeLIER 
KWTV, Oklahoma City 


ARDEN E. SWISHER 
KMTV, Omaha 


JOHN HANSEN 
KPTV, Portland 


EDWARD BOGHOSIAN 
WJAR-TV, Providence 


MIKE THOMPSON 
WTVD, Raleigh-Durham 


These station executives are right on the beam when it 
comes to Spot TV. They know their markets, and can 
match them to your needs. Their knowledge of special 
local conditions is as deep as it is wide. The facts and 
' figures they can supply are as current as the program- 
ming on their stations. They can help you single out 


NEW YORK + CHICAGO « ATLANTA + BOSTON * DALLAS «+ DETROIT + LOS ANGELES + SAN FRANCISCO 





JOHN W. KENNEDY, JR. 
WROC-TV, Rochester 


ROBERT E. KELLY 
KCRA-TV, Sacramento 
EDWARD V. CHEVIOT 
WOAI-TV, San Antonio 

BILL FOX 
KFMB-TV, San Diego 
MALCOLM W. DALE 
WNEP-TV, Scranton-Wilkes Barre 
JOE FOSTER 

KTBS-TV, Shreveport 

ROBERT H. TEMPLE 

KREM-TV, Spokane 

DON SBARRA 

KARD-TV, Wichita 


PETRY TV OFFICES 
AND MANAGERS 


New York......... Martin Nierman 
SERS 5 <5 slag dave Louis A. Smith 
MN oo os eee al Richard Hughes 
ee William D. Walsh 
SE V5 6 s.s'0 awed Hugh O. Kerwin 
SRS 8s i ols wae 2 Bruce C. Mayer 
Los Angeles.......... Bill Larimer 
San Francisco...... George Ledelli 
Pe IR ine a spear Fred Johnson f 


your customers at the best times of day, on the best 


days of the week. 


With their advice and assistance, you can give your 
dealers and district managers really solid local TV sup- 
port — sell goods and services economically, effectively 


and at top speed! 


Television Division 


Edward Petry & Co., Inc. 


The Original Station 
Representative 


* ST. LOUIS 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"68 °59 
April 


dune 


"68 °59 
duly 


Aug. 


"68 59 
Nov. 


"63°59 "59°60 
Dec. Jan. 


Prices of ’60s added and ’52s dropped in December, 1959. Prices of ’'59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
drive, and aaa or over- 

a ps) indicates power 
jane 


* * + 

ALBANY 
Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Feb. 8. 
The car market resumed a pretty brisk 
pace. Buying was fairly active, prices were 
steady to higher on real sharp grade A cars. 
1955 and older were selling at a lower price 
unless they were in the cream puff class. 
Fixups and repaints suffered, many of these 
did not change ownership. Sold 118 cars 

from 151 consignments. 


a Limited 4-dr. Riviera, $1,375* 


ps). 

ST Century 2-dr. Riviera, $1,040* (ps). 
’55 Special 2-dr. Riviera, $550*, $490*. 
OADILLAC—’59 de Ville Sedan de Ville, 

$3,730* (ps). 

"5S (62) Gums de Ville, $3,050* (ps). 

OHEVROLET—'58 Bel Air (8) 4-dr., $1,- 

360°; Biscayne (6) 4-dr., $1,260*, $1,- 
200, $1,150*, $1,125*; 2-dr., $1,150*. 

"57 Bel Air (8) 4-dr., $1,200*; station 
wagon, $1,150*; 2-dr. hardtop, $1,125*; 
Two-ten (8) station wagon, $1,130*; 
2-dr., $1,060*; 4-dr., $850*. 

"56 Bel Air (8) 2-dr. hardtop, $850*; 
Two-ten (6) 2-dr., $760. 

°55 Bel Air (8) 2-dr., $635*; 4-dr., $500; 
Two-ten (6) Delray, $570°; 4-dr., $460. 


CHRYSLER—’'55 Windsor 2-dr. 
$550*, $525*. 
— ’56 Firedome 2-dr. 
$675*. 


DODGE—’55 Royal (8) 4-dr., $530*; 
onet (8) 4-dr., $450*. 

*54 Royal (8) 4-dr., $200*. 
EDSEL—’59 Ranger 4-dr., $1,460*. 
FORD—’59 Galaxie (8) 2-dr. Victoria, $2,- 

235* (ps); 4-dr., $2,125* (ps); Custom 
300 (6) 2-dr., $1,700*; 4-dr., $1,620*. 

"58 Del Rio (8) 2-dr., $1,150*; Custom 
300 (8) 2-dr., $930. 

"57 Fairlane 500 (8) skyliner, $1,450*; 
2-dr., $1,150*, $950*; Country Sedan 
(8) 4-dr., $1,235" (ps), $1,140*; Coun- 
try Sedan (6) 4-dr., $1,050*; Custom 
300 (8) 4-dr., $1,125*; Custom 300 (6) 
4-dr., $670; Del Rio (8) 2-dr., $1,090; 
Fairlane (8) 2-dr., $900* (ps); Custom 
(6) 2-dr., $790*; Ranch Wagon (8) 2- 
dr., $790. 

56 Ranch Wagon (8) 2-dr., $800; Fair- 
lane (8) 2-dr., $640*; Custom (8) 4- 
dr., $580; Main (6) 4-dr., $425*. 

"55 Fairlane (8) 2-dr., $480"; Custom (8) 
2-dr., $385; Main (8) 2- dr., $350. 
LINCOLN—’56 Premiere 4-dr., $965* (ps). 

"54 Capri 4-dr., $280* (ps). 
MERCURY — ’58 Parklane 2-dr. hardtop, 

$1,370* (ps). 

’57 Monterey 2-dr. hardtop, $1,250* (ps); 
Montclair 2-dr. hardtop, $1,040* (ps). 

"56 Custom 2-dr., $640*. 


OLDSMOBILE—’58 (98) 4-dr. Holiday, $1,- 


hardtop, 
hardtop, 


Cor- 


915* (ps). 
56 (88) 4-dr. Holiday, $835*; 2-dr., 2 at 
$600°*. 


BS (88) 4-dr., $530*. 
PLYMOUTH—’57 Suburban (8) 2-dr., 
100*, $1,060* (ps); 4-dr., $975*; 
vedere (8) 2-dr. hardtop, $990*; 
$875*; Savoy (8) 4-dr., $660*; 
(6) 2-dr., $650. 
°56 Suburban (6) 4-dr., $625; Suburban 
(8) 4-dr., $510*; Plaza (6) 4-dr., $450. 
PONTIAC—’57 Chieftain 4-dr., $1,000*. 
55 Chieftain 4-dr., $625*; 3-dr. $560*. 
RAMBLER—’58 Super (6) 4-dr., $975*. 
’57 Custom (8) 4-dr., $1,000*. 
STUSSSARED—'e6 Champion (6) 2-dr., 


$1,- 
Bel- 
4-dr., 
Plaza 


—— Dodge %-ton pick- 
up, 5 
*56 Ford %-ton pickup, $430, $300. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of Feb. 
11. Market lower on run-of-the-mill cars. 
Ready buyers for clean cars only. Most 
late models sold well. 


BUICK—’57 Special Estate Wagon, $1,090* 
(ps); 4-dr., $975* (ps); conv., $960* 
) 


(ps). 
"56 Special Estate Wagon, $800* (ps); 
Super 2-dr. Riviera, $625* (ps), $560* 


(ps). 
-’55 Special 4-dr. Riviera, $560*; conv., 
$550*; Century 2-dr. Riviera, $455*. 
CADILLAC—’59 (62) 2-dr. Riviera, $3,650* 

(ps). 
"56 (62) conv., $1,525* (ps), $1,500*. 
"55 (62) 2-dr. hardtop, $1,055* (ps). 
CHEVROLET—’58 Impala (8) 2-dr. hard- 
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top, $1,375* (ps); Bel Air (8) 2-dr., 
$1,145*; Biscayne (6) 4-dr., $1,140; 
Delray (6) 2-dr., $1,025, $910. 


’57 Bel Air (8) sport sedan, $1,175* (ps); 
conv., $990* (ps); 4-dr., $980; Two-ten 
(8) 4-dr., $815; One-fifty (6) 2-dr., 
$790. 
a és. pene, (6) station wagon, $715; 
CHRYSLER—’56 NY 2- dr., $915. 
’55 Windsor conv., $350* (ps). 
DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 
050* (ps). 
DODGE—’ 57 Coronet (8) 4-dr., $750* (ps). 
"56 Coronet (8) 4-dr., $525*; Sierra (8) 
4-dr., $485. 
EDSEL—’58 Pacer 4-dr., $780* (ps). 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,710* (ps), $3,650; Galaxie (8) conv., 
$2,555* (ps), $2,500* (ps); 4-dr. Vic- 
toria, $2,550* (ps). 
*59 Thunderbird (8) 2-dr. hardtop, $3,- 


355* (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $1,860* (ps); Custom 300 (8) 
2-dr., $1,365*. 


‘58 Fairlane 500 (8) 4-dr., $1,145* (ps); 
Custom 300 (6) 4-dr., $1, 065* (ps). 
"57 Fairlane 500 (8) 2- ar. Victoria, $1,- 

295* (ps), $1,020* (ps), $1,015*. 

56 Fairlane (8) 4-dr. Victoria, $720*; 
conv., $540; Ranch Wagon (8) 2-dr.. 
$650,’ $570, $555; Custom (8) 2-dr. 
Victoria, $510; 4-dr., $495* (ps); 2-dr., 
$450, $425 

"55 Fairlane (8) conv., $475*, $390*; 2- 

$310; Ranch Wagon (8) 2- 


dr., $430, 
dr., $490* (ps); Country Sedan (8) 4- 
dr., $425* (ps); Custom (8) 2-dr., 


$415*, $325. 


— 


IMPERIAL—’54 Imperial 4-dr., $400* (pg), 
LINCOLN—’59 Premiere 4-dr. hardtp, $3,. 
200° (ps), $3,150* (ps). 
’56 Premiere 2-dr. hardtop, $910 (ps), 


MERCURY — '57 Monterey 2-dr., $859*. 
Montclair 2-dr. hardtop, $720*. 
’56 Montclair 4-dr. hardtop, $661)" (pg). 


"55 Monterey 2-dr. hardtop, $545* (Ds); 
Montclair 4-dr., $500* (ps). 
OLDSMOBILE — ‘59 (88) Super Fiesta 

(police car), $1,855, $1,725. 
"58 (88) conv., $1,475* (ps). 


"57 (98) 4-dr., $1,080* (ps); (88) cony,, 
$975. 
"56 (98) 4-dr. Holiday, $900* (ps); (88) 
4-dr. Holiday, $650*; conv., $600" ( (ps), 
’55 (88) 4-dr. Holiday, $565*; (98) 4-dr,, 
$470* (ps). 
aa (400) 2-dr. hardtop, $455* 
ps). 
PLYMOUTH — '58 Savoy (8) 4-dr., $689; 
2-dr., $640*. 

’57 Belvedere (8) 4-dr., $900* (ps). 
"55 Savoy (6) 4-dr., $425; 2-dr., $375-. 
PONTIAC — ’55 Chieftain 2-dr. Catalina, 

$515* (ps); 2-dr., $360*. 
RAMBLER—’55 Super 2-dr., $425. 
STUDEBAKER-—’55 Champion (6) station 
wagon, $250. 
MISCELLANEOUS — ’'56 Ford (6) %-ton 
pickup, $440; (8) %-ton pickup, $430; 
(6) Courier, $250. 
CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 11, 
Sold 203 cars from 310 consignments. 
BUICK—’59 Electra 4-dr. hardtop, $2,430* 

(ps); LeSabre 2-dr. hardtop, $2,300* 
(ps). 

’58 Super 4-dr., $1,505* (ps); Special 2- 
dr. Riviera, $1,445*. 

’57 Special 4-dr. Riviera, $1,210* (ps), 
$1,115*; 4-dr., $1,050* (ps); RM 4 
dr., $1,060* (ps); Super 4-dr. Riviera, 
$1,015* (ps), $970* (ps). 

’56 Special 4-dr. Riviera, $810*; 4-dr., 
$580*; Super 2-dr. Riviera, $760* (ps), 

’55 Super 4-dr. Riviera, $600 (ps); 4-dr., 
$400* (ps); Special 4-dr., $375*. 

CADILLAC—’59 (62) conv., $4,170* (ps); 
2-dr., $3,900* (ps); 4-dr., $3,870* (ps), 
$3,850* (ps); de Ville 2-dr. hardtop, 
$4,075* (ps). 

’5S (62) 4-dr., $2,775* (ps), $2,710* (ps). 

’57 Eldorado Seville, $1,980* (ps); (62) 
2-dr., $1,965* (ps). 

’56 (62) 4-dr., $1,200* (ps), $1,190* (ps). 

’55 (60) Special 4-dr., $990* (ps). 

’54 (60) Special 4-dr., $825* (ps). 
CHEVROLET—’59 Impala (8) 2-dr. hard- 

top, $2,200* (ps); conv., $2,180, §$2,- 
$2,075* (ps); Impala (6) 4-dr., §1,- 
815*. 

’58 Corvette (8) conv., $2,250*; Bel Air 
(8) sport coupe, $1,400* (ps); 4-dr., 
$1,350*; Brookwood (8) 4-dr., $1,375*; 
Biscayne (8) 4-dr., $1,240*; 2-dr., $1,- 
175*, $990*. 

’57 Bel Air (6) 2-dr., 

4-dr., $940*; Two-ten 
$860. 


‘56 Bel Air (8) sport sedan, $790; 4-dr., 


$1,110*; 
(6) 


Two-ten 
2-dr., 


$600*; Two-ten (6) 4-dr., $570; 2-dr., 
$510; One-fifty (6) delivery sedan, 
$545. 

’55 Bel Air (8) 4-dr., $705*; sport coupe, 
$530; Bel Air (6) sport coupe, $330; 
Two-ten (6) 2-dr., $480, $460. 

CHRYSLER — ’57 Windsor 4-dr., $1,145* 
(ps). 
"55 NY Town & Country, $700* (ps). 


DeSOTO—’57 Firesweep 4-dr., $910* (ps). 
’56 Firedome 4-dr., $680* (ps). 
’55 Firedome 2-dr. hardtop, $225*. 


(Continued on Page 36, Col, 2) 





COLORADO 


Denver Auto Auction 
495 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


TWIN RING SELLING 











CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


INDIANA 
INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 





BEL AIR—Bel Air Auto Auction. Ti-! 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 





MICHIGAN 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


@ "DUAL RING" 2 lines running simultane- 
ously. 


@ Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers, 

Fair management. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3/8! 


e@eee 





Aptco 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 





North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 


NORB RUCH 
Twin Ring Selling 











Need hard to get parts? Automotive News’ 
Want Ads get quick results. 








NEW JERSEY 
A he earhiy Absa Mea 
NO HOUSE PrVTT 


At the Crossrc 


ei Oe 


ar MT u ao m" 


ads of the East 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW JERSEY 





Minutes from New York City 
|S) 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApito! 8-0100 for Reservations 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 





LAFAYETTE—Syracuse Auto A’ 
Center of Empire State. Check an 
Title Protection. (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





TENNESSEE 
Saleen oe LL 


JOHNSON AUTO 
AUCTION - 


Formerly of Lawrenceburg, Tenn. 
is moving to 
NASHVILLE, TENN. 


In The New Sales Pavilion, 
Tenn. State Fair Grounds. 
Opening date: 
TUES., MARCH Ist, 1960 
Sale time 11:00 A.M. (c.s.t.}—100% Insured 
300 cars under roof—weather no problem. 


HUNTSVILLE, ALABAMA—FRIDAYS 
eee RRRRRRaR 


TEXAS 
SR SNR RINT AER 
Hee el 


AMARILLO AUTO 
AUCTION, INC. 
3202 E. 10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
Auction Checks Issued. 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


(ccirnesem eerienercesincossrmmccmammnmmmateiie tt 


























New Yorkers do everything other people do. Only more 
so. For example, they buy more cars than the people 
in any other market. And you can sell them more cars 


by using more space more often in The New York Times 


... » first in New York in automotive advertising 





Have you reserved your space for The New York Times International Automobile Show Section, Sunday, April 17? 
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(ps); (88) Fiesta, $1,500* (ps); 2-dr.,| ‘55 Super 2-dr. Riviera, $730* (ps), 
Holiday, $1,260* (ps). ’54 Super 2-dr. Riviera, $420*. 
e e "56 (98) 4-dr., $640* (ps). ’53 Special 2-dr. Riviera, $245*. Ry 2 
5S (98) 4-dr. Holiday, $940* (ps); (88) dr, Riviera, $195* (ps). 
seaq-LC or ucTrion rrices 4-dr. Holiday, $825* (ps); 2-dr,’ Holi- | CADILLAC—'59 (62) conv., $4,50°* (ps) 
day, $665*. "56 (62) 4-dr., $1,500* (ps). : 
PLYMOUTH—’'59 Suburban (8) 4-dr., $2,- "50 (62) 4-dr., $175*. 
150* (ps). CHEVROLET—'60 Corvair (6) 4-ir., $2,. 
"58 Suburban (8) 4-dr., $1,575* (ps), 000*. : 
(Continued from Page 34) $1.265°; Belvedere (8) conv., $1,380° rer 4-dr., | $2, os (ps), 
ps). mpala ) 2-dr 
DODGE — ’57 Coronet (8) 2-dr. hardtop, *56 Monterey 2-dr., $395* (ps). , ‘as . 4 
$885*; Custom Royal (8) 4-dr., $575* ’55 Monterey 2-dr., $650* (ps). a jae, nae oy ter bee. (oe) we std tps). esse i, si 
(ps). 54 Monterey 4-dr., $345*, $810*; 4-dr., $635* Biscayne (6) 4-dr., $1,560 = 
56 Custom Royal (8) 4-dr., $650*; Cor- | OLDSMOBILE—’59 (88) Super 2-dr. Scenic, '56 Plaza (6) business coupe, $510. ’58 Brookwood (8) 4-dr., $1,675*; Broo,. 
: onet (8) 2-dr. hardtop, $505*. $2, ,425° (ps); (88) 2-dr, Scenic, $2,- ’55 Savoy (8) 4-dr., $540*. wood (6) 4-dr., $1, 590; Bel Air (8) 4 
55 Custom Royal (8) 2-dr. hardtop, ie ooo (PB). PONTIAC—’60 Ventura sport coupe, $3,- dr, hardtop, $1,500: Biscayne (8) “ 
$490*. 58 (88) Super conv., $1,875* (ps); (88) 080* (ps). $1,425* (ps), $1, 395, $1,375; Piscayne 
FORD—'60 Galaxie (8) conv., $2,525*. pn at. Holiday, $1,650° (ps). '59 Bonneville 4-dr, Vista, $2,650* (ps). (6) 4-dr., $1,345. 
’59 Country Sedan (8) 4-dr., $2,100*; Ga- “ea tale Gas, Gan 2 et ‘58 Chieftain 2-dr. Catalina, $1,450*. ‘57 Bel Air (8) station wagon 4-dr., $1. 
laxie (8) 2-dr., $1,780*; Custom 300 ’ ,37 ps); -dr., ,350, ’57 Star Chief conv., $785* (ps). 560*; 2-dr. hardtop, $1,550* (ps); Two. 

(6) 2-dr., $1,510*, : $1,180*; 4-dr. Holiday, $1,245*. ‘56 Star Chief 2-dr. Catalina, $785* ten (8) station wagon 4-dr., $1,475 

’58 Thunderbird (8), $2,500* (ps), $2,-| /56 (88) 4-dr. Holiday, $730* (ps). (ps); Chieftain 2-dr. Catalina, $595* (ps), $1,450* (ps); Two-ten (6) 4-¢r 
490° (ps), $2,275* (ps); Fairlane 500 Ko = pean oe oan (ps). $1,350, $1,320. ; 

(6) 2-dr. Victoria, $1,280*; Fairlane ‘ 3) conv., ps). ’55 Star Chief 4-dr., $575*; Chieftain *56 Two-ten (8) station wagon 4-dr., $1. 

500 (8) conv., $1,080* (ps); 4-dr. Vic- PLYMOL TH—'59 Suburban (8) Sport 4-dr., 2-dr., $500, 070*; Bel Air (8) 2-dr., $920*. a, 

toria, $1,050* (ps); 2-dr., $880* (ps);| ,_ $1,725" (ps). RAMBLER—’60 Custom (6) Cross Coun-| °55 Bel Air (8) station wagon 4-dr, 

Custom 300 (6) 4-dr., $879*. 58 Plaza (6) 4-dr., $900. try, $2,670, $725°. 

’57 Fairlane 500 (8) 2-dr. Victoria, $960* ’57 Belvedere (8) 4-dr., $800*; Savoy (8) ’55 Custom Cross Country, $735; 4-dr., 53 Bel Air 4-dr-, $410*. 

(ps); Country Sedan (8) 4-dr., $970*; 4-dr., $715", $605°; Plaza (8) 2-dr., $500*. CHRYSLER—'59 NY 4-dr., $2,595 (Ds). 

Fairlane (8) 4-dr. Victoria, $880*; 4- $655*; 4-dr., $520°. STUDEBAKER—'59 Lark (6) 2-dr., $1,-| '58 Saratoga 4-dr. hardtop, $1, S508 (ps), 

dr., $665* (ps); 2-dr., $595°; Custom |. °56 Savoy (5) 4-dr., $490°*. 375. DeSOTO—'57 Firedome (8) 2-dr. hardtop 

300 (8) 4-dr., $740*, $665*; Custom (8) | PONTIAC—'59 Bonneville conv., $2,500*| VALIANT—'60 Valiant (6) 4-dr., $2,285. $1,350* (ps); 4-dr., $1,250* (ps), 

4-dr., $550*. (ps); 2-dr., $2,460° (ps). MISCELLANEOUS—'59 Ford (8) Ranch-|_ 53 Firedome 4-dr., $215. 

’56 Thunderbird (8), $1,750*; Parklane — meee 2-dr., $1,800* iit, ero, $1,865; (6) F-100 %-ton pickup, DODGE — ’'55 Royal (8) 2-dr,. hardtop, 

(8) 2-dr., $625°; Fairlane (8) 2-dr. ase", tain 2-dr. Catalina, $540*; 4-dr., $1,235; Chevrolet (6) %-ton pickup, gon '6s c — 

A Lark Deliver — $620*; Custom (8) 4-dr., ‘55 Star Chief 2-dr. Catalina, $455* $1,750; (6) %-ton pickup, $1,150, 225° (pe) 92. 100° "= s oe 8. 

* . a . . . ° " yr a - ° , . , , 5 . - 

¥ ‘55 Fairlane (8) Crown Victoria, $565*; *54 Chieftain 4-dr., $440* (ps). °(6) %-ton pickup, $735 — 970*; Galaxie (8) conv., $2,095; 2-dr, 

This is the first of 491 Studebaker *2., =, 4-ar., See Custom (6) | er ee anteater (8) — ; oh ae 500 (8) 2-dr, We 
r.. r., 5 — '5$ oria, ° (ps); Custom 300 (8) 4 

Larks ordered by the U. S. Government} ‘54 Ranch Wagon (8) 2-dr., $550*; Crest cenit 7. ctuaeee a ae PORTLAND dr., $1,700* (ps), $1,680*, 

(8) 4-dr., $420*. ; Was WaSCR, $2,c00. Portland Auto Auction. Sale every Tues- "58 Fairlane 500 (8) 2-dr. Victoria, §2,. 
to be delivered at the Studebaker-Packard | mpERIAL—'59 Imperial 2-dr. hardtop, erty Custom A-dr., $525. ia im tana 120" (ps); 4-dr. _ Victoria, $1,640" 
fi in South Bend. A. J. Port ight ute 285° (ps). ° : "R—'55 Commander (8) 2-dr.,/ RUiCK—'57 Super 2-dr. Riviera, $1,440* (ps); Fairlane (8) 2-dr. Victoria, $1,. 
‘actory b And. Porte, rights! oa Seter PO. ose actr., $1,000° $350. — p » & 495* (ps); 4-dr., $1,340° (ps); Custom 
SP enecelive vico-mresident aad evionc- “ ; MISCELLANEOUS—’57 Willys station wag-| .., 5): ’ ° : 3 300 (8) 4-dr., $1,150*, 

56 Century 4-dr., $950* (ps); Special 2 
bile division I t ’57 Premiere 2-dr. hardtop, $1,405* (ps). on, $900. dr. Riviera, $795* ; ’57 Country Sedan (8) 4-dr., $1,450* 
je division general manager, presents! +56 Premiere 4-dr., $1,000* (ps); 2-dr., ; : : (ps), $1,320* (ps); Fairlane 500 (8) 
the V-8 sedan to Paul T. Kreager, man- $980° (ps). LOS ANGELES 2-dr, Victoria, $1,280* (ps), $1,175* 
" . ’55 Capri 2-dr., $545* (ps); 4-dr., $370* , (ps); 4-dr., $1,215* (ps); 4-dr, Vie 

ager, St. Marks National Wild Life Refuge. (ps). aa, an nen” a a hy -- toria, $1,105* (ps); Ranch Wagon (8) 

The Federal ref th of Tallah MERCURY—’59 Montclair 4-dr. hardtop, | for sale of Feb. 9 y. 2-dr., $1,200; Custom 300 (8) 4-dr,, 

ee ee en) |= see. BUICK—'57 Century 2-dr. Riviera, $1,325* Si N77 $1,020 (ps), $965; Custom (8) 2-dr,, 

Fia., was established primarily for the “ta oe Suede" ine). (ps); Mon- (ps); Super 2-dr. Riviera, $1,240* (ps); ‘os Puen i ea Uae: Custom 

protection of Canadian geese. ’S7 Monterey 2-dr. hardtop, $900* (ps). } ig ag — ot ee > G (8) 2-dr., $670*; Custom (6) 2-<dr,, 

, n "mie ‘ ‘ $475. 

56 Century Estate Wagon, $965* (Ps) ; Ors 55 Country Sedan (8) 4-dr., $1,020" 
conv., $620* (ps); Special conv., $610*. 

, 8 e (ps); Country Sedan (6) 4-dr., $855; 
55 Super 2-dr. Riviera, $700* (ps). = 

CADILLAC—'59 Eldorado conv., $4,800* Fuirtane (8) 2-ér. Victoria, Sree: & 
(ps): (62) 4-dr., $4,485° (ps): 3-dr ALBANY dr., $730*; Custom (8) 2-dr., $600; 
$4,350° (ps); de Ville 2-dr, hardtop, Lioyd—’57 station wagon 2-dr., $160. ak teu a) dea. be0e: 4-dr., £325°: 

158 (62) Sedan de Vil $3,325° (ps); | Romawtt—’57 Dauphine 4-dr., $600. Main (8) 4-dr., $210. a 

° ° conv., $2 906° (ps): 2-dr., $2 505° Volkswagen—'59 2-dr., $1,220. '52 Country Sedan (8) 4-dr., $535, 

Petrochemists Discover | |," a ae BORDENTOWN, N. J. LINCOLN—'54 Cosmopolitan 4-dr., $460 

'57 Eldorado conv., $2,350* (ps); (62)| Austin—'54 2-dr., $210. “tie cin: aa Eee 

4-dr., $2,195* (ps), $1,900* (ps); conv., | Borgward—'59 2-dr., $1,600. ‘56 Montelulr 2-dr “Hardtop, $745* (pe) 
. 32. 100* (ps), Ford (English)—’59 Prefect 4-dr., $900. , 2. ' , . ; 
’ * ° ‘ 55 Monterey 2-dr, hardtop, $550*. 

Cw uorican or “eer Geel ode. GLRE® tend; ae ine bao bee ‘54 Custom 2-dr, hardtop, $445* 
(60) Special 4-dr., $1,355* (ps); El-| Lioyd—'57 2-dr., $100. OLDSMOBILE—’57 (88) 4-dr., $1,470* 
dorado conv., $1,300* (ps). Opel—’52 4-dr., $115. , i . a r z 

CHEVROLET—'60 Corvair (700) (6) 4-| Renault—’58 4-dr., $815. oe 
Ball Joints an TT YT Sit 7 } hag | Senet CORVeNe NS) Cee, | Ven at 2-dr., $1,000. PLEMOUTE 6d ‘Vatiant (6) 4-dr., 
d ‘i90°. ‘54 2-dr., $385. 925. a 

"59 Corvette (8) conv., $2,975", $2,885*; | Wwartburg—'59 station wagon 4-dr., $825. ’ . 

Parkwood (8) 4-dr., $2,320* (ps); Im- 7 we @ — ———— ° = oo (ps). 
pala (8) sport coupe, $2,305, $2,140* CALDWELL, - J. 56 Pls ae 70) 2-8 “$52 ’ 
(ps); sport sedan, $2,235* (ps); conv., | Austin-Healey—’'55 sport roadster, $605. 55 Belve - ) 3 > ~ it $595: 
ar uspens1O i } ms $2,035*; Bel Air (8) 4-dr., $1,850*| Hiliman—’58 Hush station wagon, $600. fon das ae $525, arareP, , 

‘58 Ienpaia (8) 2-dr,. hardtop, $1,880* — ate. "53 Suburban 2-dr., $340. 

(ps), $1,800* (ps), $1,795* (ps), $1,-| Renault—'57 4-dr., $365. —_ Catalina sport coupe, $2, 
. *-. m *. “ . 
abe oe te see? te}: CHICAGO 55 Chieftain station wagon 2-dr., $795’. 

4 sport sedan, $1,445* (ps); 4-dr., $1,-| MG—’57 MGA, $1,050. 53 Chieftain 4-dr., $225. : aaa 
435* (ps); Biscayne (8) 4-dr., $1,425* | Volkswagen—'60, $1,750. ae Rueeee ae eae oy ie -ton 
( ), y * So ANVILI a . LLA* « 
(3) star g1b00° “Gn: s rocwese D E, VA. pickup, $1,040, 
4-dr., $1,000. ; Vauxhall—'59 2-dr.,_ $1,320. '56 Ford (8) %-ton pickup, $840. 

"57 Corvette (R) conv., $2,000, $1,900*, Volkswagen—’59 2-dr., $1,685. ’54 Ford (8) %-ton pickup, $495. 
$1,700; Two-ten (8) station wagon, DAYTONA BEACH, FLA. ’53 Ford (8) con pickup, $445. 
$1,545* (ps); 2-dr., $1,140; sport se-| Hillman—’58 4-dr., $740. 52 Chevrolet %-ton pickup, $405, 
dan, $1,100*; 4-dr., $1,090*%; Two-ten | MG—’59 conv., $1,800. ETROIT 
(6) station wagon, $1,180*; Bel Air "58, $900. 

As you know, the tremendous (8) conv., $1,365* (ps), $1,360*; sport DETROIT D onl 

i ioi i sedan, $1,300*; 2-dr., $1,050%; One- . Aptco Auto Auction, Sale every Wednes 

pressure ina ball joint or torsion fifty (8) station wagon, $1,040*; One- | Austin-Healey—’'58 100 conv., $1,670. 2 . | day. Prices are for sale of Feb. 10. 

bar forces ordinary greases out fifty (6) station wagon, $805. Volkswagen—’60 Karmann-Ghia 2-dr., $2,-| ByycoK—'59 Electra 4-dr. hardtop, $2,325 

of the socket causing annoyin ’56 Bel Air (8) sport coupe, $1,035*; 080; 2-dr., $1,560, $1,555, $1,525. (ps); LeSabre 2-dr. hardtop, $2,150 

es : & ying sport sedan, $1,010*; Two-ten (8) sta- FLINT (ps); 4-dr., $1,900*. 

front end clicks. option wagon, $960°; 4-dr., $810°, Vauxhall—'59 4-dr., $1,175. '58 Special 4-dr. Riviera, $1,450*; 4-dr. 

> ss 55 Bel Air (8) sport coupe, $950", $1,385°. 
Amalie Engineers have found $925", $840", $800*, $725*; 2-dr., LOS ANGELES ‘57 Special Estate Wagon, $1,330* (ps). 
. . . . $845*; Two-ten (8) station wagon, | Austin-Healey—’55 roadster, $600. °56 Special 2-dr. Riviera, $550*. 
a combination lubricant with an $700; 4-dr., $630*, $560; Two-ten (6) | Borgward—'60 Isabella 2-dr., $2,725. CADILLAC—'56 (62) 2-dr., $1,100* (ps). 
extraordinarily high viscosity. In 4-dr., $595; One-fifty (6) 2-dr., $355. Jaguar—’54 XK120M roadster, $860. CHEVROLET—'60 Corvair (6) 4-dr., $1- 
x DeSOTO—’58 Fireflite station wagon, $1,-| Metropolitan—’55 conv., $325. 840*. 
test after test this grease re- 995* (ps), Opel—’58 2-dr., $1,035. — ’59 Impala (8) 4-dr. hardtop, 2 at $2, 
. : ni : ’56 Firedome 4-dr., $790* (ps). Renault—’58 Dauphine 4-dr., $1,095. 080* (ps); 2-dr. hardtop, $1,910; King® 
— eee an papi pes ghitedome, 2-dr. hardtop, $160* (ps). | Taunus—'S9 station wagon, $1,100. | wood (8) 4-dr., $1,950; Parkwood (6) 
r socke ubricated 1 espite DGE—’57 Coronet (8) 4-dr. hardtop, | Triumph— '59 station wagon, $1, , 4-dr., $1,925*; Brookwood (8) 4-dt 
th Pie t drivi nditi $1,060*; 2-dr., $915*. Volkswagen—’60 Kombi, $1,695. $1,800; Bel ‘Air (6) 2-dr., $1,725*; 
e toughest driving conditions. 56 Coronet (8) zo. sacsen, $475*. ’56 sunroof S-de.. See. Biscayne (8) 2-dr., $1,555 “ 
Because of this quieting action "54 yal (8) 2-dr. 295 * ’55 sunroof 2-dr., $690. ’58 Brookwood (8) 4- ar., $1, 440°, $1,410"; 
Rs” « 8a Jo, ’53 Coronet (8) 2-dr. hardtop, $235*. Volvo—’57 2-dr., $850. Bel Air (8) 4-dr., $1,395%; Biscayne 
and its jet black color, we called Suspension oro” FORD—’60 Thunderbird (8), $4,435* (ps), MANHEIM, PA. (8) 4-dr., $1,340° (ps). 
. . . , , 
it Black Velvet Tn ae ely (hy er, even ban, | Auatin—'00 conv., $2,278 1 Be de 0) 6e. ee, fe - 
° ps); Galaxie ) conv., , ; 2-dr., ; Se s . Two-ten (6) station wagon, $1,125 
Next time you have a tough $2,585* (ps); Fairlane (6) 2-dr., $2,- 58 A35, $450, ‘55 Two-ten (8) station wagon, $565*; 
: ; ; 070. Fiat—'50 1200, $1,060. 2-dr., $530; 4-dr., $490*; Bel Air (8) 
ball joint or torsion bar lubrica- ‘59 Thunderbird (8), $3,260* (ps), $3,-| Ford (English) ~’59 4-dr., $820. 2-dr., $555*. 
: + 9 065* (ps); Galaxie (8) skyliner, $2,- er . DODGE — ’58 Coronet (8) 2-dr. hardtop, 
tion problem, try Amalie’s Black 270* (ps); 2-dr. Victoria, $2,205* (ps), | Gollath—'59 2-dr., $950. $1,415* (ps). 

Velvet. $2,180" (ps); Fairlane 500 (8) 2-dr. | Jasuar—’56 4-dr., $435. 57 Royal (8) 2-dr. hardtop, $1,025* (ps); 
Victoria, $2,085* (ps), $1,975* (ps), Lancia—’59 conv., $2,625. 4-dr. hardtop, $950 (ps): 4-dr., $865". 
$1,815*; 4-dr., $1,835*; Ranch Wagon "ee = $1,400: 4-ar., $905,] '56 Coronet (8) 2-dr., $585°. 

AMALIE DIVISION £E-2 Sonneborn Chemical and Refining Corp., Franklin Pa. = cities Gone 500 ne ws. $325. one - wena se = oes ear 21. 820. 
“* , ’ «-ar., * Z —" aicon -ar, 
85. Mercedes—’'54 220 4-dr., $1,250. ; . | $2 

58 Thunderbird (8), $2,885* (ps); Fair-| Metropolitan—'57 2-dr., $675, 7 nt co; Gee 6 
lane 500 (8) skyliner, $1,675* (ps);| 55 2-dr., $400. 4-dr. Victoria, $2,060* (ps); 4-dr., $2° 
2-dr, Victoria, $1,575* (ps), $1,320* | Renault—’60 4-dr., $1,000. 000*; Fairlane (8) 4-dr., $1,650*; 2-dt 
(ps); 4-dr., $1,425° (bs); 4-dr. Vic-| 159 4-dr., $950. $1,570. ; 
toria, $1,190* (ps); Custom 300 (8) -— he es <= ’58 Fairlane 500 (8) skyliner, $1,470* 
2-dr., $1,220*; 4-dr., $1,085*, $1,050*. . es : 2-dr. Victoria, $1,300* (ps); 

The Broadest and Most Profitable Consumer Credit 7”, Sas kage tam 3 230° > SL Triumph -’60 4dr io Wagon (3) 2-dr., $1,150* (ps); Custom 
ps), $1, ps), $1, ps), $1,-| > “ , 300 (6) 2-dr., $910*. 
: Vauxhall—’58 4-dr., $700. . , 35, 
Insurance Market Ever Developed 195*, $1,150*, $1,035*; Fairlane 500 , f P 57 Country Sedan (6) 4-dr., $11 
8) 2- 1 ia, ,150*; 2-dr., $1,- | Volkswagen—’60 Microbus, $1,805; 2-dr., ; 7 ,055°, 
re ys Uh XI 1290 ne) 28. ‘ pe)” Custom 360 150 ddr, $1,385, $1,365, $1,310, $1,230 $800" (pa); Ranch Wagon (8) 2-4 
4-dr., 2 at $925*; Custom 300 (6) 4- os vee , . : ’ 4 . we $970*, $950*, $800*; Custom 300 (5) 
Oo ve rages Ae | qa of é., $8608; resrune (8) 4-dr., $750*; — 2-dr., $1,650; sunroof, 2-dr., $850*; 4-dr., $700*; Custom © 
- A ustom (8) 4-dr., 40. ‘ . F 2-dr., $800; Custom (8) 2-dr., » 
Automobile Physical Damage Insurance 56 Main (6) business coupe, $335, ‘57 2-dr., $1,030, $730. '56 Fairlane (8) 2-dr., $550*; Main (6) 
k *55 Thunderbird (8), $1,275* (ps); Fair- 56 2-dr., $830. 2-dr., $525; Custom (8) 4-dr., $430°; 
(Comprehensive. Fire. Theft and Collision) lane (8) Crown Victoria, $680*, $590* PORTLAND, ORE. 2-dr., $295. : 
(ps); 4-dr., $585* (ps); conv., $410*; | simea—’58 4-dr., $700. 55 Fairlane (8) 2-dr. Victoria, $770", 
Ranch Wagon (8) 2-dr., $585, $470*. | Vauxhall—’58 station wagon 4-dr., $995. $480*; Ranch Wagon (8) 2-dr., 


Credit Life Insurance 
Credit Accident and Health Insurance 


LINCOLN—’58 Continental Mark III 4-dr., 
$3,100* (ps); 2-dr., $3,000* (ps); Pre- 
miere 4-dr. hardtop, $2,200* (ps). 


Volkswagen—’'56 2-dr., $920. 
SALT LAKE CITY 


LINCOLN—’57 Premiere 4-dr. hardtop, $1" 


550° (ps). 
’56 Premiere 4-dr., $975*. 


hardtop, 







MERCURY—’57 Commuter 2-dr., $1,225* | Austin—’58 4-dr., $850. MEROURY — ’57 Monterey 2-dr. 
4 7 5 '@] i U TE | . > U R A N CE ‘4 O iY oa] NY y (ps); Monterey 2-dr., $1,160* (ps); 4- | Goliath—’58 2-dr., $600. $980* (ps). 
dr, hardtop, $1,050*. Simea—’58 4-dr., $585. ’55 Monterey 4-dr., $410*. Hol 
: ’56 Custom station wagon, $780* (ps); CONN. OLDSMOBILE—’57 (88) Super 2-dr. 1 
n re rf r a at naretep, a ‘ ‘i en Bare. . day, $1,325* (ps). eal 
, ontclair 2-dr., * (ps); on- > ” . 56 (88) Super 2--dr. Holiday, $4 
Tenn Res ey ife Insurance ery iby terey 2-dr., $470*, $425°. Volvo—’59 2-dr., $1,450. BS (88) 4.dc. 3625° (ps); a-dr., $étt 
ad STS IM CONSUMER CREDIT INSURANCE NASH—'52 Ambassador 4-dr., $105*. WEST PALM BEACH, FLA. PLYMOUTH—'60 Valiant (6) 4-dr., $1 
ane mes — '60 (88) 4-dr., $2,920*| Ford (English)—’58 Escort 2-dr., $705. as te an ea $1,700°. 
, : ps). Hiliman—’'53 Mark VI 4-dr., $225. ury (8) r. hardtop, $1,700 
83 Chapel Street, Hartford 2, Connecticut '59 (88) 2-dr. Scenic, $2,430* (ps); conv., | MG—'59 Magnette 4-dr., $1,500. '58 Belvedere (8) 4-dr., $1,150*; 2-df 
$2,350* (ps). Metropolitan—’56 2-dr. hardtop, $510. $1,050*; Savoy (8) 2-dr., $865*. 
’58 (88) Super 2-dr. Holiday, $1,900* | Porsche—’56 2-dr., $1,125. ’57 Belvedere (8) 4-dr., $800* (ps), $740" 


(ps). Volkswagen—’'57 4-dr., $890. 
’57 (88) Super 4-dr, Holiday, $1,510* | Volveo—’58 2-dr., $1,050. 












2-dr, hardtop, $755*. (ps). 
1 ; 


(ps); 
(Continued on Page 37, Col. 
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(Continued from Page 36) 


156 Belvedere (8) 4-dr., $630*; Plaza (8) 
4-dr., $450*. 


55 Suburban (6) 2-dr., $400; Savoy (8) 
4-dr., $325°. 

PONTIAC — 56 Star Chief 4-dr., $580*; 
Chieftain 2-dr., $465*. 


RAMBLER—’58 Rebel (8) Cross Country, 
1,350* 
of Custom (8) Cross Country, $1,280*; 
Super (6) Cross Country, $850*. 
STUDEBAKER—’59 Lark (6) station wag- 


on, $1,435. 
FLINT 


Flint Auto Auction, Inc. Sale every Wed- 
nesday, Prices are for sale of Feb. 10. Sold 
139 cars from 215 consignments. 

iCK—’59 Electra 4-dr., $2,410° (ps); 
2-dr., $2,370* (ps); LeSabre 4-dr. hard- 
top, $2,350° (ps); 4-dr., $2,240* (ps); 
2-dr. hardtop, $2,200* (ps); Invicta 
4-dr., $2,115* (ps). 

58 Super 2-dr. Riviera, $1,675* (ps); 

Special 2-dr., $1,505*; 4-dr. Riviera, 
400°. 

57 Special 4-dr., $1,140*°; 2-dr. Riviera, 

$1,110*; 2-dr., $980*. 

56 Super 2-dr. Riviera, $775* (ps); Spe- 

cial 2-dr. Riviera, $715*; 2-dr., $440*; 
4-dr., $705; Century 2-dr. Riviera, $575* 


(ps). 
165 Bpecial 2-dr., $465*; 2-dr. Riviera, 
15*. 
oa8 mpectal 2-dr., $130*. 
CADILLAC—’53 (62) 2-dr., $500* (ps). 
CHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $2,580* (ps); Biscayne (6) %-dr., 


$1,905. 

159 Impala (8) conv., $2,200* (ps); Park- 
wood (8) 4-dr., $2,100* (ps); Bel Air 
(8) 4-dr., $1,910* (ps); 2-dr., $1,790*, 


$1,675*; Bel Air (6) 4-dr., $1,725; 2- 
dr., $1,605*, $1,605; Brookwood (6) 
4-dr., $1,660. 


‘58 Biscayne (6) 4-dr., $1,395, $1,180. 

‘57 Bel Air (6) 2-dr., $1,070*; 2-dr. hard- 
top, $1,040*; Two-ten (6) station wag- 
on 4-dr., $1,065*, $1,005*; 4-dr., $855; 
Two-ten (8) 2-dr., $965*. 

56 Bel Air (8) 4-dr., $875*, $790*; 4-dr. 
hardtop, $725*; Two-ten (8) station 
wagon 4-dr., $850*; 4-dr., $665; Two- 
ten (6) 4-dr., $715*; 2-dr., $665, $555; 
Delray, $665*. 

‘55 Bel Air (8) conv., $675* (ps); sta- 
tion wagon 4-dr., $675*, $645*; 4-dr., 
$525, $515*; 2-dr., $500*; Two-ten (6) 
4-dr., $515*; Two-ten (8) 4-dr., $480°*; 
One-fifty (6) 2-dr., $360. 

‘54 Two-ten station wagon 4-dr., $380, 
$340*; 4-dr., $220*; One-fifty 4-dr., 


$275. 
53 Two-ten 2-dr., $280, $165, $130. 
‘51 Deluxe 2-dr., $130. 
CHRYSLER — ‘58 Windsor 2-dr. 
$1,425* (ps), $1,400* (ps). 
DeSOTO—’55 Firedome 4-dr., $500*. 
'h4 Firedome 4-dr., $190*. 
DODGE—’57 Coronet (8) 2-dr., $445. 
’53 Coronet 2-dr., $105. 
EDSEL—’58 Ranger 2-dr., $1,005. 
FORD—'59 Custom 300 (8) 2-dr., $1,445*. 
’58 Thunderbird (8) 2-dr. hardtop, $2,- 
710* (ps); Custom 300 (6) 2-dr., $1,- 
065 


hardtop, 


'57 Country Sedan (8) 4-dr., $1,105*; 
Fairlane (8) 4-dr., $980*. 

"56 Fairlane (8) conv., $670; 4-dr., 
$610*, $590*, $550; 2-dr., $495*, $450°; 
Custom (8) 4-dr., $380. 

"55 Country Sedan (8) 4-dr., $490; Cus- 
tom (8) 4-dr., $480*; Custom (6) 2-dr., 
$335; 4-dr.. $265; Fairlane (8) 2-dr., 
$450*. 

"53 Custom (8) 4-dr., $170. 

"52 Custom (6) 4-dr., $130. 

"47 Custom (8) 2-dr., $400. 

MERCURY—’57 Monterey 2-dr., $655. 

’56 Monterey 2-dr, hardtop, $605*, $465*. 

‘55 Monterey 2-dr. hardtop, $425*; 2-dr., 
$400*. 

"53 Custom 2-dr., $260. 


OLDSMOBILE—’59 (88) Super 4-dr., $2,- 
275* (ps). 
"56 (88) Super 4-dr., $735°. 


"55 (88) 2-dr., $545*, $515*, $225*; 2-dr. 
Holiday, $465°*. 
"54 (88) 2-dr., $330*; 4-dr., $185* (ps). 
"53 (88) Super 2-dr., $170*. 
PLYMOUTH—’56 Savoy (6) 4-dr., $335. 
"54 Savoy 2-dr., $180. 
PONTIAC — '59 Bonneville conv., $2,750* 
(ps), $2,490, $2,490*. 
"58 Chieftain Safari 4-dr., $1,740* (ps); 
2-dr. Catalina, $1,550*. 
57 Chieftain 4-dr. Catalina, $1,005*. 
56 Star Chief 2-dr., $705*. 
55 Chieftain 2-dr., $150*; 4-dr., $450*. 
53 Chieftain 4-dr., $140*. 
ILER—’58 Super (6) Cross Country 
4-dr.. $1,310*; Deluxe (6) 2-dr., $870. 
7 Sontem (6) Cross Country 4-dr., $1,- 
. 


"55 Custom 4-dr., $190. 
SECSESARER—S6 Power Hawk (6) 2-dr., 
MISCELLANEOUS—’60 Chevrolet (6) 2- 

; dr. pickup, $1,905. 

"58 Cheverolet 1%-ton Van, $1,000. 

‘57 Dodge %-ton, $565. 

‘55 Chevrolet %-ton pickup, $515. 

52 Ford %-ton pickup, $200. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day, Prices are for sale of Feb, 
$1,- 


BUICK—'57 Century 4-dr. Riviera, 
f 060* (ps). 
56 Century 2-dr. Riviera, $840*; 2-dr., 





Calendar 


(Continued from Page 10) 


General 


March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers' Assn., Queen 
Elizabeth Hotel, Montreal. 

March 21-25—National Assn. of Fleet Ad- 
Ministrators, Inc, annual convention, 
Sheraton-Cadillac Hotel. Detroit. 
March 28-29 — Manitoba Automotive 
Trades Assn. Convention, Winnipeg Civic 
Auditorium, Winnipeg. 

May 10-12— Eighth Highway Transporta- 

on Congress, Washington, D. C. 
luly 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich. 

Sept. . 1960—Production Engineering 
how, Navy Pier. Chicago. 

, 1960—Machine fool Exposition, 

International Amphitheatre, Chicago, 


$560*; Special 2-dr. Riviera, $815*; 
Super 4-dr., $770* (ps). 
55 Special 2-dr., $450* (ps); 
dr., $410* (ps). 
CADILLAC — ’60 de Ville 2-dr. bardtop, 
$5,400* (ps), 

"55 (62) 4-dr., $955* (ps). 
CHEVROLET—’59 Impala (8) sport sedan, 
$2,315* (ps); 4-dr., $2,080* (ps). 

‘58 Impala (8) 2-dr. hardtop, $1,575*; 
Brookwood (8) 4-dr., $1,325. 
’57 Bel Air (8) conv., $1,320 *(ps); sta- 
tion wagon, $1,210*; 4-dr., $865*. 
°56 Bel Air (6) 4-dr., $690*. 
*55 Two-ten (8) 4-dr., $550*. 
"52 Deluxe 2-dr., $100*. 
CHRYSLER—’55 Windsor 4-dr., $350* 
(ps). 
DeSOTO—’57 Firedome 4-dr., $1,215* (ps). 
DODGE—’ 57 Coronet (8) 4-dr., $900* (ps). 
°54 Meadowbrook (8) 4-dr., $295. 
53 Coronet (8) station wagon, $230. 
EDSEL—’59 Ranger 2-dr., $1,550*. 
*58 Ranger 2-dr., $850*. 
FORD—’60 Galaxie (8) conv., $2,600*; 
Fairlane (6) 2-dr., $1,700. 

*°59 Thunderbird (8) conv., $3,050* (ps); 
Galaxie (8) 2-dr. Victoria, $2,060. 
’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 

315* (ps). 
57 Fairlane (8) 4-dr., $935*; 
300 (8) 2-dr., $725. 
"56 Custom (8) 2-dr., $740*; 4-dr., $500. 
’55 Fairlane (8) 2-dr., $520*. 
°54 Main (8) 2-dr., $380. 
53 Crest (8) 2-dr, Victoria, $295*, 
OLDSMOBILE—’58 (88) Super 4-dr. Holi- 
day, $1,815* (ps); (88) 2-dr. Holiday, 
$1,550* (ps); 4-dr., $1,535* (ps). 
’57 (98) 4-dr., $1,150* (ps). 
"56 (88) 4-dr. Holiday, $910* (ps); 4- 
dr., $820* (ps). 
"55 (98) 4-dr., $800* (ps). 













































Super 4- 


Custom 


PACKARD — ’56 Patrician 4-dr., $765* 
(ps). 
’55 Clipper 4-dr., $375* (ps). 
PONTIAC—’57 Chieftain 4-dr., $980*. 


"56 Star Chief 2-dr. Catalina, $750*; 
Chieftain 4-dr., $670. 
RAMBLER — ’59 Ambassador (8) Cross 
Country, $1,865*. 
’55 Custom 4-dr., $450*. 
STUDEBAKER—’59 Lark (6) 2-dr. hard- 
top, $1,280. 
MISCELLANEOUS—’59 Ford %-ton pick- 
up, $1,050; Dodge %-ton pickup, $850. 
*57 Chevrolet pickup, $740; %-ton truck, 
$700°. 
’55 International panel, $400. 
54 Ford %-ton pickup, $415. 


CALDWELL, N. Y. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Feb. 11. Demand 
is good. Market is opening. Sold 1€3 cars 
from 202 consignments. 

BUICK—’58 Special 4-dr., $1,495*, $1,165*, 


$1,150*; Super 4-dr. Riviera, $1,440* 
(ps). 
’57 Super 4-dr. Riviera, $1,325* (ps); 


Special conv., $1,200* (ps). 

’56 Special 4-dr. Riviera, $725*. 

55 RM 2-dr. Riviera, $695* (ps); 4-dr., 
$450* (ps); Century 4-dr. Riviera, 
$525*; conv., $395* (ps); Special 2-dr. 
Riviera, $420* (ps). 

’53 Special 2-dr. Riviera, $175* (ps). 

CADILLAC—’58 (60) Special 4-dr. hardtop, 
$3,250° (ps); (62) 2-dr., $2,990* (ps). 

*56 (62) Coupe de Ville, $1,600* (ps). 

’55 (62) 2-dr. hardtop, $1,250* (ps); 4- 
dr., $1,240° (ps). 

'48 (61) 2-dr., $120*. 

CHEVROLET—'60 Corvair (6) 4-dr., $1,- 
855°. 

59 Bel Air (8) 4-dr. hardtop, $1,600* 
(ps); 4-dr.. 2 at $1,525. 

’58 Brookwood (6) 4-dr., $1,560*, 2 at 
$1,350; Bel Air (8) 4-dr., $1,355* (ps), 
2 at $1,350*, $1,320*; Biscayne (6) 4- 
dr., $1,260*, $1,250*, $1,230*, $1,200*, 
$1,150, 2 at $1,135, $1,090, $1,080, $1,- 


030; Biscayne (8) 4-dr., $1,250°, $1,- 
185*. 
’57 Two-ten (8) 4-dr., $1,000%, $975*, 


$970, $960; 2-dr., $830*, $785*, $750; 
One-fifty (6) 2-dr., $650. 

’56 Bel Air (8) sport coupe, $1,000* (ps). 

’55 Two-ten (8) 4-dr., $550; Two-ten (6) 
2-dr., $240. 

’53 Bel Air sport coupe, $205. 

CHRYSLER—’57 Windsor 2-dr. 
$1,145* (ps). 

56 NY 4-dr., $680* (ps); Windsor 4-dr., 
$640* (ps). 

’55 Windsor 2-dr. hardtop, $595* (ps), 
$435* (ps); 4-dr., $550* (ps), $515*. 

DeSOTO—’58 Firedome 4-dr., $1,400* (ps). 

57 Fireflite 4-dr., $1,195* (ps); Firesweep 
4-dr., $90C* (ps). 

’55 Special 2-dr. hardtop, $450* (ps). 

DODGE—’58 Royal (8) 4-dr. hardtop, $1,- 
495° (ps). 

’57 Coronet (8) 4-dr., $990*. 

*56 Custom Royal (8) 4-dr., $760* (ps). 

’55 Coronet (8) 2-dr., $415*. 

FORD—’'60 Fairlane 500 (8) 4-dr., $2,200*. 

’59 Fairlane (8) 4-dr., $1,600* (ps), $1,- 
600*, $1,570* (ps). 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
600* (ps); conv., $2,400* (ps); Fairlane 
500 (8) 4-dr. Victoria, $1,415* (ps); 2- 
dr, Victoria, $1,295* (ps); Custom 300 
(8) 4-dr., $1,160, $1,125*, $1,050. 

’57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
200* (ps): Custom 300 (6) 4-dr., $845; 
Custom 300 (8) 2-dr., $725*, 2 at $700*, 
$635*, $625*; Fairlane (8) 2-dr., $750*, 
$675*; Custom (6) utility sedan, 2 at 
$385. 

’56 Country Sedan (8) 4-dr., $960*; Fair- 
lane (8) 2-dr., $455; Main (6) 4-dr., 
$450. 

'55S Fairlane (8) 2-dr. Victoria, $650*; 4- 
dr., $400; 2-dr., $310. 

*54 Country Sedan (8) 4-dr., $175*; Main 
(6) 4-dr., $155*; Crest (8) conv., $155*. 

IMPERIAL—’58 Crown conv., $2,220* (ps). 
LINCOLN— 57 Capri 4-dr. hardtop, $1,480* 
(ps). 
’55 Custom 4-dr., $505* (ps). 
MERCURY—’58 Montclair 4-dr. hardtop, 
$1,610* (ps): Commuter 4-dr., $1,430*; 
Monterey 4-dr., $1.280*, $1,112*. 

’57 Montclair conv., $1,210* (ps); 
terey 4-dr.. $950*, $940*. 

"56 Custom 2-dr.. $600. 

‘55 Montclair 2-dr. hardtop, $715* (ps). 

OLDSMOBILE—'58 (88) Super 4-dr., $1,- 
980* (ps); (98) 4-dr. Holiday, $1,900* 
(ps); (88) conv., $1,685* (ps). 

’57 (88) Super 4-dr., $1,280* (ps). 

"56 (98) 2-dr. Holiday, $890* (ps); 
4-dr., $850* (ps), $510* (ps). 

"55 (98) 4-dr. Holiday, $860* (ps); 4-dr., 
$600* (ps); (88) 2-dr. Holiday, $380*. 


hardtop, 


Mon- 


(88) 


PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,400* (ps); Suburban (8) Cus- 
tom 4-dr., $1,200*; Savoy (8) 4-dr., 
$915; Plaza (6) 2-dr., $815. 

’57 Suburban (6) Custom 4-dr., $915; 
Savoy (8) 4-dr., $750*; 2-dr., $670*; 
Plaza (6) utility sedan, $600, $400. 

’56 Plaza (8) 2-dr., $495. 

"55 Savoy (8) 4-dr., $370*, $365*; Bel- 
vedere (8) 4-dr., $210. 

"54 Plaza Suburban, $270. 

ee: ls Catalina sport coupe, $1,- 
760. 

58 Super Chief 2-dr. Catalina, $1,595* 
(ps), $1,380*. 

"57 Star Chief 4-dr., $1,300* (ps), $1,- 
195* (ps). 

"56 Chieftain 4-dr., $710*, $510*. 

’54 Chieftain 2-dr, Catalina, $415* (ps); 
2-dr., $350. 

RAMBLER—’59 Super (6) 4-dr., $1,450*. 

*55 Super Cross Country, $300. 

’53 Custom station wagon, $200. 

STUDEBAKER—’59 Lark (6) station wag- 
on, $1,450*. 

WILLYS—’42 Jeep, $400. 


SALT LAKE CITY 


Salt Lake Auto Auction. Sale every Thurs- 
day. Prices are for sale of Feb. 11. 
BUICK—’58 Century 2-dr, Riviera, $1,750* 

(ps). 

"56 Super 4-dr., $950* (ps). 

"55 Super 4-dr., $275* (ps). 

"52 Special 2-dr. Riviera, $170* (ps). 
CADILLAC—’58 (62) 4-dr. hardtop, 

990* (ps). 

"57 (62) 2-dr., $2,155* (ps). 

’55 (62) Coupe de Ville, $1,375* (ps). 
CHEVROLET—’59 Impala (8) conv., $2,- 

340* (ps); Parkwood (8) 4-dr., $2,300* 
(ps), $2,040; Brookwood (6) 4-dr., $1,- 
975*; Bel Air (8) 4-dr., $1,875* (ps), 
2 at $1,850* (ps), $1,850*, $1,740. 

*58 Impala (8) conv., $1,595*; Bel Air (8) 
sport sedan, $1,595* (ps); Brookwood 
(8) 4-dr., $1,475*; Biscayne (8) 4-dr., 
$1,315*. 

"57 Bel Air (8) 4-dr. hardtop, $1,100* 
(ps), $995* (ps); Bel Air (6) 4-dr., 
$610; Two-ten (8) 2-dr., $475. 

’55 Bel Air (6) 4-dr., $600*; sport coupe, 
$500*; Two-ten (8) Delray, $555*. 

"53 Two-ten station wagon 4-dr., $385; 
Bel Air 4-dr., $165*. 

’52 Deluxe 4-dr., $200. 

OHRYSLER—’56 NY 4-dr., $1,180* 
Windsor 4-dr. hardtop, $930* (ps). 

’55 Windsor 4-dr., $500* (ps). 

"50 4-dr., $175. 
DODGE—’57 Coronet 
$1,100* (ps). 
FORD—’59 Country Squire (8) 
pass.), $2,325* (ps); 4-dr., $2,225* 
(ps); Fairlane 500 (8) 4-dr., $1,820* 
(ps); Fairlane (8) 4-dr., $1,775* (ps); 
Custom 300 (8) 4-dr., $1,725* (ps), $1,- 

395°. 

’58 Country Sedan (8) 4-dr., $1,775* 
(ps); Custom 300 (8) 4-dr., $1,250. 

’57 Country Sedan (8) 4-dr., $1,175* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $1,020*, 
$945*; Fairlane (4) 2-dr., $730; Custom 
(8) 4-dr., $800*; Custom (6) 2-dr., 
$575. 

"56 Fairlane (8) 2-dr., $900* (ps); Cus- 
tom (8) 2-dr., $600. 

*55 Country Sedan (8) 4-dr., $700*; Fair- 
lane (8) 2-dr. Victoria, $645*; Ranch 
Wagon (8) 2-dr., $625; Custom (8) 2- 
dr., $300*, $330; Crest (8) 2-dr. Vic- 
toria, $250. 

LINCOLN — ’'56 Premiere 4-dr., $1,345* 
(ps). 
MERCURY—’59 Colony Park 4-dr., $2,550* 


$2,- 


(ps); 


(8) 2-dr. hardtop, 





4-dr. (9 


(ps). 
"57 Montclair 2-dr. hardtop, $1,110* (ps); 
4-dr., $1,100*. 
’55 Monterey sport coupe, $820* (ps); 2- 
dr. hardtop, $600*. 
’54 Monterey 4-dr., $395*. 
OLDSMOBILE—’58 (88) Super 4-dr. Holi- 
day, $1,950* (ps). 
"57 (88) 4-dr., $1,005*. 
’56 (98) 2-dr. Holiday, $1,075* (ps); (88) 
2-dr. Holiday, $525*. 
°55 (98) 2-dr. Holiday, $860* (ps); (88) 
Super 4-dr., $755* (ps), $700* (ps); 
(88) 4-dr., $625* (ps), $570*, $550*, 
$485* (ps), $400* (ps). 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
750*; Savoy (8) 4-dr., $1,450. 
'57 Suburban (8) 4-dr., $1,000, $1,000*. 
'53 Plaza 2-dr., $275. 
PONTIAC—’59 Bonneville conv., $2,620* 
(ps); Safari 4-dr., $2,435° (ps). 
’55 Chieftain 4-dr., $655* (ps). 
RAMBLER—’59 American 2-dr., $1,300. 
’55 Super Cross Country 4-dr., $570. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,- 


300. 
’56 Champion (6) 4-dr., $510. 
MISCELLANEOUS — '59 Ford Cabi1 T 
Stake, $1,600; Chevrolet %-ton pickup, 
$1,550. 

’57 Chevrolet %-ton pickup, $1,110; Ford 
%-ton pickup, $975, $940; Dodge pick- 
up, $865. 

’55 Ford %-ton pickup, $515. 

’52 Ford 1%-ton pickup, $350. 

"49 Chevrolet pickup, $225; Ford %-ton 
pickup, $180. 

'48 Ford %-ton, $140. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Feb. 10. 
BUICK—’58 RM conv., $1,660* (ps). 

‘57 Special 2-dr., $955°. 

’56 Special 4-dr., $725*. 

'55 Special 4-dr., $540* (ps); 2-dr. Riv- 

fera, $435*. 

’54 Super 2-dr., $430* (ps); Special 2-dr. 
Riviera, $180*. 

OADILLAC—’55 (62) 4-dr., $1,100* 
2-dr. hardtop, $1,015* (ps). 

‘47 Ambulance, $120. 

OHEVROLET—’59 Biscayne (8) 4-dr., $1,- 
890". 

58 Bel Air (6) 4-dr. hardtop, $1,385* 
(ps), $1,370*%; Brookwood (6) 4-dr., 
$1,350; Biscayne (6) 4-dr., $1,300*, $1,- 
250*, $1,085, $1,050*. 


(Ps) ; 


‘57 Bel Air (8) sport sedan, $1,205*, 
$950*; conv., $1,200* (ps), $1,150*; 
Two-ten (6) 2-dr., $960; One-fifty (6) 
2-dr., $685. 


’56 Two-ten (8) 4-dr., $910*; Bel Air (6) 
4-dr, hardtop, $870*. 

55 Two-ten (6) station wagon 4-dr., 
$655; 2-dr., $315; Delray, $500, 

54 Bel Air 4-dr., $500*; 2-dr., $375, 
$295; Two-ten station wagon 4-dr., 
$425; One-fifty 4-dr., $150*. 

"53 Bel Air 2-dr., $375, $265, $250*; Two- 
ten 4-dr., $285*. 

"52 Two-ten 4-dr., $105. 

CHRYSLER—’'53 Windsor 2-dr., $230. 


DeSOTO—'57 Coronet (8) 4-dr., $1,000* 
(ps). 
"53 Meadowbrook Suburban, $320; Coro- 
net 2-dr., $115*. 


FORD—’'60 Falcon (6) 2-dr., $1,875*. 
'59 Fairlane (8) 2-dr., $1,690*. 
"58 Custom 300 (8) 4-dr., $1,115; 2-dr., 
$975; Ranch Wagon (6) 2-dr., $750. 


















































Model Breakdown 
Of Auction Averages 














Feb., 1960 Jan., Dec., 
Model To Date 1960 1959 
$2,549 $2,685 $2,664 
. 2,179 2,140 2,482 
1,426 1,425 1,560 
1,018 1,012 1,100 
696 710 7133 
519 532 549 
337 340 SA 
224 218 237 
Overall 
Average $1,118 $1,133 $1,202 





’57 Country Sedan (8) 4-dr., $1,200* (ps); 
Fairlane 500 (8) conv., $1,000*; Cus- 
tom 300 (8) 4-dr., $855*; Ranch Wagon 
(8) 2-dr., $850*, 

’56 Country Squire (8) 4-dr., $775* (ps); 
Ranch Wagon (8) 2-dr., $645; Custom 
(8) 4-dr., $620; 2-dr., $500; Main (6) 
2-dr., $495, $310. 

’55 Fairlane (8) Crown Victoria, $850*; 
4-dr., $595*, $520*; 2-dr. Victoria, 
$590*. 

"54 Custom (&) 4-dr., $425, $200*; Cus- 
tom (6) 2-dr., $310; Ranch Wagon (8) 
2-dr., $260. 

’53 Custom (8) 2-dr., $300, $140. 

’51 Custom (8) 4-dr., $130*. 


LINCOLN—’55 Capri 2-dr. hardtop, $625* 
(ps). 
MERCURY—’57 Monterey conv., $1,260* 


(ps). 

’55 Monterey 4-dr., $525*. 

’54 Monterey 2-dr. hardtop, $425*, $215*; 
4-dr., $300*, $150*; conv., $200*; Mont- 
clair 2-dr, hardtop, $295*, $200. 


Tilt-a-Mirror is a salesman's right hand. It's a 


“SELL FROM THE GROUND UP" 
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’52 Custom 2-dr., $150*. 
OLDSMOBILE—’57 (88) Super 4-dr, Holi- 
day, $1,325* (ps). 
*56 (88) 4-dr. Holiday, $775* (ps); 4-dr., 
$660* (ps); (98) 4-dr., $730* (ps). 
*54 (98) 2-dr. Holiday, $490* (ps). 
*53 (98) 2-dr. Holiday, $160*, 
PAOKARD—’55 Clipper 2-dr. hardtop, 
$275* (ps). 
’54 Clipper 4-dr., $155*, 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
330*; Savoy (6) 4-dr. (Taxi), $280*, 
$220*. 
’57 Suburban (8) 4-dr., $980*; Savoy (8) 
pe $630* (ps); Plaza (6) 4-dr., 


"56 Plaza (6) 2-dr., $560, $430. 

'54 Savoy 4-dr., $390, 

PONTIAC—’56 Chieftain station wagon 2- 
dr., $775* (ps). 

’55 Chieftain 2-dr., $375. 

"54 Chieftain conv., $400*, 

’52 Chieftain station wagon 4-dr., $200*. 
RAMBLER—’53 Custom conv., $246. 
STUDEBAKER—’55 Champion (6) 4-dr., 

$355; Commander (8) 4-dr., $255*. 
MISCELLANEOUS—’55 Ford F-100 %-ton 
Pickup, $410, $350. 
‘50 GMC 1%-ton Rack, $190, 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb, 10. Demand 
lightening on all sales, Dealers getting ad- 
justed to recent price drop. 

BUICK—’57 Special 4-dr., $990*. 

’55 Century 2-dr., $605* (ps). 

’53 Special 2-dr., $240*. 
OADILLAC—’53 (62) 2-dr., $355* (ps). 
CHEVROLET—’59 Impala (8) 2-dr., $1,- 


910°. 
’58 Biscayne (8) 4-dr., $1,280*, $970*; 
Yeoman (8) 4-dr., $830. 
’57 Bel Air (8) 4-dr., $1,285*, $1,280°, 
$1,200*, $1,085*; 2-dr., $1,265, $1,235; 
(Continued on Page 40, Col, 1) 
















compact 36x12 unit, travels on its own base 
and changes position with the touch of a fin- 
ger. It's sturdy, well built and specially design- 
ed for the automotive industry. Shows under- 
carriage points of interest. Perfect for showroom 
and shop selling. 
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Let the customer coe from a 
STANDING POSITION! 


er Point out your Produet Advantages! 
Soll Important Features others ean't! 

“Sot the ENTIRE AUTOMOBILE! 

SS COUNTLESS other sales advantages! 


IDEAL FOR SERVICE DEPARTMENTS, TOO! 








SOCHOSSHSHSSSSSOSHSHSSSHSSOSHSSEHEHROSEESESESESE®S 
Ship ____. Tilt-a-Mirrors 5% DISCOUNT 
to us at $19.95 each. when payment accompanies order. 
Name site tatlghliaai aoe 
Address 
City State 


Ship C.0.D._ 


4627 E. 31st Place 
Tulsa 5, Okichoma 


Tilt-a-Mirror, ote 


Payment Enclosed 


| 





SALESMAN On Order Deitvered 
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Opportunity 


For a man with the background 


and the desire to own his own deal 


Dodge Dealer Enterprise Program provides up to 75% of the capital to start a business of your own 


The kind of man we’re talking about has a responsible 
position in some dealership operation. He’s probably a 
general manager or sales manager—and he’s earned it by 


hard work, perseverance and results. 


The kind of man we’re talking about knows all the ropes 
of retail automobile selling. He’s a good manager and a 


smart businessman. He knows how to handle people. 


This man has all the qualifications for running his own 


dealership—except, perhaps, the capital to get started. 


To such a man, Dodge offers an exceptional opportunity 
—a special Dealer Enterprise Program to help you achieve 
this goal. This Dealer Enterprise Program provides up 
to 75% of the financial backing necessary to get you 


started in a business of your own. 


Once you qualify, you will receive other valuable assist- 
ance — in selecting a suitable facility, in recruiting and 
training dealership personnel, in setting up sound pro- 


cedures in administration, finance, service and the like. 


As a Dodge Dealer, you will have the benefit of the Dodge 
Market-Programmed Sales Agreement, the most valuable 
in the industry. It is completely flexible, designed to 
change as the market changes, to give you the most advan- 
tageous product lines and pricing policies. 
There has never been a better or more promising future 
for Dodge Dealers. Public acceptance of the new low-price 
Dodge Dart has been overwhelmingly enthusiastic, with 
sales up 131% over last year. 
The time to act is here. If you are the kind of man we have 
described, if you have the background and the experience 
and the desire to go into business for yourself, you owe it 
to yourself to investigate this Dealer Enterprise Program. 
You may be sure that your inquiry will be handled with 
complete discretion. Write to: 
John B. Naughton, General Sales Manager 
Dodge Division, Chrysler Corporation 


Detroit 31, Michigan 


In 1960 the big deal is 1) ()]) (GE 


DODGE DART «+ LUXURIOUS '60 DODGE « DODGE TRUCKS 














Used-Car A 


(Continued from Page 27) 
Two-ten (8) 4-dr., $1,115* (ps); sport 


i Two-ten 
r (8) 4-dr., $870*, $830, $710, $680; Two- 


coupe, $1,085, $980. 
"56 One-fifty (8) 2-dr., $885*; 
ten (6) 2- dr., $815, $785; Bel Air (8) 
4-dr., $860°, $860. 
55 Bel Air (8) 4-dr., $735*; 2-dr., $655*, 
$455*; Two-ten (6) 4-dr., $555; 2-dr., 


"SA Bel Air 2- dr., $415*, $345°*. 
°53 Bel Air 2-dr., uae $280; Two-ten 4- 
dr., $230, $205, 
DesSOTO—’57 Siecteme ouey., $1,060* (ps); 
Firesweep 4-dr., $880*. 
DODGE—’56 Coronet (8) conv., $570°*. 
*55 Royal (8) 4-dr., $410*; 3-dr., $370°. 
FORD—’59 Ranch Wagon (8) 4- dr., $1,- 
650* (ps); Custom 300 (8) 4-dr., $1,- 
270*, $1, 210°. 


58 Fairlane (8) 2-dr., $1,300*, $1,140*; 


4-dr., $985*; Country Sedan (8) 4-dr., 
$1, 030° (ps); Custom 300 (8) 4-dr., 
$890. 

’57 Fairlane (8) 2-dr., $1,160*, $965*, 
$935*, $680*; Country Sedan (8) 4- dr., 
$940, $770; Custom (8) 4-dr., $760°*, 
$510*. 

°56 Country Sedan (8) 4-dr., $940* (ps), 
$775; Ranch Wagon (8) "2-dr., $740* 
(ps); Fairlane (8) 4-dr. $690, $685, 
$490: 2-dr., $660; Main (8) 2-dr., 
$615*. 

’55 Fairlane (8) 2-dr., $705*, $700*, 
$490*, $460*; 2-dr. Victoria, $655°*, 
$405*; ois dr., $575; Custom (8) 2-dr., 
$630, $525, $505, el Country 
Sedan *. 4-dr., 2 at $550 

54 Custom (8) 4-dr., $390*, $280*; 2-dr., 
$310. 

’53 Country Sedan (8) 4-dr., $315. 


MERCURY—’58 Monterey 4- ar., $920. 
’57 Monterey 4-dr., $690*. 
’55 Montclair 4-dr., $700; Monterey 2-dr., 


$455, $325. 
’54 Monterey station wagon, $525* (ps); 
2-dr., $455. 
OLDSMOBILE—’ 55 (88) 2-dr., $760, $555*; 
4-dr., $695°*. 


54 (88) 4-dr., $365*. 

PLYMOUTH—'58 Savoy (8) 4-dr., $920°*. 
°57 Savoy (8) 4-dr., $795*; 2-dr., $665. 
"56 Plaza (6) 2- dr., $510. 

'55 Plaza (8) 4-dr., $400*. 

PONTIAC—’57 Star Chief 2-dr., $985. 

STUDEBAKER—’56 Flight Hawk (6) 2-dr., 


$360. 
MISCELLANEOUS—’55 Dodge (8) %-ton 
pickup, $410. 
°53 Ford (6) delivery, $130. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
Feb. 10. Prices remain strong across the 
board with late model cars coming into 
their own. Foreign cars and trucks and 
the earlier model cars are bringing top dol- 
lar due to the increasing demand. Sold 81 
percent of 504 consignments. 

BUICK—’59 Invicta 2-dr. hardtop, $2,195*. 

°58 RM 2-dr. Riviera, $1,725* (ps); Spe- 

cial 4-dr. Riviera, $1,500* (ps); 4-dr., 
$1,270°. 

°57 Special 4-dr., $1,310*; conv., $1,120*, 
$1,090* (ps); ‘Super 4-dr. Riviera, $1,- 
145* (ps). 

'56 Special Estate Wagon 4-dr., $1,085* 
(ps); 2-dr., $735*; 4-dr., $620°; Cen- 
tury 4-dr., ‘$1, 025* (ps); ‘o dr. Riviera, 
$840*; Super conv., $800* (ps); 4-dr. 
Riviera, $775* (ps); RM 4-dr. Riviera, 
$775°*. 

°55 Super 4-dr., $630* (ps); 2-dr. Riviera, 
5 $570° (ps); ‘Century 4-dr. Riviera, 
i $500* (ps). 

OADILLAC—’59 de Ville 4-dr. hardtop, $3,- 
775° (ps). 
*57 (62) 2-dr. hardtop, $2,200* (ps), $2,- 
175* (ps); 4-dr. hardtop, $2,085* (ps). 
7. 2 2-dr. hardtop, $1,700* (ps); 4- 
, $1,200* (ps), $1,110* (ps). 
ILET—’'60 Bel Air (6) 2-dr., $2,- 


‘59 Impala (8) 2-dr. hardtop, $2,250* 
(ps), $2,240* (ps), $2,170 *(ps), 2 at 
$2,130* (ps), $2,000* (ps), $1,980*; 
conv., $2,220* (ps), $2,180* (ps); 4-dr. 
hardtop, $2,185*, $2,120* (ps), $2, 115° 

$2,100* (ps), $2,060* (ps), $2,- 

050°" (ps); Brookwood (8) 4-dr., $2,- 
020* (ps), $1,940* (ps); Bel Air (8) 4- 
dr. hardtop, $1,850* (ps); 4-dr., $1,- 
750* (ps), $1,750*, $1,730° (ps), at 
700* (ps); Biscayne (6) 2-dr., $1,600* 

‘58 Impala (8) conv., $1,700*; 2- ‘dr. hard- 
top, $1,475*; Brookwood (6) 4-dr., $1,- 
400; Bel Air (8) 4-dr. hardtop, $1,380*, 
$1,365* (ps); 2-dr. hardtop, $1,360", 
$1,280*°; Bel Air (6) 4-dr. hardtop, $1,- 

i 330* (ps), $1,220*; Biscayne (8) 2-dr., 

; $1,340" (ps), $1, 325°; Biscayne (6) 4- 

dr., $1,325*, $1,200°, $1,170*, $1,170; 
2-dr., $1,230; Delray (8) 2-dr., $1,020. 

"57 Two-ten (8) station wagon 4-dr., $1,- 
240° (ps); Two-ten (6) 4-dr., $1,145; 
2-dr., $820; Bel Air (8) station wagon 
4-dr., $1,380* (ps); One-fifty (6) sta- 
tion wagon 2-dr., $1,140*. 

"56 Bel Air (8) 2-dr. hardtop, $1,050*; 4- 
dr. hardtop, $970*; 4-dr., $810*; Bel 
Air (6) 4-dr., $785; Two-ten (6) station 


wagon 4-dr., $900*, $800; 4-dr., $800; 
: 2-dr., $560. 
; YSLER—'58 Windsor 4-dr. ‘hardtop, 
$1,780* (ps). 
*S7T NY 2-dr. hardtop, s. 150° (ps). 
’56 NY 4-dr., $880° (ps 
DeSOTO—’58 Firesweep > ae, hardtop, $1,- 
475° (ps). 


’57 Firedome 2-dr. hardtop, $850* (ps). 
‘56 Firedome 2-dr. hardtop, $680* (ps). 
’54 Powermaster 4-dr., $280*. 
DODGE—'59 Custom Royal (8) 4-dr., $1,- 
800* (ps). 
"ST Coronet (8) 2-dr. $1,050* 
(ps); 4-dr., $820°. 
‘655 Royal (8) 2-dr. hardtop, _ (ps). 
: "54 Coronet Suburban 2-dr., $335 
53 Meadowbrook Suburban, $130. 
5 EDSEL—’58 Citation 4-dr. hardtop, $1,075* 
1 (ps); Pacer 4-dr. hardtop, $950*° (ps). 
FORD—'60 Thunderbird (8) 2-dr. hardtop, 
$3,550° (ps). 

a) Thunderbird (8) 2-dr. hardtop, $3,- 
000* (ps), $2,970* (psa); Galaxie (8) 
4-dr., $2,070* (ps); 2-dr. Victoria, $2,- 

: 030° (ps); Galaxie (6) 2-dr. Victoria, 
: $1,940* (ps); Fairlane 500 (8) 4-dr. 
F Victoria, $1,790* (ps); Country Squire 


hardtop, 





F (8) 4-dr., $1,610*; Custom 300 (8) 4- 
=, $1,580* (ps); 2-dr., $1,540*, $1,- 
1 





"58 Country Squire (8) 4-dr., $1,510° 
(ps); Fairlane 500 (6) 2-dr. Victoria, 
375°; 2-dr., $950°; conv., $1,300* 
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fera, $1,105*, $1,075* (ps). 


"56 Super 4-dr. Riviera, $860* (ps); 2-dr. 
$650* 


DeSOTO—’57 Fireflite 4-dr., $915* (ps). 


’55 Firedome station wagon, $775* (ps); 


> e Riviera, $665* (ps), $635*; 4-dr., 2-dr. hardtop, $435*; Fireflite 2-dr. 
uction Prices as a ae 4-dr. Riviera, $845* hardtop, $555* (ps). 
ps); conv., $645* (ps). DODGE—’5 - * 
‘55 Special 2-dr. Riviera, $495* (ps),| 55 ceseuas ‘a ome can 
$490*; Super 4-dr., $450* (ps); Cen- R a a . 
tury 2-dr. Riviera, §420° (ps). FO — Galaxie (8) conv., §2,450* 
CADILLAC—’60 Eldorado conv., $5,175* ’59 Thunderbird (8) conv., $3,055* (ps), 
; (ps); (62) conv., $4,760 (Ps). $3,025*; 2-dr, hardtop, $2,950* (ps); 
(ps); 4-dr., $1,025, $960°; Fairlane 500| ‘9 de Ville 2-dr. hardtop, $4,100° (ps); Galaxie (8) 2-dr, Victoria, $1,950* 
(8) 2-dr. Victoria, $1,335*; 4-dr., $1,- a aise tot ae oe (ps); 4-dr. Victoria, $1,875* (ps), $1,- 
220, $1,175*, $1.0 085; Custom 300 (6) 4-| «27, $3,815° (ps), $3,750" | (ps). 800°; Fairlane (8) 4-dr., $1,600*. 
dr., $1,150*: 2-dr., $920. Sone Special 4-dr., $3,125° (ps), $2,-| 58 Country Sedan (8) 4-dr., §1,350°; 
'57 Country Squire (8) 4-dr., $1,470* (ps), os ene as (62) 4-dr., $3,020* (ps). . Fairlane 500 (8) 4-dr., $1,275* (ps), 
$1,050*; Fairlane 500 (8) conv., $1,175* Pt $1,690° (ps), ti 440° $1,145*; Fairlane (8) 2-dr., $985*. 
(ps); 2-dr, Victoria, $1,075* (ps); 2- £28); Coupe de ville,, $1,550°, (Ps); | ’57 Thunderbird (8) conv., $2,000* (ps); 
dr., $890*; 4-dr., $900* (ps); Ranch ae oie te hake cues. eae coat Fairlane 500 (8) skyliner, $1,205° (ps); 
Wagon (6) 2-dr.. $800. ._ (PS); 2-dr., $1,500* (ps), $1,460* (ps). 2-dr. Victoria, $1,000*, $895* (ps); 4- 
" , 55 (62) Coupe de Ville, $1,280* (ps); d 945°: é 
56 Fairlane (8) 2-dr. Victoria, $815*; 2-dr., $1,140° i,050* ; F., $046"; Country Sedan (8) 4-dr., 
4-dr., $640, $475°; Ranch Wagon (8)| 4; iaritop, $1,408° (pas (60) Special | . £2;105°, $1,005°; Country Sedan (6) 
2-dr., $780; Custom (8) 2-dr., $600°: o. eae ,105* (ps); (60) Special) . 4-dr., $710; Ranch Wagon (8) 2-dr., 
4-dr., $565*; Main (6) 2-dr., $430. 14 (aa) bar geune i Seas cee So) Bae, Sey Loe. 
56 Fairlane (8) 2-dr. Victoria, $620*, Foctogybe o). $745°; Custom (8) 2-dr., $645; Custom 
$400°; 4-dr., $510*, $475*; Custom (6) CHEVROLET—’60 Impala (8) sport sedan, (6) 2-dr., $585*; Custom 300 (6) 2-dr., 
2-dr., $510*, $345; Custom (8) 4-dr., $2,645* (ps), $2,600* (ps), $2,450°. $595. 
$500*; 2-ar., $450, $440; Country| ‘59 Impala (8) sport sedan, $2,200*| °56 Fairlane (8) 4-dr. Victoria, $905; 
Squire (8) .4-dr., $400°*, (ps), $1,900* (ps), $1,890* (ps); sport Fairlane (6) 2-dr. Victoria, $650*, 
’54 Custom (8) 2-dr., $190; Crest (8) 2- coupe, $2,150* (ps), $2,075*; conv., $640*; Custom (8) 4-dr., $585*; Cus- 
dr., $130°. , $2,125*; 4-dr., $1,875* (ps); Impala tom (6) 4-dr., $535; Main (6) 2-dr., 
"53 Custom (8) 4-dr., $240°. ar, $1,700°" ips); Bel Air (8) 4-dr. 58 Custom (8) 4-dr., $600; Fairlane ( 

7 Fes . ps); r -dr., ‘ustom -dr., ; rlane (8) 
IMPERIAL—’51 Imperial 4-dr., $100* (ps). $1,675*. 2-dr. Victoria, $555*; Fairlane (6) 
2 am Mark III 2-dr.| ’58 Impala (8) 2-dr, hardtop, $1,655* conv., $325*. 

ardtop, (ps) (ps); Brookwood (8) 4-dr., $1,480* ’ a * 
'56 Premiere 3-dr. hardtop, $750* (ps). (ps), $1,335*, §1,800°; Biscayne (6) 4-| Cee mAL— gy gg 
MEROURY—’59 Park Lane 2-dr. hardtop, dr., ' $1,385*; 2-dr., $1,056; Biscayne $1,015* (ps); Capri 2-dr. hardtop, 
$2,475* (ps); Monterey 2-dr., $1,820*. (8) 4-dr., $1, 310* (ps); Bel Air (8) 4- $655* (ps). 
58 Turnpike Cruiser 2-dr. hardtop, $1,- dr., $1,350°; sport coupe, $1,250°; 2-| MERCURY—'58 Park Lane 4-dr. hardtop, 
610* (ps); Montclair 2-dr. hardtop, $1,- dr., $1,190 ; Delray (8) 2-dr., $1,130. $1,720° (ps). 






















‘58 Suburban (8) 4-dr., $1,100*, $1,085*, 
$925°, 


$850*, $700*; Savoy (6) 2-dr., 
$815*. 


"57 Plaza (6) 2-dr., $540. 

"56 Savoy (8) 2-dr. hardtop, $705*; Bel- 
vedere (6) 2-dr. hardtop, $690*, $700*; 
conv., $650*; 4-dr. hardtop, $625*. 

"55 Belvedere (8) 4-dr., $485*; Belvedere 
(6) 4-dr., $325*. 

——— Bonneville conv., $3,325* 
ps). 

‘59 Catalina 4-dr, Vista, $2,200* (ps); 4- 

‘ dr., $1,985* (ps). 








’57 Bel Air (8) sport sedan, $1,205*, $1,- 


$495° (ps), $390° (ps). 





’57 Voyager 4-dr., $1,380*; 


Monterey 4- 


300* (ps); Monterey 4-dr. hardtop, $1,- 
120°. d tags 195*, $1,190%, $1,155; 4-dr., $1,150*; dr. hardtop, $1,050*; 4-dr., $910* (ps). 
’57 Turnpike Cruiser 4-dr. hardtop, $1,- conv., Seer; ‘Two-ten (8) station wag-| °56 Medalist 2-dr, hardtop, $415°, 
300* (ps); Commuter 4-dr., $1,235* on, $1,200*; '4-dr-., Fo, Ieee Ta | wy 55g Custom 4-dr., $400° (ps). 
>, vee (ps); Montclair conv., ten 6) 4-dr., $1,060°, $910°;  2-dr., ae caaen Ambassador (8) 4-dr., $625*. 
. - . . = - 
i, (ps); 4-dr, hardtop, $1,000 ‘56 Two-ten (8) station wagon, $950; 0 “oo, (98) 2-dr. Scenic, $2, 
OLDSMOBILE—’58 (98) 2-dr. Holiday, $2,- 4-dr., $935°, $770°, $450; Two-ten (6)| °58 (88) Super 4-dr. Holiday, $1,875* 
100* (ps); (88) 4-dr. Holiday, $1,650* 2-dr., $790; 4-dr., 9540, 9600; Bel Air (ps); (98) conv., $1,850* (ps); 4-dr. 
(ps). (8) Sport sedan (2) $850°*; cony., Holiday, $1,805* (ps), $1,765* (ps); 
57 (98) 4-dr. Holiday, $1,360* (ps); 4- $755°; 2-dr., §725*; 4-dr., $400°; Bel (88) 4-dr. Holiday, $1,750* (ps), $1,- 
dr., $1,270* (ps); (88) 4-dr. Holiday, Air (6) sport sedan, $830; 4-dr., $650°; 675* (ps), $1,650* (ps); 4-dr., $1,580*. 
521300” (ps), $1,085*, oes (6) station wagon, $680*; 2- ot (98) 4-dr. Holiday, $1,340* (ps); 
1 (88) Super 4-dr. Holiday, $1,100* oan wh P -dr., $1,150*; (88) Super 4-dr. Holi- 
(ps), $825°; 4-dr., $870° (ps); conv.,| "55 Bel Air (8) sport coupe, $735°; Bel day, $1,135*, $1,115*, $1,090°, $1,000° 
$890*; 2-dr., $595* (ps); (98) 4-dr. Air (6) 4-dr., $485 , $440°*; Two-ten (ps); (88) 4-dr. Holiday, $1,080°*, 
Holiday, $850* (ps). (6) 2-dr., $565*, $385; One-fifty (6) $960* (ps); 4-dr., $1,060 
55 (98) 4-dr., $775* (ps). 2-dr., $540, 56 (88) 4-dr. Holiday, $895¢ (ps), $835* 
PACKARD — ‘56 Patrician 2-dr, hardtop, |CHRYSLER—’57 Windsor 4-dr., $1,750* (ps), $805* (ps), $775* (ps); 2-dr. 
$450* (ps). (ps), $1,070* (ps). Holiday, $730* (ps), $700*, $650* (ps); 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, ’56 NY 4-dr., $800* (ps). (88) Super 2-dr. Holiday, pa (ps); 
$1,875* (ps). 55 NY 2-dr. hardtop, $600* (ps); 4-dr., (98) 2-dr. Holiday, $800* ( 


*55 (98) 2-dr. Holiday, $775* (pe), $660*; 


(88) 2-dr. Holiday, $625* (ps) 
’54 (88) 2-dr. Holiday, $400*, 
PLYMOUTH—’59 Suburban (8) 4 


795*. 


"58 Suburban (8) 4-dr., $1,415* 


DS), $1. 


225*; Belvedere (8) 2-dr. Hoi day, i. 


135* ; 


4-dr., 


$785*. 


’57 Suburban (8) 4-dr., $900*; Flaza (6) 
4-dr., $535; Savoy (6) 4-dr., $550, 
’56 Belvedere (8) 4-dr., $430°; Savoy 

(6) 2-dr., $345*. 
*55 Suburban (8) 4-dr., $590*; Plaza (g 
4-dr., $345*, 


Savoy (8) 4-dr., 


$895* ; 


Plaza 


$900"; 
(6) 


PONTIAC—’ 60 Bonneville 4-dr. Vista, $3. 


174* (ps). 

59 Bonneville 4-dr. Vista, $2,750* (pg) 
$2,585* (ps); Safari 4-dr., $2,495 
(ps); Star Chief 4-dr., $2,52 25* (pa), 


$2,340*; Catalina 4-dr. Vista, 2 at $2,. 


300* (ps), $2,175* (p 
"58 Super Chief 4-dr. 


(ps). 


‘57 Star Chief 2-dr. 
$950* 


(ps); 


1S). 


4-dr. 


Catalina ,$1,409 


Catalina, $1,125 
Cataline, -. 


$1,199" 


(ps). 
°56 Chieftain Safari 4-dr., $930* (ps); 
2-dr. Catalina, $720* (ps); 4-dr. Cats. 


lina, $690* (ps), $650*; Star Chief 4. 
dr. Catalina, $680* (ps), 

55 Chieftain 4-dr., *; 2-dr. Cats 
lina, $455*; Star Chief 2-dr. Cataling 
$445* (ps). 

RAMBLER—’59 Ambassador (8) Custom 
4-dr., $1,675*; American (6) 2-dr, 
$1,060. 


’58 Ambassador (8) Cross Country, $1, 


525°. 
'57 Custom (8) Cross Country, $1,155; 
4-dr., 


$925. 
STUDEBAKER—'59 Lark (8) station 
$1,460*; 


on, 


4-dr., 


* * * 


$1,375", 


$1,350°, 


— Auctions in Brief — 


MASON CITY, IA. 
Central States Auto Auction. Sale every 
Thursday (Feb. 11). Heavy snow and biiz- 
zard weather prevented many dealers from 
attending. 


Friday (Feb. 12). 


* * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 

day (Feb. 12). Weather: Clear. Sold 80 per- 

cent of 714 consignments, 


* * * 


VALDOSTA, GA. 
Tom Hewitt Auto Auction, Inc. Sale every 


A good sale today. Sold 


70 percent of 190 consignments, 


New Commercial-Car Registrations, 
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Drop | ight on Price-Fix Charges in Detroit... 
Ford Dealers Plead No Contest 


. Continued from Page 2) 


contendere asserted that the 22 de- 
fendants were among 49 Ford deal- 
ers in the Detroit area in 1956 and 
that they sold only 40 percent of the 
new Fords in the area. 

“The activities with which they 
are charged could not have imposed 
any effective restraint in this high- 
ly competitive market,” the memo- 
randum said. 

It was contended that the use of 
dealer-association price lists “did 
not determine the ultimate sales 
price of the car, and at best was 
only a technical violation of the 
Sherman Act.” 

Also, according to the memoran- 
dum, the alleged agreement not to 
sell for less than $225 gross profit 
was not adhered to. 

“More than 58 percent of sales by 
defendant dealers were below that 
figure, and 8 percent were below 
$100 gross in the three months im- 
mediately following the alleged 
agreement,” the memorandum said. 

* * as 


WAS noted that the $225 gross 

was considerably less than the 
manufacturer’s suggested retail 
price which now appears on the 
price sticker. The price-list usage 
was discontinued after the sticker 
law went into effect in October, 
1958. 

The memorandum said that a $100 
price pack was used before the 
sticker law and that the pack was 
offset by an overallowance on the 
tradein. 

“The practice prevailed through- 
out the U. S.,” the statement con- 
tended. “Dealers who did not do 
it were at a competitive or psy- 
chological disadvantage because 
customers liked the sound of high- 


Makers, NADA 
Continue Fight 
Against False Ads 


WASHINGTON.—Representatives 
of the five U. S. auto manufacturers 
promised full cooperation with 
NADA’s Advertising Ethics Com- 
mittee and renewed efforts on their 
own part to stamp out false and 


misleading ads. 

The pledge was made at the final 
meeting of the 1959 Advertising 
Ethics Committee. The session was 
_ during the NADA convention 

ere. 


Representing the manufacturers 
were Roy Abernethy, American Mo- 
tors; Charles L. Jacobson, Chrysler 
Corp; Benson Ford and Duane 
Freese, Ford Motor Co.; William F. 
Hufstader, General Motodrs, and 
C. F. Watson, Studebaker-Packard. 


NADA representatives at the 
meeting were Herbert L. Galles jr., 
retiring president; Birkett L. Wil- 
liams, 1960 president; James C. 
Moore, executive vice-president; 
Walter B. Cooper (Chevrolet-Olds- 
mobile), Fort Collins, Colo.; William 
H. Mitchell jr. (Chevrolet), Wal- 
tham, Mass; Frank H. Yarnall 
(Chevrolet), Chicago; Leon E. Titus 
(Ford), Tacoma, Wash.; James M. 
Allton (Ford), Columbia, Mo., and 
Amos T. Crowl (ATAM). 


AMC Delivering 
Mighty Mites 


To Armed Forces 


DETROIT.—American Motors 
last week delivered its first produc- 
tion models of the M422 Mighty 
Mite to the armed forces, according 
to George Romney, president. 


The deliveries were the first units 
of an order for 250 Mighty Mites. 
They will be used for further evalu- 
ation by the Marine Corps under 
actual field operations. 

The Mighty Mite is a new quar- 
ter-ton 4x4 lightweight military ve- 
hicle developed expressly for heli- 
copter lift by the Marines. 

The vehicle is powered by a new 
aluminum V-4 air-cooled engine 
developed by American Motors. It 

an output of 55 horsepower at 
3,600 r.p.m., with 90 pounds feet of 
— developed from 2,000 to 3,000 
p.m. 





er discounts or tradein allow- 
ances.” 


The memorandum asserted that 
33 of Detroit’s 49 Ford dealers aver- 
aged less than $225 gross profit per 
new car in 1956, and that one de- 
fendant averaged only $129. 


In the overall Detroit market, 
Ford dealers averaging less than 
$225 reportedly sold 33,653 new cars 
in 1956, and dealers averaging more 
than $225 sold 9,968. 

The statement said the profit be- 
fore income taxes of the defendant 
dealers fell from $956,838 in 1955 to 
$193,901 in 1956 and concluded: “It 
is clear that there was no adher- 
ence to the alleged plan, and there 
was no substantial injury to the 
public.” 

tr * Oo 
EFENDANTS in the case were 
the Metropolitan Detroit Ford 

Dealers Assn. and the following 
dealerships: 


Detroit—Clarence Bell, Inc.; Bill 
Brown, Inc.; Lewis F. Brown, Inc.; 





Dealers who pour 


the amazing 


purple motor oil 
MAKE MONEY! 





New-car dealers throughout the nation are 
building their profits with Royal Triton. 
Discover how you can make money with 
the amazing purple motor oil. Just fill 

in and mail this coupon... right away. 


ROYAL TRITON 


Made by Union Oil Company of California 


Hi Dawson, Inc.; Stark Hickey, 
Inc.; Johns Brothers, Inc.; Al Long, 
Inc.; Rice-O’Green Ford, Inc.; Floyd 
Rice Ford, Inc.; Smith-Briggs, Inc.; 
Alfred F. Steiner Co. 

Suburban—John Barber, Inc., 
Belleville; Bob Ford, Inc., Dear- 
born; Gorno Bros., Inc., Trenton; 
Dick Lutz, Inc., Flat Rock; North 
Bros. G/C, Inec., Garden City; Cy 
Owens, Inc., Pontiac; Clem Rinke 
Ford, Inc... Warren; Bud Truba 
Ford, Inc., Berkeley; Trudell Ford, 
Inc., Base Line; Harold Turner, Inc., 
Birmingham, and Stuart Wilson, 
Inc., Dearborn. 

Smith-Briggs and Dick Lutz are 
no longer in business. 

oe + om 
1 Detroit development was the 
latest in a string of price-fixing 
actions that began in July, 1958. 
They have resulted in fines of $264,- 
750 in Washington and New York 
and a conviction in San Francisco 
which is being appealed. 
In Washington, Ford Motor Co. 

and 42 Ford, Chevrolet and Olds- 


wae ee ee 
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CITY & STATE 


Individual to contact ere 





Mercury Dealers View 


Comet and Competitors 


BUFFALO, N. Y.—Mercury 

ealers did a double take when 
they walked into the Statler-Hil- 
ton exhibition hall to view Ford 
Motor’s new Comet. 

Right in the middle of the big 
display were some brand new 
models of Rambler, Corvair, Val- 
iant and Falcon. 

“We wanted to show the boys 
what they'll be up against,” a 
Ford executive commented. 





mobile dealers were indicted. The 
14 Chevrolet dealers and their 
trade group pleaded guilty and 
were fined a total of $32,000. 
Eleven Washington Oldsmobile 
retailers pleaded nolo contendere 
and were assessed $35,750, while 17 
Ford dealers were fined $75,500 on 
the same plea. Ford Motor was fined 
$10,000 in a nolo contendere action. 
In New York City, the Automobile 
Merchants Assn. of New York and 
seven line groups representing 
Buick and Chrysler Corp. dealers 
were fined $111,500 after pleading 





Royal Triton prolongs trouble-free engine life for pe Oe 
thousands of extra miles . . . protects through the whole ae 
range of summer and winter temperatures. 
There is no automotive product on the market today P 
you can recommend with greater confidence. 





some with Royal Triton. 


Union Oil Company, Box 5306 
Philadelphia 42, Pennsylvania 
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nolo contendere. The AMANY in- 
dictment reportedly involved De- 
Soto-Plymouth and Oldsmobile deal- 
ers who were members of the 
association. 

+ * * 

NNLY one case has been tried. 

In San Francisco, the Plymouth 
Dealers Assn, of Northern Califor- 
nia, which represents 67 dealers in 
six counties, was found guilty of 
conspiring to fix prices in violation 
of the Sherman Act. 

The case is being appealed. The 
Plymouth association is expected 
to file a reply to the U. S. brief 
in about two weeks, and argu- 
ments may begin this spring. 
NADA has authorized a $15,000 
defense fund to assist the line 
group in its appeal. 

Ford and Chevrolet dealer groups 
also have been indicted in the San 
Francisco area, but the cases are 
off the calendar, pending outcome 
of the Plymouth appeal. In the 
California cases, dealers are named 
as co-conspirators with the line 
groups, but not as co-defendants, 

One city emerged with a clean bill 
of health in the price-fixing probe. 
In Cleveland, a Federal grand jury 
heard testimony, but no indictments 
were handed down. 


WHY SHOULD YOU FEATURE this one oil? Because its 
performance and customer acceptance are as unique as its color, . 
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tivity at the district level. 
* + * 
New England 


OME observers see manufactur- 

ing dying out in New England 
but figures from the Boston FRB 
show otherwise. 

Total manufacturing is running 
19 percent ahead of the 1950-52 
average. As might be expected in 
view of the textile migration to 
the South, textile manufacturing 
is off 30 percent from the 1950-52 
level. 

Primary metal manufacturing has 
held steady but shoe and leather 
manufacturing is up 37 percent. An- 
other growing industry in the area 
is paper making, which is up 32 per- 
cent. 

as + + 


New York 


NE of the chief clouds over 1960 

has been the tight money and 
high interest threat but the latest 
report from the New York FRB in- 
dicates that some of the tightness 
is going out of the money market. 

Although the Federal Reserve 
System continues to maintain a 
tight hold on the supply of loan- 
able funds in the hands of banks, 
interest rates on short-term bor- 
rowing are slipping. 

As business has repaid its Christ- 
mas-rush credit, banks have been 
able to reduce their debt to the 
Federal Reserve System a bit. 

+ +. * 
Philadelphia 
—— Philadelphia FRB noted that 
its district shared in the busi- 
ness recovery in 1959, although the 
district lagged behind the nation in 
some respects. 

Employment was up one per- 
cent while unemployment was cut 
by 16 percent. Retail sales were 
up 10 percent, auto registrations 


Mack Sales, Profit 
Surge to Records 
ee, e 
Despite Strike 
PLAINFIELD, N. J. — Despite 
curtailed production caused by the 
steel strike in the last quarter of 
1959, sales and earnings of Mack 
Trucks for the quarter and the year 
were the highest in the company’s 
60-year history, Chairman C. A. 
Johnson said last week. 
Consolidated net sales for 1959 
totalled $297,352,562, up 17 percent 
over the $253,787,924 sales figure for 
1958, and 13 percent higher than 
Mack’s previous alltime high of 
$263,660,325 in 1957. 
Net income for 1959, after taxes 
and preferred dividends, amounted 
to $15,786,272. This compared with 
1958 net earnings of $7,774,977. 
Mack’s fourth quarter sales in 
1959 were $68,058,237. Previous high 
was recorded in 1958 with sales for 
the quarter at $65,141,149. 
With additional working capital 
acquired through the merger into 
Mack of Northeast Capital Corp., 
Mack’s net worth in 1959 substan- 
tially exceeded $100 million for the 
first time, said Johnson. 
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GREY 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN , 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION. 
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Cronin Retiring; 
With GM Since 718 


DETROIT.—John J. Cronin, man- 
ufacturing staff vice-president of 
General Motors, will retire March 1. 
A veteran of 42 years with the firm, 
he was 65 on Feb. 
10. 

Cronin, a grad- 
uate of the Uni- 


AUTO WORK NUMBER TAGS 
Plastic or Metal 


ee he versity of Detroit 
ae 7 joined GM in 1918 


with Fisher Body. 
He was promoted 
to general factory 
manager in 1941. 

In 1948 Cronin 
was elected a GM 
vice-president and 
was named gen- 
eral manager of Fisher Body. He 
was placed in charge of the manu- 
facturing staff in 1952. 





Long lasting metel number tags — large 4" 
easy to read numbers. One side has black num- 
bers (to indicate work completed); the other side 
has red numbers (to indicate work hes not been 
completed). 
THE PLASTIC TAGS WILL 
NOT SCRATCH CAR 





J. J. Cronin 


DIXIE SEAL & STAMP CO. 
83 Poplar St. * Box 972 Atlanta 1, Georgia 
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Debit Total Above Year Ago... 
60 Looks Better 


To Bank Prophets 


(Continued from Page 2) 


on other measures of business ac- gained by 27 percent and bank 


debits increased 11 percent. 


ed by 9 percent. 
* * * 


Richmond 


HE Richmond district is becom- 

ing more dependent on industry 
and less dependent on farming and 
mining, according to the Richmond 
FRB. 

Nonfarm employment in the 
district has been increasing at an 
annual rate of about 1.6 percent 
since 1946. 

On the other hand, farm employ- 
ment has been slipping at the rate 
of about 4 percent a year for the 
last 10 years. 

* * * 


Cleveland 


EPARTMENT store sales in the 

Cleveland district increased by 
7 percent in 1959, matching the na- 
tional gain, the Cleveland FRB re- 
ported. 

While this may not seem to be 
an unusual accomplishment, it is 
when the 116-day steel strike is 
taken into consideration. 

Some of the steel centers and 
many of the areas which are not 
tied in with the steel industry ex- 
ceeded the national pickup in sales 
while the other steel centers did not 
lag far behind the national aver- 
age. 

* * * 
Chicago 

NTEREST rates in 1960 will move 

with the movements of overall 
economic activity, the Chicago FRB 
noted. 

Factors which will tend to re- 
duce pressure on the money mar- 
ket include a predicted drop in 
home building and the fact that 
the Federal Government is ex- 
pected to move from a deficit bud- 
get to one showing a surplus. 

The factors which could lead to a 
tighter money market include in- 
creased business borrowing to fi- 
nance capital improvements and in- 
ventory expansion and a rise in 
consumers’ installment debt. 

x * * 


Upper Midwest 


7S Minneapolis FRB took a 
look at prospective farm income 
in the Upper Midwest in 1960 and 
concluded that the farmers will not 
fare too badly. 

In Minnesota, the dairy and 
poultry industries appear in line 
for some higher selling prices. 
North Dakota farmers may well 
profit from increased yields. 

South Dakota farmers have no- 
where to go but up after 1959’s poor 
showing. However, receipts from 
livestock sales in the Dakotas and 
throughout the area are likely to 
show a decline. Montana farmers 
face an unfavorable outlook in the 
production of grains and livestock. 

& * * 


St. Louis 


HE St. Louis FRB studied how 

a tight money market affects 
business, particularly small busi- 
ness. 

Four large St. Louis banks charg- 
ed businesses an average of 5.23 
percent on loans in December, com- 
pared with 5.22 percent in Septem- 
ber and 4.33 percent in December, 
1958. The rate for last December 
was the highest of the postwar per- 
iod. 

Only 18 percent of the loans 


Alcoa Buys Up 
Metal Contract 


NEW YORK.—Aluminum Co. of 


™ | America will pay Aluminum, Ltd., 


$9 million in 1960 to cancel a con- 
tract between the two firms, it was 
reported here last week. 

According to the report, the con- 
tract had provided for delivery of 
about 59,000 tons of aluminum from 
the Canadian producer to Alcoa 
during 1960 and 1961. 

An Alcoa spokesman said Alcoa is 
completing construction of new 
smelting facilities in the U. S. 














Residential construction contracts 
went up 26 percent while contracts 
for nonresidential construction gain- 





a, 


carried the prime rate of 5 per. 
cent which is reserved for the 
best qualified borrowers, although 
these loans represented 58 percent 
of the total number of ‘ollar; 
loaned. 

On smaller loans, probably mage 
to smaller firms, the rates wer 
higher. On loans of $10,000 t 
$100,000, the average interest rate 
was 5.55 percent while the average 
on loans of less than $10,000 was 5. 
percent. 

* * Z 


Kansas City 


pe Kansas City FRB sees, 
moderate reduction in farm jp. 
come in the district in 1960. 


Cash receipts from marketing, 
of wheat and meat hold the key, 
since these two lines produce 
about two-thirds of farm income 
in the district. The farmers are 
expected to market more meat at 
lower prices, resulting in slightly 
reduced cash income. 

The outcome of the wheat crop is 
hard to forecast at this point. The 
acreage planted in wheat is as great 
as last year’s and weather condi- 
tions have not been unfavorable, in- 
dicating that things are going well 
at present. 

+ * + 


Southwest 


SS employment continues 
to gain in the Southwest but 
the oversupply of oil is still bother- 
ing the petroleum industry, the Dal- 
las FRB reported. 

The winter vegetable and citrus 
crops have favorable prospects 
but warm weather is needed for 
the development of the grain 
crops. 

Other reports on the farm situa- 
tion in the area include the fact that 
the number of cattle on feed is larg- 
er than a year ago but that there 
are indications that winter wheat 
production in the district will be 
lower. 

* ag * 


Far West 


7 San Francisco FRB reported 
that lumber production in the 
Far West is moving ahead in gen- 
erally favorable weather, despite 
“further slight price declines.” 
Department store sales continue 
to increase but the district’s in- 
crease is lagging behind the na- 
tional boost. 

With the metal strikes being 
cleared up, nonfarm employment in 
the Far West is again setting new 
record highs. 


Toyota Cites 
Output Lead for 


Japanese Cars 


LOS ANGELES.—Japanese mat- 
ufacturers produced an alltime 
high of 262,814 four-wheeled ve 
hicles in 1959, according to the 
Japan Motor Trade Assn. 

According to the association, 
Toyota Motor Co. built 101,194 units 
during the year and Nissan Motor 
Car Co, turned out 77,822 units. 

The figures were cited last week 
by officials of Toyota Motor Sales, 
U. S. A., Inc., in disputing earlier? 
claims by Nissan officials that Nis- 
san had “pulled decisively ahead 
of Toyota in production. 

Nissan’s claim to leadership had 
appeared in a news story from 
Yokohama, Japan, which was pub 
lished in the Feb. 8 issue of AUT) 
MOTIVE NEws. 


Economy Run 


(Continued from Page 3) 


determined on the basis of miles 
per gallon and that advertising 
copy and layouts exploiting a class 
win must be clear. 

Object is to allow each make # 
exploit the accomplishments of it 
car fully, but not to give the ™ 
pression through ambiguous claims 
that everybody wins in an economy 
run, 

Mobilgas is planning, by the 
way, a pre-run ad campaign 
tell the public what the economy 
run is all about and answer such 
questions as: Is it rigged? Does 
everyone win? 

The ads will tell how the a8 
are selected and guarded to assuft 
that they enter the run as typ! 
stock cars, how the run is made 


realistic speeds and the efforts, 


made to prevent drivers from usii 
undesirable driving techniques. 
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Detroit Is Still the Motor City 


strides among the 19 car-producing 


Wisconsin turned out 579,748 
cars for 10.35 percent of total in- 
dustry assemblies in 1959, as 
compared with 5.20 percent in 
1956—a 5.15 percentage-p oint 
boost in four years. 

Another state that has gained 
through the opening of new plants 
is Ohio, which climbed from 2.70 
percent of total output in 1956 to 
4.89 percent on 273,675 assemblies 
in 1959—a 2.19 point gain over the 
four-year period. 

Delaware has increased its share 
of total industry output from 2.10 
percent in 1956 to 3.84 percent on 


— 
ia : 
the § Michiz::n Top State Builder... 
igh ————— 
ent 
ars 
lade 
vere Continued from Page 1) 
s points in percent-of-total-industry states, 
rate § utput. This was due chiefly to the 
br opening of the Ford division plant 
at Lorain in the spring. 
The upsurge by American Mo- 
tors pushed Wisconsin into sec- 
s, 4 ond place ahead of California 
in. § and gave the state a 1.30-point 
boost in overall industry assem- 
1g8 blies. 
ey, Other states that improved their 
ce B output penetration in 1959 were 
me — Delaware, up 0.50 points; Michigan, 
re B up 0.43 points; Indiana, with the 
at § upsurge in Studebaker output, up 
tly § 0.29 points; Illinois, up 0.17 points; 


Kentucky, up 0.16 points, and Min- 


pis # nesota, up 0.11 points. 
The § Off the most from 1958 was New 
eat B York, which lost the Ford plant at 


but 










Buffalo. Output for the state last 
vear was off 1.27 points from 1958. 


Other states that showed per- 
centage-point declines were Mary- 
land, off 0.79 points; California, 0.52 
points; Missouri, 0.51 points; Ten- 
nessee, out of production last year, 
off 0.51 points; Massachusetts, off 
0.29 points; Kansas, off 0.26 points; 





214,773 units in 1959, due chiefly to 
Obituaries 


Barney Roos, 72; 
Designed Jeep 


As Willys V-P 


PHILADELPHIA, — Delmar G. 
(Barney) Roos, 72, designer of the 














the opening of the Chrysler Corp. 
assembly unit at Newark. 

Other states that have shown 
percent-of-industry gains over the 
four-year period are Indiana, up 
0.73 points; Minnesota, 0.47 points; 
Illinois, 0.35 points; Pennsylvania, 
0.25 points; Missouri, 0.16 points; 
Kentucky, 0.04 points, 

* * * 
es Michigan, the 
hub of the auto industry, has 
lost the most ground of any state 
in the last four years, due chiefly 
to the decentralization at Chrysler 
Corp. and the ioss in the Wolverine 
state of Packard and Hudson as- 
semblies, Chrysler was producing 
better than 80 percent of its cars 
in Michigan in 1956, compared with 

61 percent last year. 

Michigan’s 29.61 percent share 
in 1959 represented a 3.39 per- 
centage-point decline from 1956, 
when 33 percent of all cars made 
in the U. S. came off assembly 
lines in Michigan, 


The shift of American Motors 
and Studebaker output to the Mid- 
west also has resulted in a decline 
in California output over the four- 
year period. California fell from 
10.20 percent of total industry out- 
put in 1956 to 9.06 percent in 1959— 
a dip of 1.14 points. 

Other states that have suffered 
declines in the four-year period are 
New York, off 1.95 percentage 
points; Massachusetts, off 1.62 
points; Tennessee, 1.10 points; 
Texas, 0.73 points; Maryland, 0.49 
points; Kansas, 0.41 points; New 
Jersey, 0.28 points; Virginia, 0.04 
points. 

ca 4 Ea 
es, the states pro- 
duced the following cars during 
1959: 

Michigan, 1,658,103; Wisconsin, 
579,748; California, 507,070; Mis- 
souri, 456,781; New Jersey, 370,- 
910; Georgia, 300,550; Ohio, 273,- 
675; Delaware, 214,773; Indiana, 
214,724; New York, 165,429; Texas, 
149,428; Maryland, 140,578; Kans- 
as, 106,044; Illinois, 103,782; Min- 
nesota, 93,562; Pennsylvania, 81,- 
107; Kentucky, 80,793; Virginia, 
65,135, and Massachusetts, 37,277. 
Changes in the final standings 

from 1958 in addition tc Wisconsin 
and Ohio involved California, from 
second to third; Delaware from 
ninth to eighth; Indiana from 
eighth to ninth; Texas from 12th 
to 11th; New York from seventh to 
10th, and Maryland from 10th to 
12th place. 





Valiant Dealers Form Ad Association— 





Shown attending the first directors meeting of the new Dallas Region Valiant Adver- 
tising Assn. are, from left, bottom row, Fred Oakley, Dallas; Cliff Dennard, Dallas; 
Julius Rosenstock, Houston, and Bill Maguire, Garland, Tex. Top row: George Ramsey, 
Dallas; Ben Bellish, Houston; John Cooper, Chrysler-Imperial regional manager; C. O. 
Morgan, Dallas, and Y. M. Posthuma, Plymouth-DeSoto-Valiant regional manager. 





Fiat Clarifies 


Settlement 


Of Cullum’s New York Suit 


NEW YORK.—Fiat Motor Co. 
Inc., through its general counsel, 
Edward Garfield, last week called 
attention to the possible erroneous 
implications of a story appearing 
in the Feb. 15 issue of AUTOMOTIVE 
News, carrying Dyke Cullum’s re- 
port of his settlement of two law 
suits. 

One was in Washington, D. C., 
against Franklin D. Roosevelt jr., 
and Roosevelt Automobile Co., Inc., 
and the other, in New York against 
the same defendants and also Fiat 


| Motor Co., Inc., and Vincent A. 


Garibaldi, its president. 

Neither Fiat nor Garibaldi, Gar- 
field said, were parties to the suit 
in Washington and had no con- 
nection with its settlement. 

Neither did Fiat nor Garibaldi 
pay or agree to pay any money 
whatever in connection with the 
settlement of either suit, Garfield 
said. 

The New York suit in which they 
were parties was voluntarily dis- 
missed with prejudice by Cullum 
pursuant to a written stipulation, 
Garfield said. 

The New York Federal Court en- 
tered an order dismissing this suit, 
which, according to Garfield, is an 
adjudication dismissing with final- 
ity the charges made against all of 
the defendants in that action. 

The same stipulation voluntarily 


dismissed with prejudice the coun- 
terclaim asserted by Fiat against 
Cullum in the New York law suit, 
Garfield said. 

This reciprocal dismissal of the 
counterclaim was the only thing 
received from Fiat by Cullum for 
his dismissal of his law suit 
against Fiat and Garibaldi, Gar- 
field said. 

Fiat regards the outcome of the 
New York law suit as a complete 
vindication of Fiat and Garibaldi, 
Garfield said. 


Cadillac Holding 
Sales Meetings 


DETROIT.—A nationwide series 
of sales meetings between Cadillac 
factory officials and dealers and 
distributors begins here today (Feb. 
22). Similar meetings will be held 
in 13 other cities within the next 
three weeks. 

Other cities where the sales con- 
ferences will be held include: 

Buffalo, Feb. 23; Boston, Feb. 24; 
New York, Feb. 25; Philadelphia, 
Feb. 26; Washington, Feb. 29; 
Pittsburgh, March 1; Chicago, 
March 2; Memphis, March 3; At- 
lanta, March 7; Dallas, March 8; 
Salt Lake City, March 9; San Fran- 
cisco, March 10, and Los Angeles, 
March 11, 


Geographical Trends in Car Production Across the U.S. 
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points; Georgia, 0.06 points, and station while re- 
us | Pennsylvania, 0.03 points, turning to his 
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or A sectional basis, the Midwest home from Read- 
in continues to be the leading pro- ing. 
ducer of cars, jumping its percent Mr. Roos de- 
ua- Bof total industry output from 48.29 signed the Jeep 
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Overall Pct. Pt. Pct. of OveraH Pct. Pt. Pct. of Overall 
Position, Change, 1957 Position, Change, 1956 Position, 
1958 1958-59 Output 1957 1957-58 Output 956 
1 +0.43 34.64 1 ——GA6 33.00 1 
3 +1.30 4.98 6 +4.07 5.20 6 
2 0.52 10.42 2 —0.84 10.20 2 
4 —~@.5) 7.68 3 +0.99 8.00 3 
5 —0.21 6.79 4 +0.04 6.90 4 
6 —0.06 5.13 5 +0.30 5.30 5 
11 +1.61 2.44 11 +0.84 2.70 11 
9 +0.50 2.21 12 +1.13 2.10 14 
8 +0.29 3.84 8 —0.30 3.10 9 
¥ <r 4.43 7 ——ee 4.90 7 
12 — O17 3.25 9 —0.41 3.40 8 
10 —=a70 2.66 10 +0.64 3.00 10 
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20 —@.3) 1.26 18 ——O7Fe 1.10 20 
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+0.16 





by Geographical Section, 1956-1959 
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Position, Change, 1957 Position, Change, 1956 Position, 
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2 —2.09 18.84 2 +1.30 20.40 2 
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4 6.52 10.42 3 —0.84 10.20 4 
5 —0.36 9.00 5 —0.67 9.00 5 
6 —@ if 3.25 6 —0.41 3.40 6 
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The Man Behind the Wheel .. . 





Sales Testing Hillman Easi-Drive 


the test drive itself. Don’t miss this|gas consumption. During three 


(Continued from Page 8) 


slight lurch and the engine speed 
and road speed appeared to climb 
on an equally ascending basis to- 
ward high. 

As mileage was added, this sit- 
uation became less noticeable, 
which leads us to believe that a 
car should be thoroughly broken 
in before a customer demonstra- 
tion is given. 

The shift from intermediate to 
high or direct drive also is rather 
effortless, again depending upon 
the pressure on the accelerator. 
The shift will take place from 25 
m.p.h, to 30 or 32 m.p.h. Up to 40 
m.p.h., it is possible to demand 
plenty of added acceleration out of 
this car by flooring the accelerator, 
This automatically drops the car 
back into the next lowest gear, and 
coaxes plenty of welcome pickup. 

In deceleration, the Easi-Drive 
drops into the next lowest gear at 
a lower m.p.h, speed than on accel- 
eration. For instance, our car made 
its change from high to intermedi- 
ate at about 16 m.p.h. instead of the 
24 to 30 experienced on the up- 
grade. 

The unexpectedly high torque 
Permits you to drive well under 
10 m.p.h, without the car automa- 
tically dropping back into low. 


* * 
Test Drive Is Best Seller 


a greatest sales agent for this 
new automatic is bound to be 


Obituaries 


(Continued from Page 43) 





demonstration opportunity. 
Although horsepower is low, 
this auto will perform amazing 
feats with Easi-Drive, and most 
customers looking for an import 
with ease of performance are 
bound to be pleased, Certainly it 
will please the women, If they 
have shunned the import field 
because it has seemed like too 
much work, you now have the 
clinching argument for her, 

One of the Hillman’s lasting im- 
pressions is that it is a solidly built 
auto, This becomes apparent as you 
test-drive it. It has the unit-body 
construction, 

On a hard test of the brakes, 
they did not overheat at any point. 
They showed no tendency to fade, 
but were firm and sure. It is pos- 
sible that women may complain 
about the extra effort required to 
operate these brakes, but that 
seems to be a first impression 
which dissipates with use. 

The brakes are hydraulically op- 
erated, Lockheed two leading shoe 
types, with cast iron, nine-inch 
diameter brake drums boasting a 
total 121 square inches of lining 
area. This is a considerable in- 
crease over the brake area in the 
1959 Hillman. 

* * +. 
It’s Great in City Traffic 


paves the Hillman is a pleas- 
ure. In city traffic, it is small 





neering for the International Har- 
vester Co.’s truck division, died 
here Feb, 3. 


Mr. Reese served with Interna- 
tional Harvester for 25 years, 17 of 
them as chief en- 
gineer of Interna- 
tional truck en- 
gineering. He 
retired from Har- 
vester May 1, 1959. 

He entered the 
automotive indus- 
try in 1917 with 
the Locomobile 
Co. of Bridgeport. 
Prior to his Har- 
vester connection 
he was chief en- 
gineer of General Motors Truck & 
Coach division for several years. 

He went to Harvester from GMC 
in 1934 as assistant to the chief 
engineer in charge of automotive 
engineering and in 1942 was named 
assistant to the vice-president of 
engineering. When the Internation- 
al Harvester motor truck division 
was formed in 1944, he was made 
manager of engineering for the di- 
vision. 


Ivan X. Secnle, 66, Retired 


Chevrolet Sales Executive 

DETROIT.—Services were held 
here last week for Ivan X. Sarvis, 
66, retired Chev- 
rolet sales execu- 
tive. Mr. Sarvis 
died Feb. 16 in 
Pompano Beach, 
Fla. 

Mr. Sarvis 
moved to Florida 
a year ago, short- 
ly after his re- 

rement as exec- 
utive assistant to 
the dealer rela- 
tions general 





W. D. Reese 





1. X. Sarvis 
manager. He assumed the dealer 
relations post in 1956. 

~ a + 


Floyd P. Duffany 
WATERTOWN, N. Y.—Floyd P. Duf- 
fany, 62, former owner of Duffany’s Auto- 
motive Service, died Feb, 10. 
7 * * 


Jack Hicks 
LUFKIN, Tex.—Jack Hicks, 75, retired 
Lufkin auto dealer, died here recently, 
* * 


R. H. Sickles 
MEXIA, Tex.—R. H. Sickles, 41, Mexia 
auto dealer. was found dead recently of 
three pistol wounds. The pistol was found 
nearby. 
2 + +. 
John F, Monk 
DETROIT.—John F. Monk, 63, longtime 
Pontiac and Oakland salesman here, died 
Feb. 13 in Orlando, Fla. Mr. Monk was a 
salesman for Harvey Mack Pontiac before 
retirement in 1955. He was a Pontiac 
dealer in 1936-37 at Portsmouth, O. 


enough to scoot in and out of traf- 
fic with great safety. The Easi- 
Drive almost makes stop-and-go 
a’ pleasure. 

On the highway, the auto per- 
forms a top job. It is quick, facile, 
and easily maneuvered. It corners 
nicely, although some cornering 
aficiandos might carp. The cen- 
ter of gravity is higher than some 
of today’s smaller imports, and it 
is best to turn a little wider on a 
fast corner than usual. Braking 
in a corner should be accomplish- 
ed with care. 


This auto will cruise nicely at 
70 m.p.h., and in its higher ranges 
it still has adequate power for pass- 
ing. In fact, we were amazed at the 
good acceleration in its higher 
ranges. Braking at high speeds is 
accurate. 

It is a quiet operating vehicle, 
with driver fatigue from noise at a 
minimum at all times. With all win- 
dows closed tightly, the wind noise 
is exceptionally low. 

Maintenance labor costs should be 
relatively low. Under the hood, 
which raises high enough for a man 
to work comfortably, all important 
parts of the engine are within easy 
reach. 

e * + 


Gas Mileage Is Good 


A GOOD talking point for the 
salesman will be Easi-Drive’s 


* * 


* 





Easi-Drive Coupling— 


This is a drawing of the coupling unit 
of Hillman’s new Easi-Drive automatic 
transmission. There are four main sub- 
assemblies: A stator (1) containing the ex- 
citation coils, fitted in the coupling hous- 
ing; rotating driving member (6) attached 
to the engine crankshaft; a “direct” driven 
member (7) coaxial with the driving mem- 
ber and splined to the gearbox mainshaft 
(3), and an “indirect driven member (2), 
also coaxial with the driving member and 
mounted on an outer concentric shaft (4), 
which drives the gearbox countershaft. 


with a compression ratio of 85:1, 


with this car, and the worksh 
manuals for both the car and 
Easi-Drive are complete, explig 
and easy to understand. 


had difficulty selling in the pag 


problems. 

If you have had the experieng 
of a customer who has avoided 
Hillman because of the difficy; 
shifting apparatus, Easi-Driye js 
the answer. 

Until early 1959, the gearshift jp 
the Hillman was difficult for the 
average American to assimilat. 
This was corrected in 1959 to the 
complete satisfaction of anyone who 
would test it. Now the Easi-Driy, 
is the complete answer. Any sales. 
man who takes the time to demon. 
strate this car to an old Hillma 
customer or one of his old prospect 
is bound to come away with a sak 

Take your customer on a hil 
climb to demonstrate the effective 
ness of the new automatic unit 
under the most adverse conditions 
Avoid any competition with high 
power American units because the 
comparison is unfair. 

With the exception of the instrv- 
ment panel, everything is going for 
you when you sell this economy 
auto. Certainly anyone looking for 
a new economy import will be im- 
pressed. 


weeks of testing, we averaged 26.9 
miles to the gallon. It is safe to say 
that we run an auto far harder than 
the average owner will. 

Our stop-and-go tests, as well 
as our acceleration tests, are not 
calculated to give top mileage on 
any auto. In city traffic, we notic- 
ed that at one point our mileage 
dropped to 23.7 miles, but at an- 
other point on highways we boost- 
ed the figure to 28.7. 

The trunk is of adequate size. The 
deck lid opens high and wide. No 
stoop or squat is necessary to gain 
entrance, and it will take a nice 
variety of luggage or groceries with 
no strain. 

The spare sits upright on the 
right side of the trunk and is held 
in place with no rattle by a single 
bolt. A wheel-nut wrench, the jack 
handle, jack, tire valve key, distri- 
butor key, plug spanner and tommy 
bar, all are located in the trunk. 

* + * 
Has 4-Cylinder Engine 
1 engine is a four-cylinder, 
Short-stroke job with push-rod 


Big Role for Suppliers at Daytona 


10, a stock valued at $10,000 and | meter to tune “stock” cars with 
is a gold mine of technical advice | Autolite equipment. 
a 
AUL ATWELL, chief engineer of 


for time-chopping drivers. 
ton spark plug division, told 


An H & M specialty is a three- 
carburetor Falcon “power kit.” For 

| AUToMoTive News: “In the short time 
we've been in the field, we've al- 


$250 (50 percent off for resale), 

H & M supplies a high-compression 
ready learned a lot. You can be sure 
we'd never have put up this building 


9.6 to 1 head, reground camshaft, 
new lifters, recalibrated distributor, 

unless our development program 
; would make it pay off.” 


two carburetors and linkage for 
Ford’s Falcon. Dynamometer tests 
While car makers are frustrated 
under the AMA cloud over perform- 


show a 50 percent increase in horse- 
power over the stock Falcon engine. 

ance data, less inhibited supplien 
are making hay. And what seem 


Newcomer to the field is Electric 
Autolite, which moved into NASCAR 

more important from their stand 
point, for very little money the 


with a bang. Within two weeks after 

signing with Bill France, Autolite 

put in a service shop, office and/| have race drivers eager to do the 
technical center. When completed,; most strenuous testing in hopes o 
it will include a chassis dynamo-| coming under the flag first. 










































Hillman Interior— 


All four doors of the Hillman open wide 
and permit easy entrance and egress. The 
rider steps down into a carefully finished 
interior in which there are no loose ends, 
according to Ed Brown, staff correspondent 
who sales-tested the car. 

* * 
operated valves in head. It has a 
three-bearing, counter- balanced 
crankshaft and a three-bearing 
camshaft with harmonic cams; steel 
connecting rods, and light alloy pis- 
tons with fully floating piston pins. 

A Zenith downdraft carbure- 
tor, combined with oil bath air 
cleaner and silencer, complete the 
operation. The engine develops 
56.5 horsepower at 4,600 r.p.m. 
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our shocks are on winning cars, 
we can advertise it.” 

Firestone’s service ‘installation is 
the Speedway’s biggest permanent 
building. Staffed by two develop- 
ment engineers, the racing-tire sales 
manager, five service specialists and 
the racing director, the installation 
is valued at nearly $30,000. A tire in- 
ventory of 1,500 carcasses ($65,000) 
includes tires for the Speedway, for 
midget racers, go-karts, beach runs 
and motorcycles. 

According to Firestone people, all 
racing rubber is sold net-list at one 
price. Services offered the drivers 
include changing tires, inspection of 
any brand tires to be sure they are 
safe, wheel balancing, free soft 
drinks and picking up some 15 
pounds of scrap metal off the track 
every week. 

A Firestone spokesman told AuTo- 
MOTIVE News: “Our racing program 
has always been justified to man- 
agement on the basis of technical 
advancements. In making up the 
racing promotion budget, advertis- 
ing and public relations values are 
only incidental.” 

* 








Determines Profit or Loss .. . 


U.C. Price Key to Leasing 


(Continued from Page 6) 


may be entirely written off during 

the lease term.” 

The dealer-lessor can reduce his 
risk by negotiating the type o 
lease in which the lessee may share 
in any loss or profit from the sale 
of the vehicle or make up any los 





wholesale or auction excellent 
pieces that might have been retailed 


to advantage.” 
* * * 

Hoe” the vehicle is used is a big 

factor in what its resale price 


*~ * 

MORE specialized is the Holman 
& Moody operation. Here driv- 

ers and mechanics can buy almost 

any high-performance part, from a 


—, 








“stock” $1,500 Ford 360-horsepower 
engine to wheel nuts at 15 cents 


each. 
The H & M shop has a staff of 


Hillman Offers 


Automatic Drive; 


Price Is $199 


DETROIT. — Hillman’s automatic 
transmission will be introduced to 


the U. S. market Wednesday (Feb. 
24). 

Called Easidrive, the unit is 
priced at $199, and it utilizes a prin- 
ciple that is said to prevent 
slippage and power loss. This is 
especially important on a low-horse- 
power (52 h.p.) car like Hillman. 

Hillman claims that the auto- 
matic-drive model delivers the same 
mileage per gallon as stick-shift 
units. 

At $199, Easidrive is more expen- 
sive than the automatic transmis- 
sion offered on most U. S. compacts: 
Corvair, $145.80; Falcon, $159.40; 
Valiant, $171.55; Comet, $171.70, and 
Rambler American, $178.50. Rambler 
Six and Lark automatics are $199.50. 

However, the Hillman Minx Spe- 
cial four-door sedan has a port-of- 
entry price of $1,994 with heater 
and automatic drive, considerably 
below the sticker figure of compar- 
ably equipped U. S. small cars. 

Elsewhere in the import field, the 
Dutch DAF has automatic-drive 
sedans at $1,499 and $1,599. The 
DAF transmission is operated by a 
system of belts and pulleys. 


will be. Vehicles which have been 
abused by the lessee bring less at 
resale and could give the lessor a 
reputation of having “rough” cars 
to sell. 

“Clients who abuse cars should 
be avoided,” says Lee. “Such 
leases aren’t worth all the head- 
aches they can bring.” 

In the case of trucks, some jobs 
are harder on equipment than 
others. 

This same factory manual ob- 
serves that “a truck operating off 
the road or over the road usually 
is subjected to more severe oper- 
ating conditions than local hauls 
or delivery-type services. Know 
what to expect and prepare for it.” 

The trickiest part of the leasing 
business is anticipating what the 
vehicle will be worth when it is 
turned in at the expiration of the 
lease. 

“A dealer-lessor should develop 
his own depreciation experience in 
his own market,” the factory man- 
ual says. 

* * * 
‘THERE are several depreciation 
methods, but the one chosen 
should be discussed with the deal- 
er’s tax counsel to make sure it is 
acceptable under tax regulations 
and rulings. 

“A point to remember,” the fac- 
tory manual says, “is that cars 
are leased for but a portion of 
their useful life and a partial re- 
covery must be made from the 
liquidation of the used vehicle. 
Trucks are usually leased for 
their useful life and therefore 


to the dealer. This type generally is 
known as the finance or net lease 
plan. 

Under the other general type of 
lease, usually called the flat-rate 
plan, the dealer-lessor bears all risk 
and keeps any gain from the sale 
of the vehicle. 


21 Field Reps 
Are Assigned to 


Aid Safety-Check 


(Continued from Page 8) 
Nevada, L. H. Nagler. Chryslet 
Corp.— Southern California, Lym 
P. Jones; Arkansas and Oklahoma} 
James M. Russell; Minnesota ané| 
Wisconsin, Kenneth R. Porter 
Iowa and Missouri, D. A. Geil. Fire 
stone—Ohio, Peter DePaolo; I 
nois, Vern Langille. 

General Motors—Louisiana ané 
Mississippi, Jack A. Goggin; Indi 
ana, W. F. Hoffman; Michiga®, 
William J. Herrington; Kansas 
and Nebraska, L. E. Taylor; Ore 
gon and Idaho, T. S. Fitzgerald; 
Northern California, Cort W. E¢ 
monston. General Tire & Rubber 


—Alabama and Tennessee, Julius #* 


E. Anderson. 

B. F. Goodrich—Maryland, Pail 
W. Barnard; North Carolina 
South Carolina, James R. Ruther 
ford. Goodyear—Washington, How 
Schertzinger; North Dakota 
South Dakota, James A. Biggs. 5% 
debaker-Packard — Kentucky, J 
eph R. Fassel. U. S. Rubber— 
necticut, Joseph A. Conwé 
Georgia and Florida, Rudolf Ru 


There is a good owners handbog 


For the Rootes salesman who hy 
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Car, Truck Output Estimates 
By Automotive News 




















licit 
PASSENGER CARS 
. (U. S. PRODUCTION ONLY) 
ast, Week Week dan. 1 Jan. 1 
NOst Ended Same Ended Output, To To 
Feb. 20, Week, Feb. 13, February, Feb. 21, Feb. 20, 
nee 1960 1959* 1960* To Date  1959* 1960 
the # AMERICAN MOTORS 
cult Rambler ......::::.-..000 11,000 8,489 8,816 30,476 56,169 71,312 
re ig ER MOTORS .. 200 104 192 592 1,008 672 
CHRYSLER CORP. ...... 27,000 5,673 26,432 80,690 63,246 187,556 
t in Chrysler oo... 2,500 921 2,461 7,497 8,524 17,383 
SMD asssvesssessecesssrcrsesees 1,300 863 1,280 3,902 6,608 9,564 
ate. DODGC .-ocsecsesscceseeesesconeees 8,800 1,940 8,839 26,252 14,975 60,571 
the Imperial .............. 600 542 444 1,481 3,182 4,375 
who Plymouth Division .... 13,800 1,407 13,408 41,558 29,957 95,663 
rive Plymouth. ................. 8,100 1,407 7,995 24,773 29,957 61,202 
les- | SES See ee os) i. Se 34,461 
on- # FORD MOTOR** ........... 38,315 38,467 44,987 129,908 272.280 329,917 
nan Ford Division .............. 33,425 33,266 40,294 115,308 229,204 289 239 
ect Ford Falcon ............. ne 10,950 30811 _.......... 715,849 
ale, Ford (Standard) .... 23,455 31,593 28,088 80,067 218,781 201,650 
hill Thunderbird ............ 1,370 1,673 1,256 4,430 10,423 11,740 
ive. L-M Division ................ 4,890 4,472 4,693 14,600 33,579 40,678 
nit | ae a aa ee. ° aan 500 
ons, SN | ibs Sopidsorivvonebv 435 692 613 1,928 5,447 5,358 
rh Mercury _.................... 3,955 3,780 4,080 12,172 28,132 34,820 
th AGENERAL MOTORS .. 79,685 63,854 70,346 226,284 479,218 554,472 
BEES. <;sscssssvseoecsvoveeesesvoes 6,835 6,589 7,136 21,895 56,957 55,211 
Tu: END sosscesssceveescrsosessess 3,930 3,811 4,321 12,229 27,843 28,818 
for Chevrolet Division .... 48,300 34,722 39,170 131,161 258,858 326,745 
my Chevrolet Corvair .. 8,200 _.......... 7,006 22,594 t........... 55,784 
for Chevrolet (Stand.).. 40,100 34,722 32,074 108,567 258,858 270,961 
im- Oldsmobile ................... 10,020 9,145 9,882 30,213 67,752 71,439 
I sailors coesssinieketssesse 10,600 9,587 9,837 30,786 67,808 72,259 
— 1S-P CORP. 
Studebaker .................. 3,248 4,339 2,605 9,103 27,775 22,115 
i Total Cars, U. S.** ...... 159,448 120,926 153,378 477,053 899,696 1,166,044 
ied 
rith | **Totals for 1959 include Edsel production. 
COMMERCIAL CARS 
é (U. S. PRODUCTION ONLY) 
old Week Week dan. 1 Jan, 1 
ime Ended Same Ended Output, To To 
al- Feb. 20, Week, Feb. 13, February, Feb. 21, Feb. 20, 
ure 1960 1959* 1960* ToDate 1959* 1960 
ing }CHEVROLET ................ 12,300 8,362 10,626 32,720 59,791 15,762 
am §DIAMOND T .................. 15 166 58 213 957 506 
ti Liscdainemneieoes 80 50 71 202 403 572 
acces scacbuedeckekiceevse 1,750 1,926 1,894 5,599 13,120 13,274 
RE eee 7,410 6,329 7,972 23,191 46,718 59,790 
i cisicniciintarseseococcessos 2,540 1,752 2,496 7,846 13,316 17,024 
m SINTERNATIONAL. ...... 2,970 3,252 3,010 8,967 14,810 20,583 
IIE. | ocsassenssscoseccovonee 375 356 363 1,078 2,527 2,357 
hey ESTUDEBAKER. .............. 284 377 172 613 2,437 1,243 
the # WHITE*** ........................ 395 369 386 1,201 2,532 2,823 
a asa aceicetee 2,275 2,395 2,665 7,140 15,910 16,899 
MISCELLANEOUS** .. 100 74 100 304 527 703 
Total Trucks, U.S. .... 30,554 25,408 29,813 89,074 173,048 211,536 






Total Cars, Trucks, 
U.S. 


Total Cars, Trucks, 
Canada 


Grand Total, 
Cars and Trucks, 


10,145 


U.S. and Canada......200,147 155,496 191,575 592,857 1,135,798 1,445,971 


"Revised. 


9,162 





190,002 146,334 183,191 566,127 1,072,744 1,377,580 


8,384 26,730 63,054 68,391 





Seeaak & 


Probe of Tax 


By C. L. Kern 
Staff Correspondent 
INDIANAPOLIS. — Auto dealers 
who collect a bonus from buyers 
under the guise of “state taxes” are 
facing a grand jury investigation. 
Marion County Prosecutor Phillip 
L. Bayt has disclosed. 
Bayt was aroused by complaints 
that some Indianapolis car dealers 


SEEA 8&8 












of a car and give the impression to 
the customer that it is the state 
8ross income tax. 

Actually, the dealer pays a 
gross tax of only three-eighths 
of one percent and has no au- 


state, Bayt said. 

At the same time, Attorney-Gen- 
eral Edwin K. Steers indicated the 
State Revenue Department would 
be interested in determining whe- 
ther dealers report the extra price 
of the cars in their tax payments 
or simply stick it in their pockets. 
Steers said that there is no pro- 
sion in the law permitting any 
merchant to collect gross income 
€s on sales for the state. 

Other angles being looked into 
Te whether it igs fraud; obtaining 
money under false pretenses; viola- 
on of the state constitution 
surping the tax power of the Gen- 
Assembly or conspiring to de- 
fraud. 

If the dealer has not reported 
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add 1 or 1% percent to the price} 


in | 





at $1,845, 
$1,400, 


But as the deal is being closed, 
the dealer adds $18.50 as a “tax and 


Indianapolis Dealers Face 
‘Bonus’ 


state revenue department could 
exact a heavy toll in penalties 
and interest, Steers said. 

Bayt said that the procedure of 
dealers who charge the extra 1 or 
1% percent goes like this: 

A customer comes in to trade an 
older automobile for a new one 
and is allowed $445 on a car priced 


leaving 


transfer charge.” 


If the customer protests, he is 
told that the extra is for “state tax” 
|}sometimes further explanation 
thority to collect this tax for the | brings the statement that it is for 
the gross income tax. 

Whatever money the dealer 
makes on the sale goes into his 


report of 


state collects three-eighths of 1 per- 


cent. 


Scrutiny of automobile dealer in- 
|come reports will get under way 
this week to: determine if dealers 
are chiseling the State as they are 
some of their customers. 

One dealer, questioned by Bayt, 
admitted the practice and defended 
it, claiming all Indianapolis dealers 
operate on the same basis. 

However, this was denied by 
Dwight Sherburne, manager of the 
Better Business Bureau. He said 
the complaints received by his office 
concern dealers who have a record 
the extra 1 or 1% percent, the | of bad practices. 


income, 





a balance of 


on which the 












Rambler Sets Record. . . 


Car Outpu 





(Continued 


percent on 34,880 assemblies a week 
earlier. 

Introduced to the assembly 
scene last week, was the Comet, 
which went into production at 
Lorain, O., off to a faster buildup 
than expected by Lincoln-Mercury 
division officials, the plant turned 
out 500 of the new compacts by 
the end of the week. 

Production at Lorain is expected 
to be increased this week, and by 
March 1 the plant will be putting 
out 500 Comets a day, officials said. 
The division hopes to have 10,000 
Comets assembled by the time they 
are introduced to the public in mid- 
March. 

+ * + 
a among the com- 
pacts, Falcon, despite the fact 
that it went into production last 
week at Metuchen, N. J., skidded 
from 10,950 assemblies to 8,600 units. 
None of the Falcon plants worked 
Saturday. Falcon, which now builds 
from four plants, also began mak- 

ing wagons last week. 

Corvair increased its output 
from 7,096 units a week earlier to 
an estimated 8,200 assemblies last 
week as Chevrolet began to build 
up parts which became short 
three weeks ago through a strike 
at its Flint manufacturing plant. 
The same strike had also affected 
big-Chevrolet production. 

Rambler’s output of 11,000 cars 
last week topped its previous high 
of 10,660 assemblies during the week 
ended Feb. 6, and also outdistanced 
production for the week ended Feb. 
13 by 2,184 units. In breaking the 
record, Rambler worked its Ken- 
osha (Wis.) plant on a three-shift 
schedule for six days. 


Valiant, steadily increasing sched- 
ules at St. Louis, upped its output 
from 5,413 units a week earlier to 
an estimated 5,700 units last week, 
and Lark-Hawk, down a day a week 
earlier due to labor difficulties, 
climbed from 2,605 to 3,248. 

7 * 


N THE low-price field, Chevrolet 
and Plymouth showed output 
gains over the previous week, while 
big Ford was off 4,633 units due to 
the cessation of overtime at five 
plants. 

Chevrolet turned out 40,100 big 
cars last week, compared with 
32,074 assemblies a week earlier, 
while Plymouth rose from 7,995 
assemblies a week earlier to an 
estimated 8,100 cars last week. 
Plymouth worked only four days 
in Detroit both of the last two 
weeks. 

Ford’s big-car output declined 
from 28,088 units a week earlier to 
an estimated 23,355 assemblies last 

week due to the cut in overtime 
schedules. No plants producing the 
standard Ford worked last Satur- 
day. 


* * * 


HE medium-price field account- 

ed for 28.6 percent of total in- 
dustry output on 45,580 assemblies 
last week, compared with 29.3 per- 
cent a week earlier on 44,963 units. 

Medium - price makers showing 
production gains over the previ- 
ous week were Chrysler, up from 
2,461 to 2,500 assemblies; DeSoto, 
up from 1,280 to 1,300; Thunder- 
bird, up from 1,256 to 1,370; Olds- 
mobile, up from 9,882 to 10,020, 
and Pontiac, up from 9,837 to 
10,600 units. 

Off from the previous week were 
Dodge, from 8,839 to 8,800; Mercury, 
from 4,080 to 3,955, and Buick, from 
7,136 to 6,835. 

: + * 
THs high-price field added an es- 
timated 4,969 cars last week to 
capture 3.1 percent of total industry 
output, compared with 3.5 percent 
the previous week on 5,378 assem- 
blies. 

A breakdown of output in the 
high-price field showed Cadillac 
off from 4,321 to 3,930; Lincoln, 
off from 613 to 435, and Imperial, 
up from 444 to 600, 

Further cutbacks are envisioned 
for the high-price class, however, 
as Imperial goes down all this week 
to adjust production ‘schedules with 
field inventories. Adjustments in as- 
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t Rises; 


Compacts Get 23% 


from Page 1) 


sembly schedules at Imperial go 
into effect next Monday (Feb. 29). 


In the medium-price class, Buick 
said last week it will begin working 
short workweeks in March to keep 
field stocks balanced with produc- 
tion. A spokesman said, however, 
that Buick output in March should 
exceed the same month a year ago. 

Another change coming in March 
is the phasing out of “big” Dodge 
production at Newark, Del. Chrysler 
Corp. will begin producing the Val- 
iant at Newark in March, with “big” 
Dodge being assembled in Detroit. 

* * 


ig pee gerne output by Chev- 
rolet was the chief factor in the 
upsurge in truck output last week. 
Chevrolet turned out an esti- 
mated 12,300 trucks last week to 
miss by 250 units its alltime high 
of 12,550 assemblies set during the 
week ended June 30, 1951. 

Other truck makers that showed 
output gains over the previous week 
were Diamond T, Divco, GMC, 
Mack, Studebaker and White. 

Last week also marked the start 
of the ’60-model truck output at 
Studebaker. The company had held 
off on its commercial-car assem- 


45 


blies to conserve steel for Lark pro- 
duction. 


* * * 
ee output in Canada 
climbed to an estimated 10,145 
assemblies last week as Chrysler 
Corp. returned to production after 
one week’s idleness. 

Last week’s total vehicle output 
compared with 8,384 assemblies a 
week earlier, and 9,162 cars and 
trucks a year earlier. 


A breakdown of Canadian opera- 
tions showed the makers turning 
out 8,305 cars and 1,840 trucks last 
week. 

—Martin L, WHITMYER 


Chevy Rolls Off 
42-Millionth Unit 
In Coast Plant 


LOS ANGELES. — The 42- 
millionth vehicle made since 1911 
by Chevrolet rolled off the assembly 
line last week at the division’s 
nearby Van Nuys plant. 

The milestone unit, a four-door 
Kingswood nine-passenger station 
wagon, was driven from the assem- 
bly line by Edward H. Kelley, gen- 
eral manufacturing manager for 
Chevrolet. 


The blue station wagon was built 
for Pollard-Ravenscroft Co., Chev- 
rolet dealership at Van Nuys. Keys 
to the vehicle later were presented 
by Roy M. Cash, Pacific Coast re- 
gional sales manager for Chevrolet, 
to Martin E. Pollard and William 
J. Ravenscroft, of the dealership. 


Midwest Cities Hope aie 


Will Shows 


Hike Sales? 





By John E. Walsh 
Staff Writer 

ETROIT and Milwaukee dealers 

are hopeful that larger atten- 
dances at their auto shows this 
year are an indication of a spring 
upsurge in sales. 

The 47th annual Detroit show 
drew a paid attendance of 123,456, 
an increase of 43 percent over the 
86,571 at the previous exhibit in 
November, 1958, 

Despite three days of stormy 
weather, the Milwaukee display 
attracted 111,022 visitors, a gain 
of 13 percent over last year’s 
turnout of 98,024. 

Two attendance records were set 
in Milwaukee—the best opening day 
crowd (15,330) and the top single- 
day mark (30,813). Show officials 
were looking toward an alltime 
high when a midweek snowstorm 
put an end to their hopes. 

“We were well on the way toward 
a record when the city was hit by 
an 18-inch snowfall, the second 
worst in Milwaukee history,” said 
Edward C. Wehe, general chairman. 


Tire Price Hikes 
Spread Through 
Replacement F ield 


AKRON.—The price hike on re- 
placement tires which was initiated 
by Goodyear has spread through the 
rubber industry. 

U. S. Rubber, General Tire, B. F. 
Goodrich and Firestone announced 
last week that they were increasing 
prices in the replacement market. 
Their boosts were similar to the 
Goodyear schedule. 

Certain replacement auto tires 
were boosted 3 percent. Truck tire 
prices rose 3 to 5 percent. 

Firestone joined Goodyear in 
holding the price line on a third- 
line nylon tire, which the companies 
introduced earlier this year. 

All companies cited rising mate- 
rial and labor costs as the reason 
for the increase. 

Meanwhile, in releasing the an- 
nual report for Seiberling Rubber | 
Co., President J. P. Seiberling com- | 
mented: 

“It appears that a tire price in- 
crease, which has been so long 
needed, is finally a reality. This 
should assist greatly in correcting 
the cost-price squeeze in 1960.” 


New Fla. VW Deal. 


PANAMA CITY, Fla.-—Elliot Mo- 
| tors, Inc. (Volkswagen) has ‘held its 
grand opening at 704 W. 15th St. 











“The snow hurt attendance for 
three days.” 
+ & 

EHE said “the number of ac- 

tual sales at the show and the 
number of prospective buyers who 
have indicated their interest in 
buying has been higher than in 
any year in memory of show offi- 
cials. 

“The auto dealers and factory 
representatives are convinced that 
this show has triggered the spark 
that will raise automobile sales to 
new heights in the coming months,” 
he added. 

Similar enthusiasm was report- 
ed for exhibitors at the Detroit 
show, which was sponsored by 
the Detroit Auto Dealers Assn. 

Shows will open this week in 

Columbus, Ga, (Feb. 25-27), and in 
Kansas City (Feb, 27-March 6). 
Exhibits closed over the weekend 
in Syracuse, Wichita and Albuquer- 
que. The Hartford Autorama winds 
up today (Feb, 22). 


- - Classified Want Ads - - 





HELP WANTED 


SALESMAN: $15,000 a year man, Volume 
Pontiac dealer, established 30 years, will 
hire capable automobile salesman with 
proven record of closing ability and vol- 
ume sales, Opportunity for qualified man 
to locate in upstate New York, 3rd larg- 
est city. Write or phone: Bill Dunn, 
Ralph Pontiac, Inc., 626 West Main St., 
Rochester, New York, BEverly 5-3635. 


USED CAR MANAGER—Aggressive per- 
son with knowledge of the value of used 
cars and ability to handle sales person- 
nel. Ford dealership handling 250 to 300 
used cars monthly. Located in the Phil- 
adelphia area. Salary plus percentage of 
profit. Send complete resume and recent 
photo. Box 1124, c/o Automotive News, 





Detroit 7. 


EXPERIENCED AUTOMOBILE FIELD 
REPRESENTATIVE, preferably 25 to 
40 years old, to represent Renault dis- 
tributor in Virginia, West Virginia and 
the Carolinas. Excellent future for ag- 
gressive man. Liberal salary, Send res- 
ume to Box 1131, c/o Automotive News, 
Detroit 7. 


BUSINESS MANAGER — ACCOUNTANT 
for Ford-Mercury dealership ip Florida. 
Send complete resume, photo and refer- 
ences. Box 1164, c/o Automotive News, 
Detroit 7. 

MECHANIC—By Buick, Pontiac, Rambler 
dealer. Must. have General Motors training 
in order to supervise Buick, Pontiac serv- 
ice department, Salary $400 per month 
plus commission on all labor under his 
jurisdiction. Please submit detailed res- 
ume. Bridgeport Equipment Company, 
Bridgeport, Nebraska. 
to specialize on used, one for new and 
used. Write or phone: R. W. Allen, Mack 
Trucks, Chouteau and Jefferson, St. 
Louis, Missouri, phone PRospect 1-3180. 


AUTOMOBILE DIRECT MAIL CONCERN, 
top national follow-up plan. Exclusive 
territory, excellent future. $7,000 plus. 
Box 1197, c/o Automotive News, De- 


troit 7. 





HELP WANTED 


Business Management 
and 

; Uniform Accounting 

Consultants 


id These positions will entail: Con- 
sulting with Cessna dealers on 
accounting and dealer man- 
agement. 


These positions require: 


(1) College degree in account- 
ing and marketing or equiv- 
alent in experience. 


Two to four years’ experi- 
ence in all phases of retail 
or wholesale accounting. 
Automotive retail and 
wholesale background 
would be very helpful. 


Willing to learn how to fly. 


These positions will travel 
out of and headquarter in 
Wichita, Kansas. 


CESSNA AIRCRAFT 
COMPANY 


i The World's Largest Producers of 
Executive Aircraft. 
if you meet the above irements and 
are interested in an unlimi opportun- 
ity, send ~~ —— to = eo 
} Manager, Cessna Aircraft Company, Com- 
mercial Aircraft Division, 5800 East 
Pawnee Road, Wichita, Kansas. Apply 
by resume only. 


(2) 


(3) 
(4) 


MEN WANTED: Are you making over 
$20,000 per year? We want men to dem- 
onstrate and sell simple device that stops 
shimmy and shake in cars, eliminates all 
wheel balancing and most front end 
work, Requires less than 30 minutes per 
car. Instrument costs dealer $159.00 
complete, Write for details to: J, Lavin- 
ger, B & B Manufacturing Company, 
Box 816, Sioux City, Iowa, 


PARTS MANAGER for Volkswagen dealer. 

VW experience desirable but not manda- 

tory. Must be able to control inventory, 

order, balance stock and handle corres- 

pondence, Salary plus bonus. Rubini Im- 

- ported Motors, Inc., 2101 Madison Avenue, 
, Toledo 2, Ohio. 


EXPERIENCED MAN to manage new car 








EXPERIENCED, EDUCATED, 





get-ready and bump and paint depart- 
ments. Must have estimating experience. 
Starting salary $500 month. Write qualifi- 
cations to Box 1207, c/o Automotive 
News, Detroit 7. 


SALES MANAGER for Detroit Ford dealer. 
Must be capable of building and maintain- 
ing a high caliber sales force, training 
new men, and be able to handle a fairly 
high volume. Must have a reputation for 
fair dealing. We will offer top earnings 
with fringe benefits for the right man. 
Write background and capabilities to Box 
1213, c/o Automotive News, Detroit 7. 


WELL ESTABLISHED southern Indiana 
automobile dealership has excellent op- 
portunity for aggressive man with auto- 
motive experience, sales or service, or 
both, This opportunity presents chance 
of a lifetime for the right person, privi- 
lege of buying into corporation if desired. 
Ample salary while becoming established. 
Advancement limited only by your own 
ability, effort, initiative. Box 1152, c/o 
Automotive News, Detroit 7. 





ambitious 
automobile men who will work for op- 
portunity and future security. We need 
“‘Indians’’ and ‘‘Chiefs’’ in all depart- 
ments of our automobile businesses and 
our daily rental and lease business. Earl 
Hayes Enterprises, Inc., P. O. Box 23005, 
Dallas 3, Texas. 





EXPANDING FLORIDA CORPORATION 


needs six men immediately with $5,000 
each—operate your own lot. Can make 
$12,000 to $15,000 yearly, Exceptional 
opportunity. Give all particulars in first 
letter—strictly confidential, Box 1175, 
c/o Automotive News, Detroit 7. 


MECHANIC — IMPORTED CARS—BPxcel- 


lent opportunity for man desiring to re- 
locate in Kentucky. Volkswagen experi- 
ence desirable, Box 1182, c/o Automotive 
News, Detroit 7. 





EXPERIENCED GENERAL MANAGER or 
sales manager. Proven ability to increase 
your profits. Want a location to raise my 


family. General manager of a 700 car 
Planning potential, advanced to a 2,500 
car planning potential as general man- 
ager — all with Chevrolet. Relationship 
with present employer excellent, valid and 
understandable reason for wanting to re- 
locate. The best references you have seen, 
both personal and factory. The size of the 
deal not important but the possibility of 
making money is. Would consider any 
size deal, would like opportunity to buy- 
in. Please no promises. I can keep the 
factory happy and also make you money. 
Age 39. Box 1198, c/o Automotive News, 
Detroit 7. 


OFFICE MANAGER—Experienced General 
Motors—Motors Holding accountant. Of- 
fice manager desires to relocate in Flor- 
ida. Best references. Female. Box 1201, 
c/o Automotive News, Detroit 7. 


POSITION WANTED 


IF YOU ARE A DEALER who has tried to 
find a manager who knows the business 
and will work toward your interest, I 
would like to talk to you, I have ten 
years’ experience from corporation level 
to overall dealer management. I under- 
stand and can coordinate all departments 
profitably and can establish and maintain 
good public and internal relations. I de- 
sire a general management position with 
a reliable, well capitalized GM dealer. I 
am 35, married, and can furnish excel- 
lent references upon request, Box 1200, 
c/o Automotive News, Detroit 7, 


TRUCK SALES—Young man with 13 years’ 


experience in light and heavy-duty truck 
sales desires connection with manufacturer 
or retail truck dealer, Past experience in- 
cludes zone dealer management and all 
Phases of retail sales. Age 35, married 
with family. Reply Box 1199, c/o Auto- 
motive News, Detroit 7. 





SERVICE MANAGER: 


AGENCY HANDLING DODGE-DART 





TEXAS — HANDLING CHEVROLET, 


PARTS OR SERVICE MANAGER or sales 
representative. Thoroughly experienced in 
all phases of service and parts manage- 
ment. Age 36, aggressive, very sales 
minded. Desires opportunity for chance of 
advancement. Box 1208, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER: Extensive experi- 
ence service management, customer rela- 
tions. Ability to motivate service, Un- 
questionable integrity and sobriety, Top 
mechanical knowledge and background. 
Phone 73176, Vero Beach, Florida. 





I MAY BE YOUR MAN, Age 38, happily 


married, desire position preferably with 
small to medium size Chrysler Corpora- 
tion dealer, Many years experience in 
every department of Chrysler Corporation 
dealership. Am looking for dealer who 
wants to or has to relinquish part of 
responsibility of running business, Con- 
sider only established, reputable opera- 
tion. Sober, no promiser, but do know 
automobile business, Character above re- 
.Pproach. Welcome future buy-in or buy- 
out opportunity, Central, midwest, mid- 
east location preferred, Consider others. 
Presently employed but seeking future. 
Write Box 1191, c/o Automotive News, 
Detroit 7. 


24 years’ experi- 
ence General Motors servicing, past 14 
years as service manager. 43 years of 
age—excellent customer and factory re- 
lations, Best of references. Will relocate. 
Box 1153, c/o Automotive News, De- 
troit 7, 


DEALERSHIPS AVAILABLE 





in 
Missouri, Small ad— big opportunity. 
Write for information; you won’t be 
sorry. Asking $22,500. Box 1193, c/o 
Automotive News, Detroit 7. 


KANSAS CITY 


AUTO SHOW 
February 27-March 6 
On Display at Exhibit Space "C" 
BMW 600 BMW 700 
NSU PRINZ 
SPORT PRINZ 
BORGWARD 


Distributor for Kansas, Nebras- 
ka and Missouri for BAW and 
NSU. 


Distributor for Kansas and Mis- 
souri (except for greater Kansas 
City) for BORGWARD. 


DEALERSHIPS OPEN IN 
CERTAIN AREAS 


E. C. RILEY 


CHEVROLET CoO., INC. 
Cawker City, Kansas 
Phone: 179 


150 
unit dealership, approximately $40,000— 
Handling Ford, 150 unit dealership, ap- 
proximately $30,000 — Handling Buick, 
100 unit dealership—Handling Olds dual, 
150 unit dealership—others—Excellent 
opportunities for factory approvable op- 
erators. Prices are based on inventory. 
Confidential personal interviews only. 
Village Hotel, Suite 210, Eastland, Texas. 





DEALERSHIP AVAILABLE — South Ala- 
bama, handling a ‘Big Two’’ line in 
prosperous area, will sell 150-200 units 
this year. Inventory and tools will be 
under $17,000. Write Box 1120, c/o Auto- 
motive News, Detroit 7. 


WELL ESTABLISHED DEALERSHIP 


handling Pontiac and Rambler, midwest 
city 10,000. Excellent farm area, Finest 
sales and service building in city. Terms. 
Write: Broker, Box 1158, c/o Automotive 
News, Detroit 7. 





DEALERSHIPS AVAILABLE 





TIRED OF FREEZING? South Florida 
answer, be your own boss. 

Imported sports car and sedan franchises 
available in several selected South Florida 
areas direct through distributors representing 
one of the world's largest manufacturers. 
Smaller areas require minimum $10,000 cash 
dit. Only good business 
erences need apply. Box 
1189, c/o Automotive News, Detroit 7. 


is the 





DEALERS NOW 
BEING APPOINTED 


for the Borgward's group econ- 
omy LLOYD and the fabulous new 
ARABELLA in the states of: 


NORTH CAROLINA 
SOUTH CAROLINA 
GEORGIA 


Distributor appointments 
considered. 


J. C. LEWIS 
IMPORTING CORP. 


LLOYD—Importers—ARABELLA 
Savannah, Georgia Phone: AD 4-4421 


FOR SALE—Franchise Dealership 
Handling Chevrolet 


Price—wholesale cost of parts, accessories, 
tires, gasoline and oil—AT COST. 
Furniture, fixtures, 


shop equipment, special 


tools, wrecker, etc. Value approximately 
$4, Will lease on long term or sell. 
Building size 140'x75'. 18,000 gal. gasoline 


storage. Located 65 miles east of Yellowstone 
National Park and Grand Teton National Park. 
Travel past garage as high as 2,000 cars daily 
during tourist season. Sales potential 100 cars 
or better. Write or phone for more informa- 
tion: Meckem Chevrolet Co., Dubois, Wyom- 
ing. 





MIDWEST—Central Iowa location, exclu- 
sive dealership handling Oldsmobile and 
GMC truck. Planning potential 125 cars. 
Inventory purchase under $35,000, Lease 
available on approved location, Sale sub- 
ject to factory approval, Write Box 1202, 
c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING BUICK— 
Texas Gulf Coast area, handling Buick 
and Opel, 300-400 car potential. Seaport 
town with rapid development, highly in- 
dustrialized. Will sell at inventory. Box 
1203, c/o Automotive News, Detroit 7. 


DEALERSHIP FOR SALE—Handling Chev- 
rolet—800 car planning potential—in mul- 
tiple city set up. Dealer retiring, 30 years 
in same location, Modern building avail- 
able either by purchase or lease, Factory 
requires $150,000 capital. Location north- 
ern Ohio, Equipment offered at consider- 
able sacrifice. Box 1205, c/o Automotive 
News, Detroit 7. 


SUNNY SOUTHWEST DEALERSHIP han- 
dling Chrysler, Plymouth, Imperial, Val- 
iant, 60,000 trading area, excellent mod- 
ern facilities, adjoining car lot. Best loca- 
tion in town, reasonable rent, 240 car or 
higher planning potential. Tremendous 
sales and service profit potential. You will 
love the year around healthy climate and 
the lovely town, Sportsman’s paradise, 
big game, fishing. Industrial, oil and tour- 
ist center. Tremendous payroll, wealthy, 
irrigated cotton farming, ranching. Quick 
sale price $27,000. Immediate availability. 
Should pay out in one year. Box 1209, 
c/o Automotive News, Detroit 7. 


ESTABLISHED DEALERSHIP in booming 
Arizona city. Franchised for one of Big 
Three imports, plus two popular prestig 
lines. A superb opportunity for a reason- 
able investment—requires $25,000 cash. 
Box 1210, c/o Automotive News, Detroit 
7 








SKODA 


Money Making Dealerships Open in 


ILL., IND., MICH., OHIO, MINN., 
WISC., IOWA 
A fast selling 5-passenger sedan for 
$1,595 P.O.E., and a 4-passenger con- 
vertible for $2,095 P.O.E. Would also 
consider distributors for some of 
these states. 


Contact us at once. 


MARTIN J. KELLY, INC. 


411 E. Ohio St. Chicago 11, Illinois 
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DEALER SERVICES 


| 








1960 Auto Costs! 


Discover how much your compe? tors' 
really cost. The book, "AUTO COSTS," 
you the factory invoice prices of all igy 
American cars, 25 foreign cars, 4 America 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order yoy 
"60 edition today for only $10—three ya» 
subscription $18 (including all supplements) 


AUTO COSTS, — gnion Company, 






































iberty, N. 














141 
ATT a: “SE, 
HAVE CREW, WILL TRAVEL 
DEALERSHIPS AVAILABLE | Specially trained ALLIED men give you ,, § = 
WELL ESTABLISHED DEALERSHIP han- sical inventorie: 
dling Lincoln-Mercury et al. Chicago top ° pane ge equipment. s of Party, i 
—_ 


dealer established 30 years. 1959 volume— 
5 million, handling approximately 2,300 
cars annually. Owner would like to re- 
tire. All buildings and lots owned, Lucra- 
tive and profitable business. Will lease or 
sell—principals only, Honest opportunity 
for sincere group, Box 1211, c/o Automo- 
tive News, Detroit 7. 


HIGH VOLUME DEALERSHIP HAN- 
DLING RAMBLER, Metropolitan and 
GMC truck in fast growing southwest, 
nice livable town 30,000 population. Na- 
tional tourist attraction, ranching, farm- 
ing, industry, oil. Arid climate attracts 
many for health. Roomy, modern, in-town 


@ Model year reports for obsolesceng 
and return parts plan. 





The Service That Counts 


ALLIED INVENTORY CO., INC, 


7508 So. Cornell Ave. Chicago 49, I 
TEL.—_NOrmal 7-0065 





location. Low rent and overhead. Top LS TS TS A 

profit returns with two hot lines. $15,000. | qs 

Box 1204, c/o’ Automotive News, Detroit TWO ESSENTIAL SERVICES 

DEALERSHIP WANTED INVENTORY SERVICE [rr 

WILL PAY TOP CASH PRICE for Gen- Parts, accessories and similar goods. Ea: 

eral Motors, Ford or Chrysler dealership 

of 500 or more new car potential. APPRAISAL SERVICE on 

sufficient operating experience to assure Furniture—Equipment—Machiner y—Tools cre 

factory approval. Please send details in For Buy/Sell Agreements, Annual Fiscal 

confidence. Box 1174, c/o Automotive Reports, Tax, Banking and Insurance 


News, Detroit 7. 


WANTED: A GM dealership within 15 
miles of Newark, New Jersey. About 150 


Write for free 
“Hidden Earning Power" booklet. 


units. Box 1172, c/o Automotive News, | AUTOMOTIVE INVENTORY & APPRAISAL CO, 
Detroit 7. 10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 
1. We finance up to 36 months. 
2. Cars may be taken overseas without ° 
refinancing. 
3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 








CARS FOR SALE 


MERCEDES-BENZ 


We import and distribute direct. 
No middleman. 
ALL MODELS 1955 — 1960 


Cars are serviced and cleaned, ready 
for resale. Supply on hand. 





San Antonio, Texas—Telephone CApitol 5-6756 
“Worldwide Financing for Milita 





commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 


MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 


Personnel" | 
(USAA Insurance available 
to qualified officers) 





HELP WANTED 


UNUSUAL TEXTILE OPPORTUNITY 


Large textile manufacturer requires automotive textile product 
development engineer in the Detroit area. Should have knowl- 
edge of automotive textiles, including specifications and test- 
ing procedures; knowledge of chemistry and coated fabrics; 
experience in automotive interior trim and upholstery, includ- 
ing familiarity with vacuum forming. Only detailed resume will 
be considered. All replies held in strictest confidence. Our 
employes know of this ad. Reply Box 1212, c/o Automotive 


News, Detroit 7, Mich. 





GLOBE AUTOMOTIVE 
IMPORTS, INC. 
Box 508, Montgomery, New York 
Telephone Newburgh JOhn 1-2248 
Cable GLOIMP 











DEALER SERVICES 


rights while there is still time. 


name—whether Torennty 
Legislation or Area o 


to the same thing and will break the majority of small dealers. 
small dealers can beat this punitive legislation is to organize state by state and 
raise the money to advertise, mainly in our state newspapers with large circulations, 
and arouse the public to the fact that if this legislation is passed the public will 
$500 more for every new car purchased, plus riding more 
miles to buy their cars and have them serviced, because the majority of small dealers 
We consider this legislation un-American and we believe 
in free enterprise—let the American public spend their money where they want to 
without penalty. .We feel sure the Federal Trade Commission, the Anti-Trust Division 
of the Attorney General's office will strongly oppose these bills as unconstitutional. 


have to pay from $200 to 


will be out of business. 


For any further information please write: 


SMALL AUTOMOBILE DEALERS ASSOCIATION 


BOX 188, EDGEFIELD, SOUTH CAROLINA 


PAUL REVERE RIDES AGAIN! 


This time to arouse the small dealers in the U. S. A. to wake up and fight for their 
The majority of auto dealers in the 
small ones and if any one of the bills now before Congress passes, regardless of the 
Security, Permissive Legislation (misleading name), Penalty 
Responsibility (another misleading name)—they all amount 


U. S. A. are 


The only way we 
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CARS FOR SALE 


1960 
‘él VOLKSWAGENS 





OARS FOR SALE 








STUDEBAKERS 


dion, Call or wri 


Studebaker Sales 








1 i ; 

ate Delive ; 

“ pemre La nae 5232 Natural Bridge, St. Louis, Missouri WANTED RSCLSROTSE ca BENT: a BERT. 

on me > rg CO 1-855! LEY motor cars—Any year or type— 
“Largest official retailer in USA.’’ 

é TOD-O-CAR, INC. Messrs, Schaler & Waters, WA 6-1334, 

— ALL AMERICANIZED 2000 N. Meridian St., Indianapolis, Ind. 

n = CADILLAC ELDORADO’S, KAISER-DAR- 

- On Hand at Two Locations: Buying, selling, trading miscellenceus evte- RINS, classic cars. Cash, wholesale, Ben 

5 HAINES STREET, PHILADELPHIA 26, PA. motive items? Get quick results through) Robertson, Mansfield, Louisiana. 

— 54 PHONE: WAverly 7-3500 Automotive News’ Want Ads. LIMOUSINES—8 passenger—new and used. 
Dennis Distributor, 4804 N. Saginaw St., 

= DARLINGTON, SOUTH CAROLINA Fint 5, Michigan. 

fe! CLANTON’S AUTO AUCTION 

! PHONE: EXpress 3-2861 
rt WANTED 
a os ULTS 
—E———~E 9 RENAULT 
cence 
VOLKSWAGENS ide Pine 
Call—Write—Wire 


IMMEDIATE DELIVERY 
1960 MODELS 


s, Leatherette Upholstery and 
Double Bumper, Fully Americanized. 


$1,355.00 


Freight and insurance paid to any 
East and Gulf Coast port. Payment 
only against irrevocable letter of 


credit. 
Box 1206, c/o Automotive News, 
Detroit 7. 


got the 
customer? 


HERTZ 


has the 
used car! 











1960 
VOLKSWAGENS 


direct shipment to any port U. S. A. 


dy 
Our prices will be quoted you includ- : : 
All are in fast-selling 
ing cost, freight, insurance, customs : 
dey end colors and fully equipped 
with power steering, 
; EXCISE TAXES PAID R & H, automatic trans- 


Equipped as Follows: 
as § leatherette interior ... tool kits... 
mile speedometers . . . ASI wind- 
== Ishields .. . heaters... turn signals 
+++ bumper rails . . . outside mirrors 
++. Wired for sealed beams. 


mission, many with 
power brakes—the works! 


Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts—you name it, we’ve 
got it! Low mileage, 
clean and sharp — real 


Write, Phone or Wire 


CIRCLE DISCOUNT CORP. 


4505 Wisconsin Ave., N.W. 











Washington 16, D. C. EMerson 2-7000 
bell ringers! 
& 1958 and ’59 models are 
uy Your now available at Hertz 
MERCEDES offices across the country. 
in New York 


All Models from 1955 
to 1959 in Stock! 


jLet us put you on our mailing list! 
FOREIGN AUTO 
WHOLESALERS, INC. 


—1 1501 Jerome Ave. Bronx, N. Y. 
LU 7-4036 






CALL YOUR LOCAL 
HERTZ OFFICE TODAY 
or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash 
Chicago 4, Ill. 
Tel. DE 2-0420 





en 


FOR QUICK RESULTS 
TRY AUTOMOTIVE NEWS 
CLASSIFIED ADS 












‘] VOLKSWAGENS 
: icicle Me ti 


NEW YORK AND NEW ORLEANS 
FOR BEST PRICES 
Wire, write, phone 
U. N. COMMERCIAL CORP. 


277 Clinton Ave. ESsex 1-2880 Newark, New Jersey 


In North Carolina ont: E. M, ia sretiond Auto Auction, 2615 Wilkinson Ave., 
Charlotte, N. C., EX 9-0921 — Ask for Jimmy Allison 











ew ‘59s and low ee demos, at below 
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CARS FOR SALE 


CADILLAC 1959 limousine $6,950.00. Cadil- 
lac 1957 limousine $3,750.00. Cadillac 1956 
limousine $2,500.00. All air conditioned 
and fully equipped. 1956 Cadillac 8-pas- 
senger sedan $2,500.00. 1955 Cadillac lim- 
ousine $1,750.00. 1954 Cadillac 8-passen- 
ger sedan $1,450.00. Box 1215, c/o Auto- 
motive News, Detroit 7. 











SHEP SUMBERG 
OFGANT JACKSON Renault 


460 Bive Hill Ave., Roxbury (Boston), Mass. 
Highlands 2-7400 








PAY TOP $ 
Used ‘59 and '60 Cars 
All Makes 
STANWAY MOTORS 


790 Van Ness Ave., San Francisco, Calif. 
PH: TUxedo 5-6267 





IDEAS 





WHAT KIND OF A RECORD IS THIS? 90% of 
the 


over again, but these columns are different. 
They enjoy volume of readership reached 
only by feature writers, yet do forceful, 
subtle selling job for all your departments. 
It's inexpensive but very valuable. Exclusive 
rights may be available to you. Ask for de- 
tails without obligation. Edward Fiske Co., 
2 Depot Plaze, White Plains, N. Y. 





CAR RECOVERY 
REWARD—1952 CADILLAC 4-door, brown, 
series 60 Special. Driven by man known 
as William D. Kennedy. 1959 Texas li- 
cense CE4663, Motor number 5260-10454. 
Call collect PR 2-1336, El Paso, Texas. 


FLEETS WANTED 








WANTED 


CAR LEASING 
COMPANIES 


With 100 Cars or More in the New England 
and New York Areas. 


We are interested in buying all or part of 
your business. All replies in strictest confi- 
dence. 


Michael Rose, President 


FLEET TRANSPORTATION, INC. 
573 E. Fordham Rd. Bronx 58, N. Y. 





PARTS FOR SALE 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 badlb $5.50 per hundred—packed 10 
to box. Postage prepaid, Acme Sales Co., 
Box 949, Camden 5, New Jersey. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

BALL JOINT REPAIR KITS $18.00 per 
dozen sets (24)—For all late model cars. 
Order now for prepaid shipment, Acme 
Sales Co., Box 949, Camden 5, New 
Jersey. Buick, Chevrolet, Ford are hot. 
100% satisfaction guaranteed, 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 

LLOYD PARTS—Discounts to dealers and 
garages. Pioneer Distributors, 2323 South 
Jefferson, St. Louis, Missouri. 


PARTS WANTED 
GRILLE FOR 1939 CADILLAC 60 Special. 


William Lane, 18232 Magnolia Parkway, 
Southfield, Michigan. 
BUSES FOR SALE 

GMC GREYHOUND SILVERSIDE 41-pas- 
senger bus, 671 Diesel motor, $2,750.00 
with tires. Four GMC 40-passenger transit 
buses with 471 Diesel motors, $1,350.00 
each. 1949, 1951 Fixible 33 and 37-passen- 
ger buses, Buick powered, $2,250.00. Box 
1214, c/o Automotive News, Detroit 7. 

TRUCKS FOR SALE 

FORD RANCHERO 1958 custom pickup, 
black, like new. Used for flower car. Pow- 
er steering, automatic transmission, large 
V-8 engine. Attractively priced. Write Box 
1216, c/o Automotive News, Detroit 7. 

WRECKER FOR SALE — 10-ton Holmes 
wrecker in excellent condition on 2-ton 
Chevrolet. Bought new by present own- 
er. Ray Hamlin Chevrolet Co., Black- 
well, Oklahoma. 

TRUCK EQUIPMENT WANTED 

NEEDED — AUTOMOBILE TRANSPORT 

TRAILERS. Phone or write particulars: 


Interstate Transit Company, Box 9524, 
Portland 10, Oregon, CApital 2-9841, 
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MOST NEEDED AUTO ACCESSORY! 


1914 DODGE TOURING CAR, Sold by first 
J. 








ACCESSORIES FOR SALE MISCELLANEOUS 


Washable car broom—Clipette, 
easily, holds beautifully colored 
anywhere inside car. $2.00 prepaid, D, M. 
Enterprises, Box 185, Cambridge, Ohio. 


ANTIQUE CARS FOR SALE 


mounts 
broom 


Dodge dealer in Chicago, M. Lana- 
2522 8S. Michigan, Chicago, Il. 


MISCELLANEOUS 


MOTORCYCLE 
ENGINES 


Brand New Harley-Davidson 
Model 1-40M engines. 


V type, twin cylinder, air cool- 
ed, 24 H.P. at 4200 R.P.M. In- 
cludes carburetor, distributor, 
generator, voltage regulator, 
spark plugs, sprocket. 


List Price $330 
Our Price $95 


TEMPLE MOTOR SALES 
13230 Grand River 
Detroit 27, Michigan 


Phone: TExas 4-5800 


han, Inc., 


SUPERIOR 


BLUE ® CHIP 







WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ 
Dealers’ Special Discount 25%. 












Dealers’ Net with 4 Standard 





Federal Excise Tax Included 


© 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 
Dealers’ List Price. .....cccces $59. 
Dealers’ Special Discount 25%. 





















The “ORIGINAL BRAKE BAR" 


Automatic BraKinG 


Only Bar Manufactured Today 
WITH THE UNIVERSAL ¢ $545 


“WRIST ACTION" 
Incidg. BRAKE HOOK-UP 
Assures Full Floating Tow 
No Strain on Bumpers or Car 
' 4 Point 
TowKinG Hook-Up $459 
$3750 








Dealers’ Net with 4 Standard 











Federal Excise Tax Included 





To Distributors 







Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 







TRAIL 3 Point 
KING Hook-up 

















STEEL (Tow Bar) CARRYING YOUR “Leaders in the Industry 
CASE with Wheels & Handles CHOICE Since 1939" 
BROWNIE CARRY-ALL Only Canadian Distributors 

BAG Mounted ON Eastern: Western: 
Rubber:Tired WHEELS $13.95 Five Wheels itd. Five Wheels 
SAFETY CHAINS, set of 2, only......$2.95 an i 1528 Man - 









CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 








TUCKER AUTOMOBILE 
E 







DE 2-0700 "AN 30880" Nites: BA T-8717 SEE PAGE 34 
Call Collect “2 Poy chores: for the nation's 





on $100.00 orders 
Clinton St., Chicago 6, Ill. 






40 So. TOP AUTO AUCTIONS 









VOLKSWAGENS 


SEDANS AND SUNROOFS—LATEST MODELS 
Only $1,365 


c.i.f. U. S. East Coast and Gulf Ports—Immediate delivery. 


All other VW Models and Types suppliable—Also other German cars 
such as Mercedes, Opel, Taunus, etc.—And all spare parts. 
It will pay you to write to: 


FISCHER & HUTTER K.G. 


2 Glockengiesserwall 
HAMBURG 1, GERMANY 
Cables: HUFI Hamburg Bank and trade references available. 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. , 


We ods a dae 0000bse'o bcd den the 6beb esos basse cee bkbabeesacdeckbane ata 
Si RR sins occ ecnnhwnsle 6s 66nsseaneonsee as -.- Zone No. onee 
Ga 000s oda 0teeun es en eceneesensdeusneenekerens Male. ccccccsscvcesca 
TRADE CONNECTION: 
Car Dealer [) Truck Dealer [) Manufacturer [] 
Jobber [] insurance [] Financial [) Supplier [] 
Make of Car..........05: sakes édiacacotian pall’ atest paatondethed 


The NEW and 


TOW-PILOT 


Slet FUNG. oc occeuntes =o 


plus 2 ejay Adapter Clamps. $52.35 


14.95 


plus 2 Large Adapter Clamps. $44.85 





Liberal Quantity Discounts 


Write for Illustrated Catalog 































FACTORY LIT- 

RATURE, pictures, etc. Collectors 
items. $1.00 bill postpaid. Moore’s Hobby, 
16 W. Fulton, Grand Rapids, Michigan. 














IS FOR PAGES 


Business already on the books 

for the first six months shows 

the Post with a “go like Sixty” 

gain of 111 —one hundred iS FOR ONE 

eleven — pages over last year! 

(Flash — February just closed am ae ae age Exposure 

i in! study of a ree magazines 

ne? in the Post’s field shows the 
Post is the number One buy 
for reach frequency and re- 
sponse! 


IS FOR TOP 
ADVERTISERS 


In the first six months of 
IS FOR $ SIGN 1960, eighty-eight new ediver 
tisers are joining the long, 
Each year for the past two long list of top firms that 
years the Post has increased oe is Siete ine Gaale eee 
its dollar share of the market ber one advertising vehicle. 
in the general weekly field. We're happy to count, among 
Advertisers have already our top advertisers, the most 
booked $7,364,000 more in the Sic mieten tn the ent 
Post for the first half of this seative industry. 
year over the same period 
last year! 


A CURTIS MAGAZINE 


POST IS FOR You! 


THE INFLUENTIALS MAGAZINE 





